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New York Department 
Merges Fire, Casualty 
And Mortgage Bureaus 


New Expanded Property Bureau 
Will Be Under Supervision of 
Deputy Supt. J. F. Murphy 


GOULD CHIEF OF BUREAU 


Supt. Bohlinger Sees New Set-Up 
Designed to Enable Dept. to Han- 
dle Multiple Line Problems 


Consolidation of the casualty, fire and 
marine and the title and mortgage bu- 
reaus of the New York Insurance De- 
single bureau is an- 


partment into a 
Insur- 


nounced by Superintendent of 
ance Alfred J. Bohlinger. 

The new expanded Property Bureau 
will be under supervision of Deputy 
Superintendent Joseph F. Murphy. Wil- 
liam C. Gould will be chief of the bu- 
reau, being assisted by James B. Haley, 
who will be in charge of the casualty 
section; Theodore M. Banta, who will 
direct the fire and marine section, and 
Isaac Siegel, who will head the title 
and mortgage section. 

Property Bureau Jurisdiction 


The Property Bureau will have under 
its jurisdiction stock and mutual fire 
and marine and casualty and surety com- 
panies, reciprocals, hospital service and 
medical expense indemnity corporations, 
an assessment accident insurer, the State 
Insurance Fund and the Aggregate Trust 
Fund. 


In addition to announcing the consoli- 
dation of the three bureaus, Mr. Bohlin- 
ger stated that the Real Estate Bureau 
had been merged into the Life Insurance 
Bureau. Deputy Superintendent Adel- 
bert G. Straub, Jr., will supervise the 
expanded bureau, which is composed of 
the life, fraternal and real estate bu- 
redus. Julius Sackman is chief of the 
bureau, while C. J. E. Robinson is in 
charge of the fraternal section and Roger 
L. Sullivan is chief real estate appraiser. 
3 Superintendent Bohlinger, in announc- 
ing consolidation of the bureaus, stated 
that the move was the second step in 
the program to reorganize the New York 
City office of the Department. He said 
the new set-up should enable the Depart- 
ment better to cope with problems aris- 
ing out of the enactment of multiple-line 
legislation which permits a company to 


(Continued on Page 30) 
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A well-balanced company is, we believe, a company 


lI 


well-balanced 


. .. whose financial position is strong 

... Whose geographical market embraces a 
balance of metropolitan, town and rural 
areas 

... whose policy contracts include all funda- 
mental coverages... 


It is a company 
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... Whose contributions to its industry have 
been recognized as outstanding 

... whose growth has been steady and uniform 

... whose size is sufficiently large to assure 
confidence and prestige 

... whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 

... whose reputation as a friendly company 
has been consistently upheld 


Fidelity is a well-balanced company 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 





Am. Life Convention 
Holds 47th Annual 
Meeting In Chicago 


Election and World Series Baseball 
Add Touch of Excitement 
to Early Sessions 


HAS 234 MEMBER COMPANIES 


Agency Section Told New York’s 
Expense Limits Problem Has 
Disturbing Effects 


By CLARENCE AXMAN 


Chicago—Representing 234 life insur- 


ance which in turn account 


for 98% of the life 


companies 
insurance in force 
with legal reserve companies in United 
Convention 
its 47th 
annual convention on Wednesday of this 
week at Beach Hotel. It 


quickly developed into one of the most 


States, the American Life 


opened the general session of 


Edgewater 


interesting and exciting conventions the 
business has yet seen Reasons for the 
excitement were threefold. The problems 
confronting the insurance business, the 
fact that the country is on eve of elect- 
ing a new President and the World 
Series baseball 
Election and Baseball Influence 

Many insurance problems have a direct 
relationship to the results of the election. 
They are the low purchasing power of 
the dollar, the mounting taxation of in- 
comes of people who buy insurance 
which is very nearly everybody and the 
trend toward the welfare state bring 
countless new people under the Govern- 
ment tent. Most executives here privately 
believe that a change of administration 
at Washington will brighten the nation’s 
economic picture. Ike badges are worn 
by some of the men here and also by 
When an executive meets 
another who lives in a different part 
of the country than he does one of the 
first questions he asks is: “Who is going 
2?” Many of those 
‘their com- 
close with 


some wives. 


to carry your state?” 
questioned say the vote in 
monwealth is going to be 
Eisenhower having the edge. Texans are 
especially pursued by inquiries. 
The World Series slowed down 
afternoon sessions of ALC Legal 
Agency Sections as most of the 
ventioneers were in rooms watching tele- 
vision baseball and having luncheons 
there of sandwiches. When the main 
convention opened Wednesday morning 
baseball had become a memory and 
Frazar B. Wilde, president of ALC, 
packed audience as he began 


both 
and 
con- 


faced a 
his address 
Jenkins Voices Concern on Section 213 


During his introductory remarks W. R. 
Jenkins, vice president, Northwestern 


(Continued on Page 8) 
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Renewal Commissions And 
Social Security Benefits 


By KENNETH F. Maclver 


Assistant Secretary, John Hancock Mutual Life 


Will my renewal commissions deprive 
me of Social Security benefits? Can I 
take a part-time job elsewhere? After 
my retirement what will happen to my 
benefits if I continue to place an occa- 
sional policy as a self-employed agent? 
These are indicative of the many ques- 
tions that life insurance solicitors are 
raising since recently acquiring a “fully 
insured” status under the Social Security 
Act. 

The ramifications of this subject are 
many and varied. The difficulty of at- 
tempting to discuss a few precepts which 
might cover all situations, becomes ap- 
parent when it is considered that the 
solution to each agent’s problem is 
dependent upon his particular factual 
circumstances. Methods of compensation 
differ between companies and sometimes 
within a company. Consideration must 
be given to the agent’s contractual re- 
lations with his company prior to retire- 
ment. It must be determined if he is 
to be fully retired or perhaps plans to 
continue as an employe or as self-em- 
ployed. Are his commissions wages or 
earnings from self-employment? Are 
such commissions vested? How much 
does he earn after retirement? The 
answers to these as well as other ques- 
tions must be determined before the 
problem can be resolved. 


No Regulations on Insurance 
Commissions 


There are no general regulations which 
have been issued by governmental agen- 
cies applying to commissions of life in- 
surance agents generally and their ef- 
fect on Social Security benefits. In the 
discussion which follows it is to be borne 
in mind that the principles enunciated 
are based upon conclusions reached in 
Social Security Administration informal 
or letter- rulings which involved particu- 
lar facts in individual cases. It is entire- 
ly possible, therefore, that other factual 
situations might result in variations of 
the conclusions expressed or indeed, en- 
tirely different conclusions. 

Basically, the Social Security Act pro- 
vides that no benefits are payable for 
any month _in which an individual, while 
under age 75, renders services for wages 
of more than $75, or renders substantial 
services as a self-employed individual in 
an occupation covered by the Act and is 
charged with net earnings from self-em- 
ployment of more than $75. 

In other words, an employe can earn 
(whether or not then paid) as much as 
$75 a month in covered employment and 
still receive his Social Security bene- 
fits. For the self-employed, however, the 
“earnings test” is somewhat more in- 
volved and has been a subject of some 
misunderstanding. For purposes of fur- 
ther discussion, a clarification of the 
mechanics of this test is perhaps timely. 

Rules for Self-employed 


The phrase “charged with net earnings 
from self-employment of more than $75” 
does not necessarily mean that a self- 
employed person cannot earn more than 
$75 in a month and also receive bene- 
fits for such month. The work clause 
for the self-employed person depends 
primarily upon the amount of his net 
al ng from self-employment for his 
taxable year. Briefly, if a self-employed 
person’s net earnings from — employ- 
ment exceed the product of $75 multi- 
plied by the number of ok in his 
taxable year (i.e. $900 for a full 12 month 
year), each month in the ye ir is first 
charged with $75. The earnings in excess 
therefore are then charged in units of 


$75 against each month in inverse chron- 
ological order. For example: 

Smith’s taxable year is from January 
to December. He has net earnings 
from self- yo ge see during this pe- 
riod of $1,2( In applying the above 
test each il is first charged with 
$75. The excess earnings of $300 will 
then be charged against each month, 
commencing with December, in units 
of $75. Benefits will be suspended 
therefore for the months of Decem- 
ber, November, October and Septem- 
ber. 

Federal Regulations provide that the 
“excess” net earnings from self-employ- 
ment shall not be charged to any month 
in which the retired individual: (a) was 
not entitled to a benefit; (b) performed 
services for “wages” of more than $75; 
or (c) did not engage in self-employ- 
ment. (Reg. 4—Sec. 404.415.) 

The $75 work clause is effective Sep- 
tember, 1952 for those agents who oper- 
ate as “employes,” and for the self- 
employed it applies to any taxable year 
ending after August 31, 1952. It is em- 
phasized that the work clause applies 
only to beneficiaries who have not at- 
tained age 75. 

Renewals Deferred Compensation 

For Social Security tax purposes, the 
Treasury Department has held that re- 
newal commissions are considered to be 
deferred compensation payable for the 
initial sale of the policy unless the 
agent is required to satisfy some current 
contractual obligation as a condition to 
receipt of the commission. While the 
Social Security Administration also con- 
siders renewal commissions to be de- 
ferred remuneration for the sale of the 
original insurance contract, there is 
doubt as to the Administration’s policy 
concerning commissions that are not 
vested. For purposes of the following 
discussion therefore, the term “renewal 
commissions” or “deferred first year 
commissions” shall allude only to com- 
missions that are vested. 

For benefit deduction purposes it is 
essential to determine whether com- 
missions received after retirement are 
wages or earnings from self- employment. 
Such classification of commissions, both 
renewal and deferred first year, is de- 
pendent upon the status of the agent at 
the time of the original sale of the 
policy. If the agent was an employe at 
the time the policy was sold, resultant 
commissions are deemed wages, despite 
the fact that the agent may have termi- 
nated his employe relationship at the 
time the commissions are paid. In like 
manner, if the agent was self-employed 
when the business was written, renewal 
and deferred first year commissions 
based on such sale are regarded as earn- 
ings from self-employment regardless of 
the agent’s status when payment. is 
made. Thus, for those agents who first 
came under the Social Security Act 
in January, 1951, commissions paid for 
business written prior thereto while they 
were self-employed, are considered to 
be earnings from self-employment. 

Retired Agents 

Little difficulty is encountered in ap- 
plying the so-called “retirement test” 
in the case of the agent who contem- 
plates no further sales activity after 
retirement. The greater problem lies 
with the retired agent who continues to 
sell insurance or who operates another 
line of business as a self-employed per- 
son. 

In considering the effect of commis- 
sions on Social Security benefits, retired 


agents under age 75 may be considered 


as: 
(1) agents fully retired; 
(2) retired agents as employes; and 
(3) retired agents in self-employ- 
ment. 


1. Agents fully retired: 


Some agents do not contemplate any 
further sales activity, other work or 
other self-employment after retirement. 
In these circumstances it does not mat- 
ter whether renewal or deferred first 
year commissions are classified as wages 
or as earnings from self-employment. 
As set forth in letter-rulings by the 
Social Security Administration, if a re- 
tired agent receives renewal commis- 
sions and performs little or no services 
in connection therewith or in any other 
trade or business as a self-employed in- 
dividual, no deductions will be made 
from Social Security benefits regardless 
of the fact that such commissions are 
creditable to his wage record up to an 
annual maximum of $3,600. For ex- 
ample: 

Tom Jones, a “full-time life insur- 
ance salesman” and Sam Smith, a self- 
employed agent, each retire at age 65 
and thereafter perform no other serv- 
ices or enter other employment. Re- 
gardless of the amount of renewal or 
deferred first year commissions that 
each may receive after retirement, no 
deductions will be made from either 
agent’s benefits. 


2. Retired agents as employes: 


This concerns the agent whose status 
after retirement is that of an employe. 
If a retired agent while under age 75 
sells insurance as an employe, benefits 
will be suspended for any month in 
which he renders services for wages 
of more than $75. In this instance the 
Social Security Administration has stated 
that deductions will not be imposed for 
the months in which renewal commis- 
sions are received inasmuch as_ such 
commissions are in the nature of de- 
ferred remuneration for services ren- 
dered in connection with the sale of the 
original insurance contract. Since the 
Administration has also held that de- 
ferred first year commissions earned by 
an employe constitute compensation for 
services in connection with the original 
sale, it follows that no loss of benefits 
will result for the months in which they 
are received. 

As set forth by the Social Security 
Administration, however, deductions will 
be applied for any month*or months 
in which an agent renders services as an 
employe in connection with the original 
sile of a policy if the earnings, includ- 
ing deferred first year commissi: ns de- 
rived from such sale, exceed In 
many instances application of this rul- 
ing will present troublesome administra- 
tive difficulties in view of its apparent 
retroactive effect. For example: 

After applying for Social Security 
benefits in July, Agent Jones continues 
his sales operations as a “full-time 
life insurance salesman.” His renewal 
commissions average $100 monthly 
During August and September Jones 
wrote new business from which his 
commissions, including deferred first 
year later received from the sale of 
such business, amounted to $70 and 
$150 respectively. In October he se- 
cured a a erage job in the local drug- 
store at $15 a week and also sold a 
policy for which he received new com- 
missions totaling $65. 

No benefits will be lost for 





August 


since renewal commissions are not 
counted towards the $75 work clause 
and the commissions on the new busi- 
ness are only $70. Benefits will be 
suspended for September because 
Jones rendered services in that month 
for which he received more than $75. 
This fact, of course, cannot be estab- 
lished until some of the deferred first 
year commissions are paid. Jones will 
also lose his benefits for October. 
Although renewals are not included, 
his drug store salary, combined with 
the $65 commissions earned in October, 
exceed $75. 


3. Retired agents as self-employed: 


Where the retired agent under age 75 
sells insurance in the capacity of a self- 
employed agent or enters another line 
of business in self employment, the 
question of deductions from benefits is 
more complex. Here the Social Security 
Administration has held that deductions 
will be applied against benefits payable 
for the months in which the agent: (a) 
is engaged in self- employment: (b) ren- 
ders substantial services; and (c) is 
charged with net earnings of more than 
$75. 

The status of the agent at the time 
of the original sale of a policy will de- 
termine whether resultant first year and 
renewal commissions are includible in 
“net earnings from_ self-employment.” 
Consideration must also be given to the 
frequently perplexing problem of what 
constitutes “substantial services. 

While there are no Federal Regula- 
tions in point, letter-rulings from the 
Social Security Administration have held 
that if a retired agent “ engages in 
the sale of insurance as a self-employed 
individual then the income received from 
the original sale of a policy must be 
combined with any renewal commis- 
sions which are earnings from self-em- 
ployment to compute his net earnings 
from self-employment. ” The Adminis- 
tration has further stated that in deter- 
mining an individual’s net earnings from 
self-emp lyoment, deferred first year 
commissions on policies written while 
the agent was self-employed are tre: eer 
the same as renewal commissions which 





are determined to be net earnings from 
elf-employment. For example: 
Smith a self-emp ved agent, applies 


for Social Security penefits and con- 
tinues his sales activities in a_ self- 
employed status. After his retirement 
he receives $500 of renewal commis- 
sions and $300 of deferred first year 
commissions, both types payable for 
business written prior to retirement 
In determining Smith’s net earnings 
from self-employment, the renewal and 
deferred first year commissions will 
be combined with any other commis- 
sions Smith may receive dvring his 
tuxable year for policies sold since 
retirement. 

When a self-employed agent is also 
engeged in another line of business 
which constitutes self-employment, the 
Social Security Administration has held 
that for benefit deduction purposes the 
net earnings represented by his commis- 
sions will be combined with the net 
earnings derived from his other self- 
employment activities to determine his 
total net earnings from self-employment. 
However, if the self-emploved agent has 
a part-time t! 





job as a wage-earner, the 
remuneration received in each capacity 
will not be so combined. Similarly, if an 
agent in an employe status retires and 
later sells insurance as a self-emploved 
agent, the renewal and deferred first 
year commissions payable for business 
written while an employe will not be 
combined with commissions based on 
policies placed after retirement. In these 
circumstances, the commissions paid for 
policies sold previous to retirement are 
classified as wages and the commissions 
for later business are earnings from 
self-employment. 
Substantial Services 

As previously stated, the “excess” net 
earnings from self-employment can not 
be charged to any month in which the 
individual did not engage in  self-em- 
ployment. In determining whether a 
person has engaged in self-employment, 

(Continued on Page 7) 
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Should Go Into Politics to Recover 
Balance in Government Says F.B. Wilde 


Life insurance executives were urged 
to take an active part in national politics 
by Frazar B. Wilde, president of Con- 
necticut General Life, in his address as 
president of American Life Convention 
meeting at Chicago this week 

“A few of us have the temperament 
and willingness to run for public office, 
but every organization should be able 
to find among its members some who 
can and would do it, and we should 
strongly encourage such executives and 
junior executives to do so,” said Mr. 
Wilde. “All of us can do something, 
and it is a question of all and not just 
a few if we are to get results. We can 
serve on school boards, we can take 
more interest in town meetings, we can 
express ourselves in party caucuses. 
These are small things, perhaps, b ley 
YT) 1 thin | but they 
are a lot more than a good many of us 
have been doing, and they are vitally 
! I lou nd they are vitally 
important. Furthermore, it is not merely 

question of party. Most of us want 
and hope for a continuation of a strong 
two-party s} his country. Busi 
nessmen with ; und and an ob- 
jective point of view are sorely needed 
in both major parties. Businessmen in 
the last 25 years have not participated 
adequately in politics. They have left 
it to others, and others have done them 
in. 








Association Membership Not Sufficient 


“Many of us have felt that if we could 
form trade associations it would not be 
for us personally to be active. 
association, @V@n one as good 
as ours, is 2 sufficient answer. Our asso 
ciation will have a stronger voice to the 
extent that executives of our member 
companies participate actively in the af 
fairs of the S » legislatures and the 
Congress. At t ime our democracy is 
badly out of balance. A few groups 

lars cohesive, 
balance 
of nature. If balance is to be restored, 
our democracy needs desparately spokes- 
men who understand the problems of 
business and of those millions of citizens 


represented by specinc 

















» as business leaders do not join 


rs to restore the balance, one 
i guarantee that the in 
and the Federal Govern 
further in the direction 
ned economy and direct 


in competitive business. 
| this statism, you can call 
e name is not important. 


1 
I 


rhe practical effect is that vou become 
owned or run by the Government. The 
name is not important but the effect is 


Who Gets the Money, 
Discussed by W. D. 


Bell 
problem as ti ts the 





} 


hen a beneficiary of a life 
I is disqualified from re- 
ice proceeds or refuses 


as reviewed before the 
ALC by W. Douglas 
ounsel Pau] Revere Life. 
ighly desirable, Mr 





the conclusion of his 
ip ision in the con- 
e settlement agreement 
Hy l \ the proceeds 


! 
e event the principal 





beneficiary refuses to take, or is barred 
from taking them on any other grounds 
Phat the courts would follow such a 


contract provision, he stated, seems cer- 
tain. 


it is 





FRAZAR B. WILDE 


of vital consequence. 
not too late. There 





While 


is 


to be a defeatist. There is 


so ordering our affairs that we do some- 


thing about it, and now.” 








American Life Convention Meeting In Chicago 


T. A. Sick New President of ALC 


President of Security Mutual of Lincoln, Neb., Has Long 


Been Active in Company Group; Started With 
His Company as Clerk 


Chicago—American Life Convention 
has elected as its new president T. A. 
Sick, president of Security Mutual Life 
of Lincoln, Neb. He has been active in 
convention affairs for 25 years. 

Jeginning as a clerk with Security 
Mutual of Lincoln, Mr. Sick was elected 
26 years later as the company’s presi- 
dent, after rapid promotions. Serving 
successively as cashier, treasurer, and 
vice president, he was elected to the 
company’s board of directors in 1937 
and to the presidency in 1943, 

3orn at Fontanelle, Neb., September 
14, 1897, and educated in the public 
schools of Sterling and the Lincoln 
School of Commerce, Mr. Sick has at- 
tended every ALC annual meeting, with 
only two exceptions, since 1928. The 
1944 convention investment and invest- 
ment law committee was the first of the 
numerous committees upon which Mr. 
Sick has served either as a chairman 
or a member. He was chairman of the 
resolutions committee in 1947, and in 
1948 he was elected as a member of the 
executive committee and of the board of 
regents of the Life Officers Investment 
Seminar, holding both of the latter po- 
sitions from that time to the present. 
He has attended five of the ten Life Offi- 
cers Investment Seminars, which in itself 





MTD - GUARDIAN cress or: 


COMMERCIAL AND NON-CANCELLABLE 
PARTICIPATING ACCIDENT 
AND HEALTH POLICIES 


A complete and modern line with . — 


these attractive selling advantages: 


* 


+ 


Annual Dividends. 


10% 


No increase in renewal premiums 


at older ages. 


No reduction in benefits at older ages. 
Worldwide coverage. 


All passenger air travel covered 
—including non-scheduled air flights. 


Liberal definition of Total Disability. 


VESTED COMMISSIONS PLUS 
PERSISTENCY COMPENSATION. 


A MUTUAL COMPANY 


increase in benefits for annual 
premiums, 5% for semi-annual. 
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Send for busi- 
ness-building sales 
kit. Contains ex- 
planation of all 
coverages, plus 
competitive ad- 
vantages of 
Guardian’s bene- 
fits. Includes rate 
card and classifi- 
cation of risks, 
proposal forms, 
applications and 
miniature policies. 


THE GUARDIAN Life Insurance Company OF AMERICA 


50 Union Square, New York 3, N. Y. 











T. AO SICK 


is not a commonly held record, and he 
has served on the ALC program commit- 
tee this year and in 1951. 

Has Many Activities 

Mr. Sick is a member and trustee of 
the First Plymouth Congregational 
Church and a director of the Continen- 
tal National Bank, both of Lincoln. He 
is past president of the Lincoln Junior 
Chamber of Commerce, Lincoln Senior 
Chamber of Commerce, Lincoln Com- 
munity Chest, Insurance Federation of 
Nebraska and the Insurance Institute of 
Nebraska. In addition he is a member 
and past director of Lincoln University 
Club, past president of Lincoln Country 
Club, and also currently a member of 
Lancaster County Real Estate Classifica- 
tion and Reappraisal Committee. 

Mr. Sick is a true mid-westerner, his 
father being for many years a Lutheran 
minister in the Middle West, and _ his 
mother, a school teacher, was a pioneer 
native Nebraskan. He was married in 
1920 to Mary J. Patton and they have 
one daughter, Sandra, who plans to en- 
ter University of Nebraska in Septem- 
ber. On the sporting side, the new ALC 
president is a low handicap golfer who 
has to his credit two holes-in-one. 


Kastner on Laws and Cases 

Ralph H. Kastner, associate general 
counsel of ALC, reviewed laws and liti- 
gation during the year which was his 
25th consecutive report to ALC members. 

“As is usually the case in an election 
year,” Mr. Kastner declared, “Con- 
gressional legislative aggressiveness 15S 
found wanting. Legislative objectives, 
during such times, are so tempered by 
political considerations as to be result- 
ingly confined to legislative matters 
which must be considered because ol 
expiration dates or because political ex- 
pediency precludes ignoring them. 

“So it was this year. There was little 
implementation of the so-called Fair 
Deal program legislative-wise. Behind- 
the scene planning by socialistic thinkers 
continues in the council halls until such 
time when impetus can again be given 
to their schemes under the guise of se- 
curity or national defense, or any other 
smoke-screened method of accomplishing 
what would be impossible to sell on ts 
own merits.” 
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Urges Specialists Be 
More Agent Conscious 


E. A. ROBERTS ADDRESSES ALC 


Fidelity Mutual President Tells Agents 
Section Staff Should Understand 
Agents’ Problems 


Home office specialists should be more 
conscious of the problems and work of 
the agent in the field, said E. A. Roberts, 
president of Fidelity Mutual Life, ad- 
dressing the Agents Section of ALC 
Chicago this week. 

“Specialists do not quite resist all 
change,” Mr. Roberts said, “but they 
would preter to have suggestions for 
change originé ate in their own area. I am 
suggesting a_heresy—too many life offi- 
cers act as if they were the top caste in 
a system in which the agent is the un- 
touchable. They don’t give enough 
though, or comfort, to the agent who in 
his numerical superiority and most in- 
genious work, has brought about the 
thrilling result we all admire in the 
American agency system. 


Keen Appreciation of Sales Force 


“In my associations with the heads of 


industrial, utility, transportation and 
other financial companies, I am_ con- 
stantly impressed with the sales con- 


sciousness of these leaders,” said Mr. 
Roberts. “They not only think their 
own companies are good, but they will 
fight like tigers for a contract, any 
extension of their service, a thousand 
pounds of freight or a bank deposit. 

‘These men are in no sense apologists 
nor do they consider it the least bit in- 
decent to assist their selling representa- 
tives. In this great business we have no 
reason for being apologists either. Team- 
work in a home office, rather than the 
blind devotion of each man to his own 
department, as a capsule apart from field 
activity, pays off in several ways. 

“In my judgment there should be no 
room in a company for an officer or 
employe who is not mindful of the suc- 
cess of its selling representatives. After 
all, and very selfishly, these are the men, 
more than any other, who can produce 
more significant jobs for them. They 
are largely responsible for the jobs they 
hold.” 

Contribution of Agent 

In reviewing the history of life insur- 
ance in the United States, Mr. Roberts 
pointed to the development of the agency 
system as an essential part in its growth. 
In overcoming buyer resistance and in 

“confronting people with their selfish- 
ness,” he declared, the agent has made 
life insurance the accepted form of pro- 
tection which it is today. But although 
there is still buyer resistance, he said, 
there is not as much as formerly for a 
variety of reasons. 

“Today the agent is better educated.” 
Mr. Roberts said. “This is due to such 
fine things as the CLU movement and 
the LUTC training courses. In addition, 
many companies have training programs, 
most of them excellent ones. The trained, 
full-time agent is regarded as a worthy 
person tod: ly. 

saw the reliance put upon him and 
the stature he gained in the sale of war 
bonds, in collecting money for the Red 
Cross and his Community Chest,” Mr. 
Roberts continued. “The splendid adver- 
tising program of the Institute of Life 
Insurance and the advertising programs 
of individual companies, much of which 
is institutional in chi iracter, have also 
added to the agents’ accept: ance. 

“The impact of Federal and state, in- 
come, inheritance and estate taxes, has 
been such as to point up the necessity 
for using life insurance for which there 
's no substitute in the instant creation 
of estates or business capital. As a re- 
sult the well-trained agent deals on a 
Par with the lawyer, the trust officer, 
and the accountant.” 





Enlarge Duties of Parker 

Lee N. Parker, president, American 
Service Bureau, has been selected by 
the executive committee of American 
Life Convention to become administra- 
tive vice president in charge of the oper- 
ations of the convention’s Chicago head- 
quarters under the over-all direction of 
Robert L. Hogg, executive vice president, 
according to an announcement by Mr. 
Hogg Wednesday in Chicago. For the 
past several months the demands upon 
Mr. Hogg’s time in connection with the 
convention’s Washington office, have 
been so heavy that the executive com- 
mittee deemed it advisable to relieve 
him to the greatest possible extent of 
the administrative work at the Chicago 
othce. 

For the past 30 years Mr. Parker has 
been associated in a managerial capacity 
with American Service Bureau, an af- 
filiate of the convention, and since 1933 
has been president, which responsibility 
he will continue to hold. 


Life Span Not Increased, 
Dr. Tegtmeyer Tells ALC 


The span of life for adults has not 
been lengthened, the general session of 
ALC on Thursday was told by G. F. 
Tegtmeyer, M.D., medical director of 
Northwestern Mutual Life. After tell- 
ing of the wonderful advances in the 
cure of infectious diseases and improved 
techniques which have added greatly to 
the infant’s prospects of reaching adult 
life. Dr. Tegtmeyer said: 

3ut the actual span of life has not 
been greatly increased. All of us, lay 
and professional, are tremendously im- 
pressed with the increase in cancer, the 
increase in cardiovascular disease. We 
don’t know why we are growing old and 
until we know why and how, there “ 
little anv of us can do_about controlli ng 
it. I think we should not be saabeeed 
with the increase in cardiovascular dis- 
ease but rather should expect it in the 
later decades of life.” 

In conclusion, Dr. Tegtmeyer declared 
that life insurance underwriters must 
proceed with caution, realizing the great 
improvements in medicine “are probably 
made on the impaired lives, and_ that 
because of this improvement we have 
with us in each group stock that perhaps 
is not of the best.” 


Mortgage Work of Counsel 
As Seen by C. H. Bonnin 


A report on the part played by home 
office counsel in his company’s mortgage 
investment activities was made before 
the Legal Section of ALC by C. H. 
Bonnin, assistant general counsel of 
Metropolitan Life. 

In a point-by-point review of some of 
the problems faced by counsel in acquir- 
ing and servicing mortgage investments, 
Mr. Bonnin declared that the counsel’s 
greatest value to his company is per- 
haps his constant availability for con- 
sultation by the business representatives 
in resolving the day-to-day problems in- 
cident to the operation of a sound mort- 
gage investment program. 

“In this relationship as in all others,” 
Mr. Bonnin said, “counsel must bear in 
mind that he is first and foremost a law- 
ver. Even in his intra-company relation- 
ships he must give the same kind of im- 
ap hoge unbiased advice he would render 

he were not an employe, for he re- 
mains under an obligation to observe al- 
ways the high standards of his profes- 
sion and to maintain its dignity and in- 
tegrity. 

“It is reasonable to assume that mort- 
gages will continue to play an important 
role in the investment programs of our 
companies. As new and more varied 
methods of mortgage financing are de- 
veloped, the part plaved by counsel will 
become of even greater importance 
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Agents’ Turnover Preventable Loss 


Wm. E. Hays Tells Agency Section 


A six-point program to reduce the 
turnover of agents in America’s life in- 
surance business was proposed to Ameri- 
can Life Convention by William Eugene 
Hays, CLU, general agent of New Eng- 
land Mutual Life in Boston. Pointing 
out that the first-year survival of life 
insurance agents is 50% and the second- 
year survival is 33%, Mr. Hays declared 

that this was a preventable loss which 
can be overcome by an integrated pro- 
gram of life insurance management and 
its field forces. 

In a series of questions addressed to 
the life insurance executi¥@s> present, 
Mr. Hays asked if these executives had 
established a written company policy 
which clearly defines the area of service 
which the company is best equipped to 
cover, the markets the company could 
hope to attract, and the facilities in the 
way of policy contracts, premium struc- 
ture and field coverage it needs to com- 
pete in this market. 

“With such a statement of company 
policy,” Mr. Hays said, “has your agency 
vice president drawn up a set of specifi- 
cations as to number, qualifications and 
location of the manpower necessarv to 
meet the objectives you have set? Has 
the agency vice president then translated 
these requirements to each field manager 
in terms of what is specifically required 

him ?” 

pele to Overcome Turnover 


The six suggestions to overcome agent 
turnover which were made by Mr. Hays 
- ‘lude the following: 1) Clean house 
of all marginal men. 2) Make an attrac- 


Post Mortem Renewals as 


Reviewed by J. N. Ackerman 


A review of some of the ways in which 


life insurance companies arrange pay- 


ment of renewal commissions after an 

agent has died was delivered before the 

Legal Section of ALC by James N 
Ackerman, assistant general counsel, 
1f Nebraska. 


form of agent’s 


Bankers Life 

The usual contract 
payment of renewal com- 
death of 
and ee to his 


hat if the 


provides for 
missions after the a quailfied 


agent, (1) 


It has been sugge sted t 


as they accrue 
estate. 
contracts provided for payment (1) at 


a level rate over a somewhat longer 
period of time and (2) to beneficiaries 
named in the contract, considerable ad- 
vantages would result to the agents. 

\n examination of this proposal from 
the standpoint of the legal effectiveness 


f such a provision indicates that. it 


would be almost but not quite assured 
of enforceability by the courts. The 
doubt arises from the qualified  ac- 
ceptance of third partv beneficiary con 
tracts in very few jurisdictions and 
a last lingering reluctance on the part 
of a few courts to recognize that con- 
tract law and not property law, the 
Statute of Wills, should be applied to 
the contract. 

The incidental problem of the tax- 
ab‘lity of renewal commissions under 
Sec tion 126 of the Internal Revenue Code 
ippears to be nearing satisfactory solu- 
tion but remains doubtful. The practical 
difficulties in casting a contract provision 
which will be flexible enough to cover 
the varying situations of different agents, 
together with the uncertainties men- 
tioned above, may lead careful lawyers 
representing both the company and the 
agent to prefer testamentary trust pro- 
vision to the proposed contract provision. 


tive career of field management. 3) Com- 
pensate field managers in relation to 
the number of successful producers in 


their agencies, not on the aggregate 
volume the agencies produce. 4) Estab- 
lish an agents’ raining course which 


takes advantage of the newest techniques 
for development fs elling skill. 5) Ele- 
vate the job of agents’ trainer to the 
status it deserves, define his duties, un- 
load from him the many extraneous 
secondary duties he is now perf yrming, 
compensate him well. 6) Turn the public 
relations department loose on the assign- 
ment of dignifying the agent’s job in the 
minds of his potential markets 

“It is no secret that the American pub- 
lic is more sold on the institution of life 
insurance than on the service which the 
gent performs. Students of life insur- 
ance are satisfied that the agent is an in- 
element in its distribution. 
therefore, that the various 
elements within our in- 
explain the 
purposes to the 


dispensable 
It is vital, 
public relations 
dustry combine forces to 
agent and dignify his 
public. 

“T have in my hand a 
tisement in a national mags 
titled ‘Meet Mr. Pepsi-Cola’. The ad 
describes the Pepsi-Cola dealer as a 
worthwhile citizen in his community. I 
wonder if we will agree that the service 
which life insurance performs is com- 
parable to the ——) benefits de- 
rived from Pepsi-Cola. f so, we are 
remarkably modest in our claims for the 
qualifications of those men and women 
whom we entrust to represent our ser- 
vice to our policyholder public.” 


full-page adver- 
izine. It is 























LIFE AND ACCIDENT 
INSURANCE COMPANY 


A Forty-Four Year Old 
Capital Stock Company 


INDIANAPOLIS, INDIANA 





Makes All Promotions from its 
Own Personnel. 


Its Employees are Protected 
under the Company's Disabil- 
ity Plan, if Disabled by Acci- 
dent or Sickness. 


lts Employees are Insured under 
Group Insurance Plan. 


Its Employees Participate in the 
Profits of the Company under 
the Savings and Profit Sharing 
Pension Fund Created by the 
Company for its Employees. 


Its Employees like us and we like 
them, all of which means a 
smooth-running Company. 


JAMES M. DRAKE, President 

















































































































































































































































Continental Assurance’s Annual 


Pyramid Club Meeting in Chicago 


president, Continen- 


speaking at the 


Roy Tuchbreiter, 
tal Assurance, Chicago, 
company’s annual Pyramid Club conven- 
announced 


ion in Chicago last week, 


had achieved the two 


ti 
hat the company 
insurance in 


ban- 


‘ 
t 
billion dollar mark of life 


force. Climaxing the convention 


quet, Mr. Tuchbreiter unveiled a huge 
Continental’s ac- 


August 30. 


display revealing that 
tual paid for volume as of 
stood at $2,049,458,176. 

Oustanding Growth 
The display also served to emphasize 
Continental’s outstanding growth of the 
1942 the company had 


insurance in force. The 


past decade. In 


$420,318,739 of 


gt neds Hae — 
half billion mark was reached in 1945, 
three quarter billion in 1947; the first 
billion in 1948. The second billion has 


been achieved as Coastincatil enters its 
42nd year ot 


al credits much of its growth 


operation. 
Continent 

. oe 
veteran members among the 250 
attended the Pyramid con- 


to the 
agents who 
vention. This year the company will 
have 60 agencies paying for a million or 
more of business each. In addition, 30 
or more of these 60 will pay for over two 


million each, while 19 of them will pay 





for three million each. 


60 so mentioned, 51 
inental in 1948 when the 
first billion. The 
following vear these agencies gave the 
company a total of $6914 million of busi- 
ness during the twelve month period. The 
first six months of 1952 the same 51 
agencies seu for $76.3 million of life 
insurance, writing more business in the 
first half of this year than they did 11 
the entire year 1949. 


Assets More Than $219 Million 


total income this 
million. To- 


f 


assets ol 





Js 








were with Con 


company reached its 


1 





Continental Assurance t 
will approximate $75 
day t compan) ] admitted 

more than $219 million, capital and sur- 
plus to policyholders exceeding $22 mil- 


year 
1 

















lion. Moreover as of June 31 Continental 
Assurance, Continental Casualty, United 
stat i : ‘ransportation Insur- 





- associated in the 
Continental group, have combined assets 
of $436 million, capital and surplus funds 
for the protection of policyholders of $81 
million, and a projected total income tor 
1952 exceeding $200 million. 


Howard C. Reeder Talk 
Howard C. 


president of ¢ 
speaking before has Pyramid Club, 
gratu the field men_ for the fine 
duction job that they ve done. 
company gains over industry,” he 
said, “seem to be a ritual at these meet- 
ings. Every year you beat your previous 
record and more than t you beat the 
” Mr. Reeder 1 that the in- 
I because people are buy- 
r poli id buying 
insurance, but there is much con- 
cern among insurance executives because 
the average Sera y and average agent 
is actually makin wer sales and mak- 











Reeder, executive vice 
ontinental Assurance, 


con- 




















ead 





more 











TUCHBREITER 


ROY 


ing less first-year commissions than only 
a few years ago. 

Ordinary Business Up 31% 
on Continental’s produc- 
tion, Mr. Reeder said that new Ordinary 
business is up 31% as against the indus- 
try’s 12%. “Instead of writing fewer ap- 
plications,” he said, “we are writing 
more. Our apps are up about 30%—8,000 
more apps, and our commission dollars 
are up $300,000 for the first six months 
this year. We have no reason to concern 
ourselves that our agents are making 

sales or earning less in com- 


Commenting 


fewer 
missions. 

“At the last convention we had a 
slogan ‘Beat Two In ’52” We hardly 
hoped it would be by convention time 
this year. As a matter of record, it was 
forecast at the 1948 convention, when we 
celebrated the billion, that by the end 
of 1952 or early in 1953 we might reach 
two billion. We have shortened that 
forecast materially.” 


Carl E. Haas Extends Greetings 


Club convention was 
luncheon October 1 by wel- 
coming remarks from President Tuch- 
breiter and greetings from Carl E. Haas, 
LU, of Brooklyn as president of the 
General Agents and Managers Associa- 
tion. Marshall B. Simms, superintendent 
{ agents, presided at the afternoon 
session and introduced the following 
speakers: 

Howard C. 
president of the 


The Pyramid 
opened at 


Reeder, executive vice 
Continental, whose ad 


dress, “Two Billion and You,” is. re- 
viewed above; Philip L. Kanter of 
Detroit, who spoke on “Continental 


Then and Now”; E. J. 
ton, who discussed “Life and 
Lines’; Michael Julian of 
gave his views on “Total Prospecting,” 
and W. D. Ray, Houston, whose topic 
was “Underwriting Our First Duty.” 

First event the following morning, Oc- 
tober 2, was the presentation of CLU 
keys by Jack N. Criner, CLU, president 
of the Society’s chapter. The speaking 


Stone of Hous- 
Multiple 
Utica, who 


program which ensued brought to the 


platform Harold A. Hein of Detroit, 
whose subject was “Never Pull an App” 
Leonard H. Fletcher, Jr., of Cleveland, 
who gave his ideas on “Pre- Program 
Package,” and Al Shimoguchi of San 
Jose, who talked about “Two Birds With 
Boomerang Stone.” 

A group insurance panel discussion 
followed with John M. Rodemeir, assis- 
tant to the vice president, as the mod- 
erator. Hailing group as the “great op- 
portunity,” participants included J. B. 
Glasser of Chicago; John Gage of Dan- 
ville, Ill, and Newton S. Johnson of 
Toledo. 

Closing talk of the morning was given 


by Dr. Clifton L. Reeder, medical di- 
rector, who discussed “Retro-Prospec- 
tives.” 


Present Panel on “Managing Me” 


Dr. Harry W. Dingman, Continental’s 
vice president who was medical director 
for many years, opened the general ses- 


sion that afternoon with one of_ his 
characteristic talks, “Two Plus You.” 
Howard J. Riordan, CLU, of W ashing- 


ten, 3D C., followed him and expressed 
himself on “Brimstone and Cadillacs.” 
Another panel discussion, “Manz iging 
Me,” was the next attraction with Rob- 
ert L. Blue of Miami as the moderator. 
His participants were Herbert A. Carr 
of Detroit; Harvey J. Goodstein, CLU, 
of Philadelphia, and Howard Kelley of 
Los Angeles. : 
Raymond H. Belknap, vice president, 
brought this session to a fitting close 
with his address on “What About Us?” 


Six Forums on October 3 





The closing day’s session (October 3) 
provided plenty of food for thought in 
that six separate forums on lively topics 
were held. Before getting under w: ay 
Harlow G. Brown, vice president, eastern 
department, presented “Tips for the 
Trip.” Mr. Simms again presided. 

The forum topics and their chairmen 
were (1) “Package Selling’—Stanley J. 
Neuman, Los Angeles; (2) ) “Simple Pro- 
gramming”—B. M. Kirke, Chicago; (3) 
“Split-Dollar Plan’—Robert Hamor, su- 
perintendent of agents, who was assisted 
by M. L. Baker, York, Pa.; Philip C. 
Belber, Newark, and nseer ad M. Town- 
send, Continental’s counsel; (4) “Group 
Creditors Insurance”’—J. J. Lotz, super- 
intendent of the credit insurance depart- 
ment; (5) “Pensions for Small Employ- 
ers’—Peter Hondorp, associate actuary, 
and (6) “Continental Indoctrination” — 
Sidney S. Silverberg, New Haven. 


Randall A. Miller Atlanta 
Manager for Prudential 


Randall A. Miller, staff manager in 
charge of The Prudential’s detached of- 
fice at Miami Beach, Fla., 
moted to 


has been pro- 
manager of the company’s 
Atlanta district office. Mr. Miller suc- 
ceeds F. Scott Robinson whose appoint- 
ment as head of a newly created district 
office at York, Pa., was announced re- 
cently. 

With Prudential since 1948, Mr. Miller 
joined the company as an agent follow- 
ing several years as sales manager for 
the General Engineering Co., at Coral 
Gables. He was advanced to a staff man- 
agership last year and took over the 
Miami Beach assignment at that time. 

Active in civic affairs, Mr. Miller has 
served as a councilman in West Miami 
and as president of the Lions Club. He 
has served also as director of the Miami 
Life Underwriters Association. 


Named Assistant Manager of 
Osborne Bethea Associates 


WILLIAM E. 


The Prudential has 
promotion of 
to a sales 


agency, 
week. 
named 


Bethea and 

Mr. Ryan 
The Prudential since 1948 when he joined 
the company’s Newark agency of Charles 
W. Campbell and Associates as a special 
agent. The 
five separate organizations following Mr. 
Campbell’s election as vice president of 
The Prudential. 


sociates 


reorganization 

Mr. Ryan was graduated from Clifford 
J. Scott High School. 
gers University where he was a member 
of Delta Sigma Pi International Business 


Fraternity. He is active in a number 


an East 


opened in 
William E. Ryan, Jr., has 
assistant 
Associates 
has been 


agency 





RYAN, JR. 


announced 
Orange 
in the new 


Newark 
manager 


Agency. 


associated 


The Bethea and 


is an outgrowth of the 
program. 


local and community organizations, 


ticularly his church and the auxiliary po- 
the 
fense organization. 


lice unit 


East Orange civil 


of the Optimist Club. 





Fringe Benefits Study 


The Economic 
S. Chamber of Commerce has just 
“Fringe 


or Ui. 


issued the third of its studies on 
Benefits” 


tion on 


business. 


many 


Security, 


holid: LYS, 


non-labor 
Fringe benefits, 
factors including pensions, 
disability 
periods, 


Research 


bringing up to date informa- 


costs of 


payments, 
have 


stitute increased compensation for 


hour actually 


creased 


many 
obtained 


Research 
of Commerce, 


copies 


charts 


on the job and ae 
employer’s 
hour of productive labor. 
The brochure of 34 
and tables and may 
y addressing the 
Department, 
Washington, 
are $1 each; 50 copies or 
50 cents. 


cost for 


pages 
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Dawson Reports on 
Mutual Life Gains 


RISING INTEREST FEATURED 


Series of Regional Field Conferences 
Hears Company President Tell of 
Increased Business 


Substantial improvement in_ interest 
earnings was among the gains reported 
by Louis W. Dawson, president of Mu- 
tual Life of New York, addressing the 
last of a series of field conferences held 
at Coronado, Calif., last week 

“This great improvement in gains from 
interest was made possible by develop- 
ing new sources of investment that pro- 
vided higher rates of interest,” seid Mr. 
Dawson. “Such investment opportt mities 
permitted us to reduce our U. S. Gov- 
ernment bonds, on which yields are low, 
from 52% of total assets in 1945, to less 
than 10% at the present time. Mort- 
gages, which provide satisfactory yields, 
were increased from $173 million in 
1940 to $586 million at the close of 
1951. And during this six-year period 
from 1945, which fortunately has been 
one of economic well-being, net capital 
gains from investment operations have 
amounted to more than $31 million.” 


Mortality Gains Increased Greatly 


The company’s gains from mortality in 
recent years have shown a _ steady in- 
crease, continued Mr. Dawson. “For ex- 
ample, in 1946, our gains from mortality 
were only $20.6 million. In 1951, mor- 
tality gains were $22.5 million or ap- 
proximately $2 million more than in 
1946. This increase in mortality gains 
has not been occasioned by unduly re- 
strictive selection methods. Our selec- 
tion standards, our ratings and our de- 
clined ratio are all in line with those of 
other leading companies. 

“As a nation, we seem to hover some- 
where between the problems of inflation 
and deflation. Inflation continues to be 
a long range threat to the basic security 
of our policyholders and their families, 
because it increases the cost of their in- 
surance protection and decreases the 
purchasing power of their insurance pro- 
ceeds. 

“The danger of inflation is by no 
means past. We must continue to be 
alert to inflationary trends. Monetary 
policies should be sound, consumer sav- 
ings should be encouraged, excessive 
spending should be curbed. But equally 
with the dangers of inflation. we face, 
over a shorter range, the ever-present 
danger of business recession. 

“Now, no one—least of all, I—can pre- 
dict the economic future with any great 
assurance. Certainly the economic skies 
look good for the rest of 1952 and into 
1953. But after more than 10 years of 
almost uninterrupted, record- breaking 
good business, we approach the time 
when we may be somewhere near the 
ton of a major boom. 

“This should not disturb us unduly 
as life insurance men, for reasons | have 
already given. But it may well introduce 
a note of caution into our daily lives and 
into the lives of our policyholders in 
their more speculative enterprises. Per- 
hans you might warn your policyholders 
and prospects that, based on all the 
lessons of history, this does not look 
like a logical time to be buying specul: \- 
tive equities, or to be unduly increasing 
one’s debts. Experience teaches us that, 
at this stage of the business cycle, it has 
always proved wisest to put funds into 
fixed obligations or contracts that guar- 
antee to pay a definite number of dol- 
lars, which may later have greater pur- 
chasing power.’ 





NAMED FIELD “ASSISTANT 

C. Joe Willis has been named _ field 
assistant of Southland Life, Dallas, ac- 
cording to an announcement by Kenneth 
B. Skinner, vice president and agency 
director. Mr. Williswho formerly renre- 
sented Southland Life in Oklahoma City, 
will now make his home in Dallas. In 
his new capacity he will do supervisory 
work with the fieldmen, assist with the 
company’s educational program and do 
some recruiting. 


Fundamentals for Success 


Reviewed by S. G. Hale 


Today’s contused world requires a 
strong sense of direction and principle if 
men and the organizations they build 
Stanton G. Hale, vice 
president for sales for Mutual Life of 


are to survive, 


New York, said addressing a business 
conference of Western division members 
of the company’s National Field Club, at 
Coronado, Calif., last week. Mr. Hale 
urged underwriters to make a_ periodic 
review of fundamentals in life insurance 
selling, and said order and_ simplicity 
were “the first steps in the mastery of 
anv job.” : 

He stressed self-management, © skill, 
drive and _ self- -respect as necessary to 
achieve the goal of a good job well done. 
“I have yet to see the really successful 
salesman who has not mastered himself,” 
Mr. Hale said, “and who has not kept 
his eye on the whole job with the end 
result his constant object. 

“First things must be put first,” he 
added. “It is hardly possible to achieve 
success in this business if we over-con- 
centrate on details. 

“The underwriter who would be the 
‘best’ life man in his community. will 
supplement self-management, skill and 
energy with self respect—self respect 
that is based on a sincere belief in his 
product, and a sincere conviction that he 
is performing a valuable service for his 
clients while earning a good and s: atisiy- 
ing living for himself.” 


Thompson Outlines Sale of 
Disability and Life Cover 


Sale of Mutual Life’s new Accident 
& Sickness program with life insurance 
was discussed by Richard B. Thompson, 
director of sales development, at recent 
regional conferences of field leaders. 

“Our whole sales philosophy is built 
around the replacement of Earned In- 
come—in fact, we are really salesmen 
of Earned Income,” said Mr. Thomp- 
son. “Another name for that is Insured 
Income. Up to now, through the sale of 
life insurance alone, we have been able 
to cover only two of the three hazards 
that can destroy Earned Income—death 
and old age. But now we also have cov- 
erage against loss of Earned Income due 
to disability, and thus we can shore up 
a client’s Earned Income with a founda- 
tion of protection that will stand firm 
and solid no matter what happens. By 
including the sale of Accident and Sick- 
ness insurance, we will do a_ better 
job for our policyholders and earn more 
money in the bargain.” 


r 
Mutual’s Long-Term Leaders 
Mutual Life of New York, which last 
week completed a series of regional 
business conferences between company 
officers and leading members of the field 
force, reported that of 597 fieldmen who 
qualified for the company’s honor or- 
ganizations, 21 had marked un 25° or 
more years of membership and 15 had 
been members for 20 to 25 vears. 
Leading the veterans were Jacob W 
Shoul, of the Boston agency, and Neil 
Himel, of the New Orleans agency, eech 
of whom qualified 35 years for the Na- 
tional Field Club. Byron W. Pixley, of 
the Phoenix agency recorded 32 
of honor club qualification. Not far be- 
hind them were the following 30-year 
members: Mott V. Hvde of Pittsburgh 
kK. M. Beckman of Columbia; Charles 
S. Wilkins of Jackson, and Walter W. 


Jones of Pasadena. 


years 


BROOKLYN ACADEMY COURSE 

The next life insurance course to be 
conducted at the Brooklyn Academy, will 
start on October 31. Students attending 
the course will be prepared for the State 
Examination that will be given in No- 
vember. Cost, including text materials, 


is $12. 


Renewal Commissions 


(Continued from Page 3) 


Federal Regulations provide that “A 
person shall be deemed to have engaged 
in self-employment in any month if in 
such month he renders substantial serv- 
ices in operating a trade or business as 
an owner or partner even though there 
may be no net earnings attributable to 
his services for such month.” (Reg. 4, 
supra.) 

On the question of whether an indi- 
vidual has rendered “substantial serv- 
ices,” Sec. 404.410 of such Regulation sets 
forth that the following factors, among 
others, will be considered in making the 
determination: 

“(a) The amount of time devoted to 
the trade or business, 

“(b) The amount of capital invested 
in the trade or business, 

“(c) The nature of the services ren- 
dered by the beneficiary, 

(d) The seasonal netre of the 
trade or business, 

“(e) The presence or absence of a 
paid manager, a partner, or a family 
member who manages the business, 

“(f) The type of business establish- 
ment ae at is involved, and 

“(g) The relationship of the activity 
puclnont prior to the period of re- 
tirement with that performed subse- 
quent to retirement. 

From the above it is apparent that the 
determination of when a person has ren- 
dered “substantial services” may often 
prove difficult and any conclusion as to 
such services must be based on the facts 
in the individual case by considering all 
current service. 

The Social Security Administration 
has held, however, that “substantial 
services” do not include whatever serv- 
ice a self-employed agent might nor- 
mally render in obtaining renewal com- 
missions. Thus, no benefits will be lost 
for any month unless the self-employed 

gent performs other services therein 
im may be deemed substantial. The 
Administration has further indicated 
that the months in which the self- 
employed agent would be considered 
to have rendered substantial services 
generally would be the months in which 
he engaged in the sale of new business. 
The fact that the agent may not con- 
summate a sale in such months is not 
material. 

In turther regard to this matter of 
“substantial services” it is important to 
note that those months in which a 
self-employed individual is on vacation, 
is ill, or perhaps ¢ hooses not to work, 
are not months in which he will have 
rendered substantial services and thus 
no deductions will be made from bene- 
fits. For example: 

\fter applying for Social Security 
benefits, Agent Smith continues to en- 
gage in the sale of life insurance as a 
self-employed agent. During the year 
his net earnings from self-emy sloyment 
including renewal and deferred first 
year commissions, amount to $3,500. 
In January and February 
on vacation in Florida and while there 
does not attempt to write any busi- 
ness. Despite the amount of his net 
earnings from sel lf-employment for his 
taxable year, Smith is entitled t 
cial Security benefits for January and 
February. 

In conelusion, as a word ¢ caution it 
must be observed that while the fore- 
going may serve as guide posts, official 
determination of what constitutes “sub- 
stantial services” by a_ self-employed 
agent can be made only by the Social 
Security authorities and only from an 
exemination of the circumstances in each 
individual situation, 


Smith is 








Chicago Managers Meet 

Richard E. Pille, vice resident in 
charge of agencies, Mutual Benefit Life, 
Newark, addressed the Life Agency 
Managers of Chicago this week. Presi- 
dent of Chicago Managers is Harvey O 
Nelson, general agent, Equitable Life of 
lowa. 
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C. KE. Drimal Aupeinted 
Penn Mutual Gen’! Agt. 


SUCCEEDS RALPH G. ENGELSMAN 





Effective November 1; Agency Head- 
quarters Will Be Continued at 
11 West 42nd St., New York 


Drimal has been appointed 
general agent for Penn Mutual Life re- 
placing Ralph G. Engelsman who has 
retired from active managerial responsi- 
bility but will remain with the agency 
as a personal producer. Mr. Drimal’s 
appointment becomes effectiye Novem- 
ber 1, it was announced by D. Bobb 


Charles E. 


nope ommammampe 4 





HARLES E. DRIMAL 


Slattery, vice president and superin- 
tendent of agencies. Agency headquar- 
ters will be continued at 11 West Forty- 
second Street, New York City. 

\ native of New York City, Mr 
Drimal attended New York University 
night nig while working for the 
Guaranty Trust Co. He entered the U.S 
Air For in 1941 and was discharged 
in 1946 with the rank of first lieutenant 
During the war he flew as a navigator 
in ne arly all parts of the world and was 
pilots who flew over the hump 
from India to China. 














one of t ne 


Joined Engelsman Agency in 1946 








A fte service he returned 
briefly to nking business and then 
launched his | insurance career with 
the ‘Isman Agency in 1946. Dur-ng 
} 


is first vear in the business, he wrot 
$280,000 and in 1950, his total reached 
nearly $850,000. Mr. Drimal served 
as supervisor in the Engelsman Agency 
for the last six months, during which 
] 








time he recruited seven men 
Active in life insurance circles, he 
was a member of the New York State 
; in in 1950. He is an active 
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Congress and also has a idressed meet 
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and many other cities 
Commenting on Mr. Drimal’s appoint 
ment, Mr. I ¥ 
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TWO NEW MEMBERS 
The Old Republic Credit Life of Chi 
go and the Atlantic Life of Richmond, 
Va., have recently joined the Health & 
Accident Underwriters Conference The 
companies brings 
the Conference membership up to 179 
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iisiactadiatiia Martin Sees 


More Federal Intervention 
Chicago, Oct. 8—Wade O. Martin, Jr., 
Louisiana Insurance Commissioner and 
president of National Association of In- 
surance Commissioners told ALC today 
that the cloud on the life insurance hori- 
zon in the U. S. is the likelihood of 
further Government intervention. 


Bartels Legal Section Head 

Chicago—Willard Bartels, vice presi- 
dent and general counsel of the Travel- 
ers, is the new chairman of the Legal 
Section of ALC. A graduate of Cornell 
University with an A.B. degree and of 
Cornell Law School with an LL.B., he 
joined the general counsel’s office of the 
Travelers, the general counsel at the 
time being William BroSmith. 


ALC Convention Meets New 
Officers of Colonial Life 


During the Convention of ALC in Chi- 
cago this week a reception to meet Eric 
G. Johnson and Richard D, Nelson was 
held at Edgewater Beach Hotel. Mr. 
Nelson, for some time a director of the 
company, was recently elected vice presi- 
dent and treasurer. Mr. Johnson who 
some months ago was elected vice presi- 
dent is in charge of general agencies. 


ALC Convention 


(Continued from Page 1) 


National Life, said as chairman of ALC 

Agency Section that one of the most 
important matters having consideration 
of the life insurance companies is the 
proposed revision of Section 213 of the 
New York Insurance Code. That section 
has to do with limitation of expenses. 

“T find that the statute and the pro- 
posals to revise it are confusing,” he 
said, “but I am concerned about it.” 

Of the membership in American Life 
Convention 50 companies are operating 
in New York State, but 184 companies 
of ALC are not in that state. Among 
the companies not operating in New 
York there is little interest in the pro- 
posed revision, The setup as far as all 
companies are concerned is that Section 
213 works in favor of companies not 
operating in New York, especially as it 
relates to agency expense and competi- 
tion for new business, he said. The pat- 
tern of the expense limitation code of 
New York State has had considerable to 
do with growth of new companies not 
operating in New York. 

“Whatever revision takes place it is 
certain to affect all the companies of 
this country,” said Mr. Jenkins, “and I 
hope before the sessions of the Agency 
Section are concluded that there will be 
discussion about this mooted topic.” 

Discussing the present phenomenal 
market in life ins urance Mr. Jenkins 
sounded a Wi irning. “This great market,” 
he said, “was the result of many fac- 
tors, including the productive activities 
created by the war and shortage of many 
consumer produc‘s, and was not the cre- 
ation of ta agency departments of the 
life companies. No one knows how long 
this great competitive market will con- 
tinue. Anything may happen, and when 
it does a new crop of problems will be 
confronting these departments.” 

He urged the agency officers not to 
be complacent, but to be prepared for 
any contingency 


S. F. Withe in Politics 


_ Stanley F. Withe, director of advertis- 
ing, publicity and safety education of 
the Aetna Life Affiliated companies, has 
received the Republican nomination for 
representatives in the town of Burling- 
ton, Conn. Mr. Withe has served this 
town for the past 12 years as chairman 
of the town board of finance. 


American Life 








Convention Meeting In Chicago 





52 Income Tax Will Reach 
$138 Million, Says Guertin 


Life insurance companies of the U. S. 
will pay an aggregate of $138,000,000 in 
Federal income taxes under the current 
tax law on their business of 1952, Al- 
fred N. Guertin, actuary of American 
Life Convention, said at the Chicago 
meeting. He said this is an increase of 
$13,000,000 or about 10% over the amount 
paid by these companies on their 1951 
operations. The total is in addition to 
some $173,000,000 expected to be paid to 
the states on business of the same year 
in premiums and other state taxes, but 
exclusive of Social Security and real 
estate taxes. The total tax bill incurred 
by the companies this year and payable 
next year, excluding real estate taxes, 
is expected to reach the unprecedented 
total of $335,000,000. These taxes, he 
pointed out, are reflected in dividends 
and other benefits to policyholders, and 
hence are direct factors in the cost of 
insurance to the American public. The 
above information was contained in Mr. 
Guertin’s annual report to the member- 
ship of the convention, dealing with mat- 
ters of particular interest to them. 

ALC member companies have in force 


On Executive Committee 

Chicago—The three new members of 
the ALC executive committee are: Jo- 
seph M. Bryan, chairman of Pilot Life 
and vice president of Jefferson Standard 
Life; John G. Parker, president, Imperial 
Life of Toronto, and Burke Baker, presi- 
dent of American General Life, Hous- 
ton, Tex. 





98.3% of all the life insurance business 
transacted in the United States. By 
lines of business these ratios are 99.1% 
for Ordinarv policies, 91.6% for fiilae- 
trial policies and practically 100% for 
Group life insurance. In the accident 
and health field, member companies 
write 35.2% of the individual Accident 
and Health poe 83.3% of the Group Acci- 
dent and Health insurance as measured 
by premiums written. Member compa- 
nies, he said, also write practiéally all 
the individual and Group annuities writ- 
ten by life insurance companies. These 
companies hold 97.05% of all the assets 
of American life insurance companies, 
taking assets of Canadian companies as 
such part of their assets as are em- 
ployed in the United States. They col- 
lect 96.85% of the premium income of all 
United States companies and U. S. 
branches of Canadian companies. 





sonal protection contracts. 


coverages, among which are: 
Non-can. hospital. 


confinement. 


one disability. 


90°, loss of vision. (Exclusive) 


to $7,500. 


H. R. KENDALL, Chairman 








Fitting the Need 


The needs of clients, and their ability to pay premiums, are the 
determining factors in recommending personal protection pro- 
grams. The ability of our agents to offer just what is needed is 
based on the fact that we have an unusually varied line of per- 


Washington National writes all modern forms of life insurance 
and accident and health, and in addition, a number of special 

Non-can. disability paying full benefits regardless of house 

Hospital policy (individual or family) paying 120 days for any 

A. & H. policy paying 10 years for total disability, first year full 
benefits regardless of confinement. 

Special Accident policy paying monthly income, and in addi- 
tion, reimbursement for medical expense up to $1,500. 


Vision Impairment Annuity paying monthly income for life for 


Non-medical apps. considered on adult males to age 35, up 


Full information will be given to qualified persons 
who are at liberty to inquire. 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


EXECUTIVE OFFICES — EVANSTON, ILLINOIS 


G. P. KENDALL, Secretary 


R. J. WETTERLUND, President 








Carter Agency Chairman 

Chicago—New chairman of the Agency 
Section of ALC is Perry T. Carter, vice 
president of the Travelers. Native of 
South Carolina, he joined Travelers in 
1925 as a supervisor in Charlotte, N. C. 
He was sent to Chicago office, becoming 
regional Group supervisor, then was 
transferred to New York and was called 
to the home office where he later was 
made superintendent of agencies of all 
sales, life, accident and Group. He was 
elected a vice president in July, 1949, 


Spendthrift Clause Viewed 
By Duckworth and Grahame 


Life insurance companies might gen- 
erally tnclude a so-called “spendthrift” 
clause as a regular part of its policies 
or settlement options, it was suggested 
by J. Lon Duckworth, general attorney 
of Life Insurance Co. of Georgia before 
the Legal Section of ALC. Such clauses 
are already provided by many companies. 
They prevent attachment of the pro- 
ceeds of a life insurance policy because 
of debt and prevént the anticipation, 
transfer or assignment of these proceeds 
by the beneficiary. 

“Although a spendthrift clause in a 
policy might be ineffective because it is 
questioned in a jurisdiction without an 
exemption statute,” Mr. Duckworth re- 
ported, “it appears to be advisable that 
the clause be provided either in the 
policy or in an option. If the spendthrift 
clause is desirable, it then appears that 
the insurance industry is under obliga- 
tion to make it available in every in- 
stance.” 

Orville F. Grahame, vice president and 
general counsel of Massachusetts Pro- 
tective Assn. and Paul Revere Life, com- 
mented on Mr. Duckworth’s paper. One 
of the points he made was: 

“With reference to Mr. Duckworth’s 
conclusion that we should consider uni- 
form legislation, may I then suggest that 
we seriously consider encouraging the 
type of exemptions that does not require 
any express agreement to that effect. 
In the much litigated case of Roth v. 
Kaptowsky involving an election by the 
insured, two policies were held to be 
exempt from creditors and two policies 
in the same company were held not to 
be exempt, depending on the particular, 
and probably accidental, policy language. 
[his division between commutation and 
assignability on the one hand and 
creditor exemption on the other, is now 
permitted by the Massachusetts and 
Pennsylvania statutes but you have to 
cover each of them by contract With 
the creditor exemption established, we 
can then on the commutation and assign- 
ability side allow more flexibility in the 
handling of proceeds by competent bene- 
ficiaries. 


Must Have Guid Seanteal, 
Says Economist Dr. Spahr 


This country must have a gold stand- 
ard with all substitute currency redeem- 
able in gold, Dr. W. E. Spahr, professor 
of economics, New York University, told 
the ALC meeting in Chicago this week. 
As correctives, Dr. Spahr recommended 
“(1) that all our currency be made re- 
deemable in gold at the present statu- 
tory rate of $35 per fine ounce; (2) that 
proper principles be devised for reduc- 
ing and prohibiting the conversion of 
governmental debt into currency; and 
(3) that the Federal Reserve System 
should be made and kept independent 
of the Executive branch of the govern- 
ment and of the fiscal and debt manage- 
ment policies of Congress and_ the 
United States Treasury.” 
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W. T. Plogsterth to Form 


Sales Consulting Service 


Allen C. Lemont 
W. T. PLOGSTERTH 


W. T. Plogsterth, director of field 
services of Lincoln National Life, has 
announced his plans to form a sales con- 
sulting service to do special work for 
life insurance companies chiefly in the 
fields of sales promotion, advertising 
and agent’s training. He will have his 
business headquarters tn Fort Wayne, 
Indiana. 

Mr. Plogsterth has been associated 
with the Lincoln National for thirty 
years: first as publicity manager, then 
as assistant superintendent of agencies, 
and for some time as director of field 
services. In this capacity he has had 
over-all direction of the company’s sales 
promotion, advertising and agents’ train- 
ing activities. He is well known to the 
LNL field force through the sales semi- 
nars he has conducted in = agencies 
throughout the country. 

For many years he has been very ac- 
tive in national insurance organizations. 
He has served on the executive commit- 
tee of the Life Advertisers Association 
and as co-chairman of its 1949 national 
convention. Mr. Plogsterth has also 
served on the annual meeting program 
committee of the Life Insurance Agency 
Management Association. He was one 
of the group that organized the School 
of Life Insurance Marketing at Purdue 
University, and is former vice president 
of the Fort Wayne Estate Planning 
Council. 

Mr. Plogsterth will leave the Lincoln 
National sometime before the end of 
the year. 


Philip J. Ross, Former 


General Counsel, Dies 
Philip J. Ross, formerly general coun- 
sel and a director of Manhattan Life, 
died September 25 at his home in Scars- 
dale, N. Y., after a long illness. He 
was 77 years of age. He had been a di- 
rector of Manhattan for 38 years until 
1951, and its general counsel for 29 years. 
A native of Vermont, Mr. Ross at- 
tended the Vermont Episcopal Institute 
and received his A.B. degree from the 
University of bag cage in 1895 and LL.B. 
from New York Law School in 1900, He 
Practiced law in New York from then 
until his retirement early in 1951. He 
had served as trustee and counsel of 
Manhattan Savings Bank in New York, 
as alumnus trustee of University of Ver- 
mont, and as president of the New York 
Alumni Association of that college. He 
Was one of the organizers of the Caleb 
Heathcote Trust Co. in Scarsdale, and 
counsel to that companv until its merger 
With the Country Trust Co. in 1936. 








Pacific Mutual Rate Book for non-participating — policies and for 


: premium waiver benefits are included in 
Large enough to be easily readable, the new rate book; and premiums and 
yet still small enough for pocket con-  yalues on the outstandingly popular Es- 
venience, is Pacific Mutual Life’s new tate Provider policy for juveniles. 
life department rate book placed in use Concurrently with introduction of the 
in mid-September. new manual, Actuary Swenson an- 
According to Oscar Swenson, actuary, nounces that the amount of single pre- 
primary purpose of the new manual is mium acceptable by Pacific Mutual is 
to incorporate numerous constructive $100,000, this limit being applicable to 
changes in rates and underwriting rules single premium endowments and annuity 
effected by Pacific Mutual in the two contracts, including policies already in Miss Lembke has been continuously 
years since the previous rate book force. Also effective with the new rate identified with the purchasing depart 
printing—and at the same time improve — book are increased monthly accident and ment since joining Canada Life in 1937 
its usefulness to the field man. sickness indemnity limits of $200 for In 1951 she was appointed purchasing 
Lowered premiums recently announced — risks classes C and D. assistant. 


Irene Lembke Purchasing 
Agent of the Canada Life 


Announcement has been made. by 










Canada Life of the appointment of Irene 






Lembke as purchasing agent. This ap- 





pointment comes as a result of the re- 
cent sudden death of Archibald H. Land, 


purchasing manager 
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The Mutual Life Insurance Company of New York 
Broadway at 55th Street, New York, N. Y. 
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Robert L. Hogg Reviews ‘Tax Situation 


Companies May Face New Responsibility to Protect Policy- 


holders From Destructive Income Taxes; Concern 
Over Social Security Trend 


Chicago — Practically all of the tax 
laws under which the companies are 
now taxed expire in 1953, Robert L. 


Hogg, executive vice president of ALC, 
told the that organization 


meeting 


convention of 
this week. While it is true 
to extend all 


here 


that it is an easy matter 
this may 


Both 


agree as [to 


these tax laws for another year, 
not be the case as to all of them. 


major parties now seem to 


and wish 
Get- 


the present excess profits tax 


at least to do something about it. 
ting at it may naturally develop bigger 


things. The company tax was extended 


business for 


for another year to cover 

1952 so in 1953 the tax status of the 
companies will again have to be con- 
sidered. For several years the com- 


panies have had a program for the cor- 
rection of several tax inequalities of 


equal importance to policyholders and 
companies. For example, the present 1n- 
come taxation of annuities is most un- 
just, Mr. Hogg said. 

' Even the Treasury recognizes the 


validity of a change. Also, equities must 
be adjusted as between a trusteed and 
a non-trusteed plan under Sec. 165 of 
Internal Revenue Code. There is pres- 
sure to get rid of the so-called “premium 
payment test” for determining liability 
of insurance proceeds for estate taxes 

In line with the policy of the business 
to take affirmative action in areas which 
only indirectly affect the business, the 
companies may have a new responsibility 
in the area of personal income taxes. 
“If, however, the present government 
spending pace is not slowed up, said Mr. 
Hogg, “we will face the problem of de- 
fending our policyholders from a de- 
structive personal income tax. A higher 
personal income tax would have the very 
definite effect upon the ability of people 
to provide for their future. Such an eco- 
nomic condition could not be long en- 
dured in this country as it would dry 
up sources of savings out of which all 
productive capital must eventually 
come.” 


Situation As to Social Security 


Social Security Mr. Hogg 
generally been regarded as 


Discussing 
said it has 


implementing private insurance. “At 
least, at its inception we never regarded 
it as a competitor. To the contrary, like 
the 1917 War Risk Insurance Act, we 
felt it stimulated the purchase of insur- 
ance,” said Mr. Hogg. “Now and in the 
last few years, expansions and certain 
proposals for expansions have caused 


Starting out as a pro- 
gram for old age retirement, it has 
ripened into a gigantic program of life 
insurance. We are concerned now about 
its competitive aspects and that is a 
mild statement. But more important 
still, we were startled about a year ago 
about Social Security happenings at the 
international level. The International 
Labor Organization, which meets at 
annual conferences at Geneva, from its 
inception has stimulated Social Security 
throughout the world. Our own pro- 
gram is founded to a certain extent upon 
the ILO philosophy. 

“It was quite significant, therefore, 
when the 1951 conference at Geneva 
went on record as favoring a convention 
or treaty outlining the so-called mini- 
mum standards for Social Security, and 
in measuring compliancé, no country 
could take account of voluntary insur- 
ance unless it was subsidized to the ex- 
tent of at least 25% by government. 
This was certainly a declaration for 
eventual Socialization of our business. 


great concern. 





familiar with the reaction of 
our business. In order to get a full view 
of the situation I visited the recent 1952 
conference when the matter came up for 


You are 


final action. Although the Government 
subsidy provision was eliminated the 
1951 draft was approved substantially 
without change. Even with the subsi- 
dized provision out, our concern per- 
sisted. The mere fact that an interna- 


tional group formalized such philosophy 
by including it in the original draft, is 
discomforting.” 


Challenges to Agency 
Management Seen by Rust 


There are seven challenges to agency 
management which must be met if the 
institution of life insurance is to meet 
the economic and social demands in the 
decade ahead, Hilbert Rust, president of 
the Insurance Research & Review Serv- 
ice, told ALC in Chicago Tuesday. 

In terms of long range agency 
agement planning, he said, the seven 
major challenges fall under these heads: 
(1) Field Agency Head Selection, (2) 
Individual Agent Selection, (3) Compen- 
sation, (4) Training, (5) Public Rela- 
tions, (6) Wise Territorial Expansion 
and (7) The Ability to Meet Competi- 
tion. 


man- 
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Big Business Essential to America 
Says Taber, Farmers & Traders Head 


Amer- following constitutional limits with sound 


world 


The contribution that 
ica-can make to the nations of the 


“suns and butter,’ 


greatest 


industrial and commercial life. 
is not money and not ‘ President of the Farmers’ and Traders 


Louis J. Taber declared before ALC on Life of Syracuse, N. Y., and past master 
Thursday. The under-privileged nations of the National Grange, Mr. Taber de 
of the world will benefit more, he de-  ¢lared that a nation that recognizes hu- 


-lare . >j once of a government : : Teas 
clared, by the influence of a governme man personality as we do in the United 
States can lift 


others by its ideals of 





DAVID A. 


CARR 


AGENCY inc 
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MILITARY BUSINESS 
Not Only Accepted But Welcomed 


e e e Got headaches about what to do with 
that pilot? See us. 


e « e Got headaches about that enlisted man, 
officer or alerted reservist? See us. 


e « « Chances are good that this agency has 
the answer to your military problems. 
Don't fret, worry or frown. See us. 


Consult CARR 


Concerning 
‘Military” Clients 


G e 
Agency Mgr Continental Assurance Company 


1780 Broadway at 57th St. New York -JUdson 6-4660 
DAVID A. CARR, Pres. « 





justice better than with unlimited mili- 


tary and financial assistance. 

organized labor and big 
government are all essential in a coun- 
try like the United States, Mr. Taber 
said, but the bigness of all three pose 
problems in maintaining free enterprise 
and in keeping in balance the great 
forces of capital, management and labor. 

“Big business is necessary for a big 
country,” Mr. Taber said. “It is neces- 
sary for world responsibilitv and world 
leadership. It is necessary for efficiency 
and development, but big business in 
many cases is becoming too big for real 
efficiency and dangerous because of its 
ability to eliminate the small competitor 
and change community life. Organized 
labor is just as essential in this commer- 
cial age as organized agriculture or or- 
ganized business. It has a necessary and 
—— place in modern society, but big 
labor has its greatest danger not in its 
membership but in leadership that some- 
times becomes over-zealous for power. 
Nationwide collective bargaining ignores 
local conditions of climate, labor supply 
and other factors, and can become a 
threat to free enter rprise. 

“Big government is essential in a Re- 
public with world leadership. However, 
it brings the dangers of bureaucracy, the 
deadening hand of stagnation and_ the 
sinister forces of corruption. We must 
face the fact that bv placing enough 
people on the payroll. by having enough 
contracts to give and enough favors to 
grant, and enough taxing machinery to 
crush opposition. a party can maintain 
itself in power. It can change a Repub- 
lic to the equiv: alent of a dictatorship 
simply by the device of building ma- 
chinerv so vast and granting enough fa- 
vors to special groups. that a change in 
nower becomes difficult. The answer to 


Big business, 


hig Government is bigger men. and 
greater resnonsibilities at everv level— 
state. municival. school district, com- 


munity and the home. 

“All agree thus far, I hope, in the ab- 
solute necessity of free enterprise as the 
defender and foundation of the American 


MICHAEL A. WILTON, V.-Pres ‘ay of life. Ability, inventive genius, 


way 
(Continued on Page 15) 


Chicago, Ill 
























October 10, 1952 























it to do 
all over 


again... 


By JL. wv. 
Equitable Representative 


Jim and Mollie Williams invited me to their 
mortgage-burning party last week. Made me 
feel good to know I‘d helped them find the 
key to happiness years before they thought 





they would. 








| GUESS EVERYBODY pushing 50 sits and wonders 
what his life might have been like if he’d gone into 
some other kind of work. As for me, I’d still want 
to be an insurance man. 

Enough money for your own family is one 
measure of success. But helping other people along 
the road of life is equally satisfying. I’ve been 
successful both ways. I’ve managed to make a good 
living for my family, but I’m just as happy over 
giving other families greater security and more 
peace of mind. 

Take Jim and Mollie Williams. Years ago I 
showed them how they could finance a home of 
their own through the Equitable Society’s Assured 
Home Ownership Plan — how it protected them 


LISTEN TO “THIS IS YOUR FBI”... official crime-prevention 
broadcasts from the files of the Federal Bureau of Investiga- 
tion...another public-service contribution to his community 
by The Equitable Society Representative. 

EVERY FRIDAY NIGHT + ABC NETWORK 


One of a series of advertisements illustrating how a representative 
of The Equitable Life Assurance Society serves his community by 


selling life insurance. 


; ( ' a 










against the two greatest threats to home owner- 
ship —death and hard times. I’ve written a lot of 
those Home Ownership plans, and I’m proud that 
not one policy holder of mine has ever had a fore- 
closure on his or her home. 

All in all, selling insurance is a mighty satis- 
fying way of life. It’s a job that protects all kinds 
of people from a lot of hard knocks. Gives kids good 
educations. Keeps families together. Helps old 
folks be independent and self-respecting. 

If I had it to do all over again, I’d want to be an 
Equitable man. I’m proud of the respect that’s 
come to me as a member of an honorable profession 
and as a representative of an institution as fine as 
The Equitable Society. 


THE EQUITABLE 


LIFE ASSURANCE 


SOCIETY 


OF THE UNITED: STATES 


THOMAS |. PARKINSON, President 
393 Seventh Avenue, New York I, N. Y. 
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Growing Importance 
Of Loan Servicing 


TOLD BY DOUGLAS MEREDITH 


Executive Vice Pesablent of National 
Life of Vermont Addresses Mortgage 
Bankers Association 
Meredith, vice 


L. Douglas executive 





president, National Life of Vermont, 
spoke before the Mortgage Bankers As- 
sociation of America at its recent con- 
vention in Chicago, saying that the dif- 
ference between a good and bad loan 
largely depends on servicing. “If I were 
obliged to choose,” he said, “I should 
much prefer to have a mediocre loan 
with strong servicing than a strong loan 
with weak servicing.” 

The servicing and accounting depart- 
ment is of particular significance to an 
investment officer because of the ex- 
pense involved. “For example, last year 
we paid $859,606 in servicing fees, to say 
nothing of home office expenses,” he said. 
“Tust think what the board of directors 
could have done with even half of this 


amount as an increase in dividends to 
the policyhol lers, and as encouragement 
to the field force. If, for prac- 
tical purposes, we talk about a one-half 
of 1% servicing fee to the correspondent 
and a one-fourth of 1% home office 
then three-fourths of 1% of our invest- 
ment income from mortgages is con- 
sumed by servicing expenses. This repre- 


agency 


cost, 


sents a substantial sum of money and a 
significant proportion of the gross in- 
terest we receive.” 


Cutting Servicing Costs 





“What can we expect in servicing costs 
in the future? This is one of the great 
frontiers in the mortgage business. Ma- 
chine records have accomplished a_ lot, 
but they promise to accomplish much 
more. This is neither the time nor the 
place for me to go into any detailed dis- 
cussion of the mechanics of servicing, 


but I cite a few possibilities. One is the 


custody of insurance policies by loan cor 


respondents with an error and omissions 
policy for the sina which can pro- 
vide substantial savings; secondly, the 
trend in the insurance field to cover all 
hazards under one policy will greatly 
simplify the handling of insurance poli- 
cies; third, may | make so bold as to 
predict that one of our mathematically 
inclined friends some day will come up 
with a method of handling monthly pay- 
ments which will completely eliminate 
the ‘cents’ from the transaction. I recog- 
nize some of the complications which 
would arise under re procedure, but 
think of the thousands, if not millions of 
punches given to a: machines, type- 
writers and other business machines each 
vear to record the cents, when over a 
period of years embraced in the life of 
the loan, it is ditheult for me to believe 
that they would) not’ average out. 
Fourthly, the elimination of receipts, un- 
less requested, seemed like an exceed 
ingly radical venture when first under 
taken, but think of the savings it has 
effected. Fifthly, every step which re- 
duces duplication of records and work, 
within the bounds of safety, in the offices 
of the correspondent and investor serves 
to reduce costs.” 

The National Life of Vermont has in 
its investment portfolio more than $300, 
000,000 of mortgage loans and 40,000,000 
individual loans in 47 states 

“Mortgage banking in the past 15 
years not only has increased in impor- 
tance to the economy, but its nature has 
changed somewhat,” he said. “Approxi 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
Chicago, III. 

32 Court Street Brooklyn 2, N. Y. 

TRiangle 5-7362 








of all mortgage loans today 


mately 70% 
are residential loans, and thus become 
an important form of consumer financ- 
Federal Reserve Board figures put 


ing. 

the aggregate debt on one to four- 
family houses on June 30 at $57 billion, 
nearly three times the $20 billion out- 


standing at the close of the boom of the 


*Twenties. 
“Introduction of 


the monthly payment 


loan a generation ago has served to 
place home buying on practically the 
same basis as the purchase of refrig- 
erators, automobiles, television sets, and 
other articles which have been made 
possible for consumers largely because 
of the extension of installment buying 
in this country,” he said. “The loss 
record of the finance companies in the 


financing of consumers’ goods has been 
phenomenal because these companies 
have adopted methods dictated by the 
nature of their business. The financing 
of a home on a monthly payment basis, 
falling within the scope of installment 
financing, necessitates that we must 
adopt in oufbusiness, methods very simi- 
lar to those of the finance companies. 

This means a _ detailed following of 
every item and every installment, some- 
times almost with mechanical exactitude, 
but never failing to have at hand a gen- 
erous supplv of the milk of human kind- 


National Life Host at 
Maple Breakfast for MBA 


National Life of Vermont was _ host 
for its eighth annual maple breakfast 
held in conjunction with the annual 


meeting of the Mortgage Bankers Asso- 


ciation of America in Chicago last week. 

Special guests among the more than 
200 persons at the breakfast were some 
the 
and three Federal Housing officials from 
Foley, 


Home 


of the leading bankers in country 


Washington—Raymond M. ad- 
ministrator of the 
Agency; 


Housing and 
Walter L. 
the 
and 


Finance Greene, 


Federal Housing 


Thomas B. 


commissioner of 


Administration : King, 


director of Loan Guaranty Service of 


the Veterans Administration. 

L. D. Meredith, executive vice presi- 
dent and chairman, committee on fi- 
nance, of National Life, welcomed the 
gathering. Mr. Meredith also was one 
of the main speakers at the Mortgage 


Bankers convention. Mr. Meredith was 
appointed to the ways and means com- 
mittee of the MBA and another National 
Life executive, Supervisor of Real Es- 


tate Investments Addison C. Pond, was 








writing as is the rate book. 
Granted an Award of Excel- 
lence by the Life Advertisers 
the Company's 
Basic Training Course informs and 
instructs the newly inducted asso- 
ciate, leading him into immediate 


Association, 


and profitable production. 


forms a solid foundation 


for future coordinated 
study and devel- 
opment. 





EQUITABL 







ness and the depth of human under- named to the Federal Housing Adminis- 
standing.” tration committee of the association. 
. ® 
is as much a part of each 
field associate's introduc- - 
tion to career life under- in 
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INSURANCE COMPANY OF IOWA 
re Founded in 1867 in Des Moines 





E. P. Walsh Joins CLU Staff 





WALSH 


EUGENE P. 


The American Society of Chartered 
Life 
pointment of 
staff. 


the ap- 
Walsh to its 


formerly 


Underwriters announces 
Eugene P. 


He 


house of 


permanent was with 


the publishing Prentice-Hall, 
Inc., and the advertising firm of Edward 
B. Wilson, New York City. 

Mr. Walsh has written extensively on 
estate planning, 
and taxes for technical and popular pub- 
lications. His initial function with the 
Society will be the editing of “Query,” 
the Society’s monthly publication for 
CLU. He is a member of the bar and 
a lecturer in law at the Fordham Univer- 


During World War 


Ine., in 


decedents’ estate law 


sitv Evening School. 
I] he was legal assistance and personal 
affairs officer for the Seattle Port of 


Embarkation. 


R. W. Ellsworth to Florida 
For Security Mutual Life 


Security Mutual Life, Binghamton, 
New York, has announced the appoint- 
ment of Richard W. Ellsworth as as- 
sistant to the general agent in the 
J. Harold Kay Agency, Miami Beach, 
Florida, effective November 1. 

Mr. Ellsworth, who joined Security 
Mutual in September, 1935, is well known 
to the company’s field force as former 
head of the home office policy loan 
department and for the past several 
years as agency assistant in the home 
office agency department. 

During World War II, 
served three years 
Air Force, including a 
as a B-17 pilot with the 8th 
He is a member of the Life 
writers Association, the Junior 
ber of Commerce of Binghamton, N. Y., 
American Legion Post #80, and_ the 
\ir Force Association. He is an active 
member of the West Presbyterian 
Church of Binghamton. 


Mr. Ellsworth 
with the Army 
tour of combat 
Air Force. 
Under- 
Cham- 


for 


SCRANTON ASS’N MEETS 

\ general membership meeting of the 
Scranton Association of Life Under- 
writers was held recently in the Cham- 
ber of Commerce Building, Scranton, 
Pa. Frank W. Hanley presided. A ses- 
sion of officers, directors and new com- 
mittee chairmen was also held. 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 















































































THE CIDER MILL 


Everything looked the same and yet everything might have been so different... 


OMETIMES, on crisp fall days, you can 
S notice the sweet, rich smell of russet 
apples a good hundred yards before you 
come to Bailey’s Cider Mill down on the 
Old County Road. It drifts out of the 
presses and hangs low over the ground and 
reminds you of Halloween and Thanks- 
giving and all of the good things of autumn 
rolled into one. 


It reminded Harry Mason, driving back 
from a business trip to a neighboring town, 
of all those things and something more— 
that it would be a wonderful idea to take 
home some apples and a jug of Bailey’s 
famous cider. 


A few moments later he eased his car 
off the road and pulled to a stop at the 
side of the mill. It was the first time he 
had been there for some years, and after 
he got out of his car he stood and looked 
around him for a moment, refreshing his 
memory and trying to see if there were 
any signs of change. 


Everything looked the same. The mill 





was as he had always remembered it. The 
apple orchards looked full and orderly as 
they always had. And the old Bailey 
homestead still sat on top of the knoll, 
tranquil among the giant elms that sur- 
rounded it. 


Harry Mason nodded thoughtfully. The 
whole place had an air of peace and per- 
manence—and that was good. It was good 
because that was what Tom Bailey had 
worked for and planned for right up to the 
time of his death. Peace and permanence. 
Security for his wife Nora and for his 
son Roger. 





Tom Bailey had had a taste of insecurity 
in his own younger days, Harry remem- 
bered. His father had left the orchards and 
the mill to him so burdened with debts 
and mortgages and taxes that for several 
years it was touch and go whether Tom 
could keep the place at all. It took a lot of 
work— with a little luck thrown in—for 
him to get “out from under” and put the 
orchards on a paying basis. 





Harry glanced up again at the old house 
on the hill, recalling how he and Tom 
Bailey had sat there evenings making 
plans so the Baileys’ security would not be 
jeopardized again. Enough life insurance 
to pay for help to keep the place running 
without digging into Nora’s income from 
it. A separate New York Life policy for 
Roger’s schooling. Some extra life insur- 
ance to take care of estate taxes and other 
obligations that might otherwise cause 
some of the land to be sold. ... 


Yes, Harry thought, the old mill had 
an air of peace and permanence—and that 
was good. It was the thing Tom Bailey 
had sought for his family ... and the thing 
Harry, as a New York Life agent, had 
helped others build for theirs. Harry 
smiled a little to himself as he turned and 
walked around to the broad doorway at 
the front of the mill. 


NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, New York 10, N. Y. 


Naturally, names used in this story are fictitious, 
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May Be Too Much Sales 
Material, Say Adv. Men 


NEED EFFECTIVE UTILIZATION 


Panel at Montreal Misting Agree That 
Sales Tools Should Originate in 
Agency Departments 


Sint ince Advertisers As- 
Montreal last week 
tools in the 


At the Life 
sociation meeting in 
a panel on use of selling 
field reached the conclusion that perhaps 
sales material should be developed 


less 


and more attention be given to effective 
Moderator was 


Mutual 


utilization of these tools. 

a. As: 

Benefit. 
At the start it was indicated that there 


Kenagy, vice president, 


might be a discussion of direct mail as 


some persons in the business think that 


too much direct mail material is being 


sent to the field by the companies. How- 


ever, as the discussion continued no di 
rect reference to direct mail itself was 
mentioned Instead, various speakers 


gave experience of their companies as to 
how “tools” were adopted by the com 
panies and manner in which the tools 
were presented to the field. Some 
panies first consult with field managers 
or general agents, and often they have 


com 


been convinced of the effectiveness of 
the tool. Meetings with the field repre- 
sentatives in agencies are held and 


agents are told about the tools and 


best manner of using them. General 
opinion was that the ability to grasp 
selling situations from the viewpoint of 


the agent is of paramount importance in 
the development and effective use of 
sales tools in the field. 


Those in the Panel 


The panel members agreed that ideas 
for sales tools should originate with the 
agency departments on the 
needs determined by close contacts with 
the field; that a tool should be 
carefully tested and proved before being 


basis of 


sales 


adopted on a company-wide basis; that 
agents should be taught to use them 
skillfully. 


Among those in the panel were R. B 
Taylor, Jefferson Standard Life; W. 
Hand, Confederation Life; E. P. Bal 
kema, Northwestern National, and 
Richard Rhodebeck, former president, 
United States Life. 


D. L. Crouse Advanced 


Donald L. Crouse has been promoted 
to the position of district Group super- 
visor for the New York Life in New 
Orleans, it was announced by Wendell 
Milliman, vice president in charge of 
Group insurance for the company. 

Mr. Crouse joined New York Life in 
January, 1952, and before his promotion 
was a representative of the company’s 
home office in charge of the New Or- 
leans district Group office. A native of 
Indiana, Mr. Crouse has spent his en- 
tire business career in the life insurance 
field. 


Joseph C. Hatfield Dead 


Joseph C. Hatfield, vice president ot 
Union Central Life for the last 15 years, 
died in Cincinnati on Monday at the age 


of 75. 

Born in suburban Milford, he was 
graduated from Lebanon (Ohio) Nor- 
mal College and taught in the Clermont 
County (Ohio) schools for four years 
before joining the insurance company 


in 1904. Mr. Hatfield 
nel director and later auditor before 
becoming vice president in 1937. He 
had been a member of his firm’s invest- 
ment committee for the last 15 years. 
Mr. Hatfield was a widely known Mason. 

He is survived by his widow, Mrs. 
Edna T. Gaskins Hatfield; two daugh- 
ters, Mrs. Lucille Spitzer and Mrs. Mary 
Jane Folz, all of Cincinnati; a brother, 
George B. Hatfield of Batavia, Ohio, and 
four grandchildren. 


served as person- 





Constant Pursuit of 
New Creative Ideas 


IMPERATIVE, SAYS AD CHIEF 





President Harper, McCann - Erickson, 
Gives Advice to Writers and Artists; 
His Montreal Talk 





Creative ideas from writers and artists 


in the advertising field, with new con- 
ceptions, furnish the life blood of that 
business, said Marion Harper, Jr., presi- 


ann - Erickson, Inc., in his 

Life Advertisers 
Montreal last week. And 
brimming, 


dent, McC 
talk before 
\ssociation in 


Insurance 


“should be 
ideas,” and not 
with 


creators 
with 


these 
boiling new 
specialize “in trying to keep up 
McCann - Erickson is adver- 


John Hancock Mutual 


over 


yesterday.” 
tising agent for 
Life. 

In calling 
challenge of today Mr. 


creative thinking a major 
Harper said that 
ideas must be useful and effective and he 
suggested 10 adjectives for the creative 


thinkers to bear in mind as they con- 
centrated on their targets. They are that 
the ideas must be true, believable, hon- 


desirable, meaningful, 
responsible and 


est, demonstrable, 
flexible, communicable, 
durable. 

“The challenge is that ideas control 
people’s lives; they are what make peo- 
ple tick. They are what we live by, fight 
for, and, if we must, die for. Ideas 
make the human world go. Selling is 
not the only thing you have to do with 


ideas. As human beings you buy ideas, 
too. I believe that the necessity for 
ideas to compete before they can suc- 
ceed is the greatest of all assurances 
that in the end only humanly useful 
ideas, and therefore, progress, will re- 
sult.” 
Basic Challenges 
During his talk Mr. Harper said the 


seven basic challenges to creative think- 
ing which must be recognized are these: 

(1) The human mind is the instrument 
of creative thinking and every human 
being has this instrument; (2) ideas are 
the product of the mind and control the 


life = man; (3) this mental control is 
inevitable with every person; (4) ideas 
are he in promises, carrying obligations 
which promises entail; (5) ideas vary 


greatly in usefulness and value; (6) 
ideas are produced by a known and defi- 
nite process; (7) having ideas is a per- 
sonal business—an individual way of go- 
ing at things, a habit anyone can get 
and cultivate. 


Home Office Supervisor 


Baltimore Life has announced the ap- 
pointment of James W. Bloomfield as 
home office supervisor. 

Mr. Bloomfield joined the company as 
an agent in Allentown, Pa., in April, 
1949. During early 1950, he was made a 
staff superintendent in Baltimore where 
he has served until his new appoint- 
ment. 


Comp. Board Retains Dawson 

The New York State Workmen’s Com- 
pensation Board has retained Marshall 
Dawson of Washington, D. C., interna- 
tionally recognized authority on work- 
men’s compensation, to study the state 
workmen’s compensation law. In_ his 
study of law and procedures, Mr. Daw- 
son will develop a program looking to- 
ward recodification of the New York 
compensation law, 


MADE ASSISTANT MANAGER 

Kenneth H. Dunnigan, for the past 
vear special representative for Occidental 
Life of California in Portland, Ore., has 
heen appointed assistant manager of the 
firm’s Portland branch. A native of Cali- 
fornia and a veteran of five years with 
the Navy during World War II, Mr. 
Dunnigan attended Compton Junior Col 
lege, Compton, Calif. 
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New Officers of Life Advertisers Association 


{ee 





Left to right—Henry Morrow, Life Insurance Co. of Georgia, editor; John L. Briggs, 
Southland Life, treasurer; David W. Tibbott, New England Mutual Life, president; 


Jack R. Morris, Business Men’s Assurance, vice president; 


A. H. Thiemann, New 


York Life, secretary. 


Pictured above are the new officers of the Life Insurance Advertisers 
tion elected last week at the annual meeting held in Montreal. Mr. 


Associa- 
Tibbott succeeds 


A. L. Cawthorn-Page, Metropolitan Life, as president of the association. Proceed- 
ings of the meeting were reported on in last week’s issue of The Eastern Under- 
writer. 

G. Campbell, Jr., agency assistant; and 


Connecticut Mutual Group 


In Management Training 
Mutual 


training seminar at 
29 - October 


recruiting, selecting 


Connecticut Life held an 
agency Management 


the home office September 
3. New methods in 
and training new men were introduced. 
Business management and agency devel- 
opment were also discussed. 

Raymond W. Simpkin, agency vice 
president of the company, was in tharge 
of the seminar. Others on the program 
included Vincent B. Coffin, senior vice 
president; Horace Rk. Smith, superin- 
tendent of agencies; Robert B. Proctor 
and Clifford R. Walker, assistant super- 
intendents of agencies; James L. Rus- 
sell, assistant agency secretary; Melvin 








STRENGTH IN NUMBERS 


The Boston Mutual insures 
over 431,000 Policyholders 
through 35 Branch Offices in 
key New England cities. 


JAY R. BENTON, President 








Ralph H. Love, general agent for the 


company at Hartford. 
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Retires as State Mutual 
Gen’! Agent in Springfield 


H. Drew Lapp, general agent in 
Springfield, Ill., for State Mutual Life 
since 1941, retired from that position 
on the company’s pension plan. All 
agency business has been transferred 
to the Nothhelfer and Leck agency in 
Chicago and Mr. Lapp will be asso- 


ciated with this agency as a personal 
producer. 

A veteran of 40 years in the life in- 
surance business, Mr. Lapp joined 
State Mutual in 1912 as a full time 
representative in Quincy and later be- 
came associate general agent in Chi- 
cago. In 1941 he was appointed general 
agent in Springfield where he remained 
until his retirement. 


R. T. Hintze’s New Post 

Roger T. Hintze, formerly assistant 
manager of the claim department, has 
been appointed manager of the newly- 
created income settlement department of 
Massachusetts Mutual Life. This new 
department will handle payments to 
Massachusetts Mutual policyholders and 
beneficiaries under income settlements of 
matured life and endowment policies and 


under retirement income and annuity 
contracts. 
Last vear the division of the claim 


department which will constitute the new 
income settlement department issued 
383,000 checks for over $30,000,000 -to 
company policyholders and their bene- 
ficiaries. Mr. Hintze has seen this op- 
eration grow in the 23 years he has been 
with the company from only about 8,000 
income paying accounts to a current to- 


tal of 58,000. 

\ native of Lowell, Mass., Mr. Hintze 
attended elementary school in’ Provi- 
dence, R. Li, and later studied Calais 
Academy in Maine and Bates College 


before entering the University of Massa- 
chusetts. At the latter institution he ma- 
jored in economics, was a member of 
Kappa Sigma fraternity, and received his 
bachelor of science degree in 1929. 

He joined the Massachusetts Mutual 
upon graduation from college and was 
issigned to the claim department. From 
1935 to 1947 he supervised the disburse- 
ment of installment claims, and in 1947 
Was appointed assistant manager of the 
department. He was one of the organi- 
zers of the company’s employe sugges- 
tion system, and he served as a member 
ot the general committee during the 
firm’s centennial celebration in 1951. He 
as also been an instructor in the Life 
Office Management Association study 
course for the past several years, 


V. W Holleman 25 Years 
With Home Life of N. Y. 


Vernon W. Holleman, Washington, 
D. C., agency manager for Home Life 
of New York, was honored recently on 


his 25th anniversary with the company. 
A special ceremony was held in the 
home office in New York, during which 
officers of the company paid tribute to 
Mr. Holleman. Later that day, in Wash- 
ington, his associates gave a dinner for 


him. 

Mr. Holleman began his Home Life 
career as supervisor of agents in Jack- 
son, Miss. He immediately became a 


strong personal producer—his first eight 
days’ activity resulting in 19 applications 
tor over $120,000 of new business. In 
1933, Mr. Holleman was named an 
agency field assistant and, one year la- 
ter, was appointed manager in Wash- 
ington. Since 1936, the Washington 
agency has ranked in the company’s top 
ten in business produced every year but 
one, 

Mr. Holleman was president of the 
Home Life Agency Association in 1941- 
+4 and presently is serving his second 
term on the company’s advisory council 
of managers. He has also held promi- 
nent positions in many life association 
activities, having served as president and 
held other positions in the Washington 
General Agents and Managers Associa- 
tion, 


Great-West Sets Record 
For Third Quarter of 1952 


Great-West Life has set new records 
for the third quarter of 1952. Totals for 
the first nine months of the year ex- 


ceed any comparable figures in the 
history of the company, and are greater 
than any full year’s production prior to 
1950. September also marked the eighth 
consecutive month in which placed busi- 
ness has exceeded the best previous cor- 
responding month. 
3oth Canadian and American agency 
totals during the month were substan- 
tially higher than in 1951. Eleven branches 
had their best September on record and 
Spokane their month in 
histery. ; 3 

Placed business for September, 1952 
was $22,034,353 corresponding with $20,- 
120,602 for 1951. Applied business totalled 
$26,780,511 for 1952 as compared with 
$22,844,477 for 1951, an increase of $3,- 
936,034: 

Thé “Chicago agency led the entire 
company for the tenth consecutive month 
and registered their 99th consecutive 
month of more than a million placed 
business. Winnipeg branch led the 
Canadian agencies. 


recorded best 


E. J. Moorhead Goes With 
New England Mutual Life 


E. J. Moorhead, who recently resigned 
as executive vice president of United 
States Life, has joined New England 


Mutual Life as associate actuary. 


New York City Supervisors 
To Meet on October 14 
Gerald C. 
manager of legal and regulatory services 


Lukeman, national sales 
for Prentice Hall will address the next 


Asso- 


October 


meeting of the Life Supervisors 
New York City on 
14, at Millers Restaurant, Fulton Street, 
York. His topic “Profit, 
Sharing and Split Dollar Insurance.” 

Hall in 1937, 


Mr. Lukeman was employed by Moody’s 


ciation of 


New will be 


Before joining Prentice 


Investors Service and Standard Statistics 


Corp. (now Standard-Poors). For many 
vears Mr. Lukeman has been a student 
profit sharing, labor, and 
1937 has lectured 


country on these and related subjects. 


of pensions, 


since throughout the 











No life insurance program is really complete unless it has the 
provision for disability income . . . and “Berkshire Disability 
Income Benefit with Life Insurance” has everything it takes 
to make it an attractive, easy-to-sell answer to that problem. 
If you can get this preferred risk coverage for your clients, 


they should not be without it! 


oo PAYS $10.4 MONTH IN- 

COME per $1000 sum in- 
sured, at 

end of the sixth month of 
“Total 


(if 
Disability begins Kafer 
Age 55 and continues for at 
least six months.) = 





@ MONTHLY INCOME 
PAYABLE TO AGE 65 during 
such Total Disability, or un- 
til the maturity or expiry 
of the policy, if earlier. 


omen, @ Basic POLICY AUTO- 
oe .. MATICALLY MATURES. On 
certain plans, if the policy 
is in force and the insured 
(originally disabled before 
Age 55) is still disabled at 
Age 65, the policy will then 
be automatically matured 
as an endowment for the 
Sum Insured. 






















Berkshire’s “~ 
Disability Income 
Benefit with Life 

Insurance 


@ $250 PER MONTH MAXI- 
MUM DISABILITY INCOME 
AVAILABLE. Minimum Basic 
Policy — $2000 or $20 
Monthly Income. 


















NALU Is Not Dominated by 


Companies, Says Fluegelman 

In the course of a talk he was making 
Milwaukee Life Underwriters 
, David 
National 


Underwriters, 


before the 

Association in that city this week 
B. Fluegelman, president of 
Association of Life made 
this observation: 

“Last week’s trade gave pub- 
licity to certain statements implying 
domination of NALU by the life insur- 
ance companies. It is especially appro- 
priate to observe, while | am in Mil 
waukee in the presence of the company 
I represent, the Northwestern Mutual, 
that I have been or am | 


press 


never now, 
dominated by my company. I maintain 
complete freedom of thought and action 


and attempt to serve the best interests 
of NALU without consultation or ad- 
vice from my company. From many 
years of membership in and service to 
the NALU I can state forthrightly that 
our association is beholden to no one, 
dominated by no individual or group and 
makes all of its decisions solely in ac- 
cordance with the best judgment of its 
officers and trustees. 


_“Any statement to the contrary de 
liberately ignores or distorts the facts. 
lf the actions of NALU and those of 


the companies are sometimes parallel, it 
is merely because inevitably in 
for the public interest we must 
times choose to take a position 
to others in the 
surance.” 


acting 
some- 
similar 
institution of life in- 


O’Donnell Buffalo President 


Allen O'Donnell was installed as presi- 
dent of the Buffalo Life Managers As- 
sociation at a luncheon of the life insur- 
ance executives’ organization in Hotel 
Lafayette. Mr. O'Donnell is general 
agent in Buffalo for the Equitable Life 


of Iowa. William L. Wadsworth is the 
retiring president. William J. Nenner, 
Penn Mutual Life, Cleveland, spoke at 


the luncheon. 


Big Business Essential 


(Continued from Page 10) 
managerial capacity, financial resources, 
vision, imagination must have their re- 
ward and must have full play if this 
land of ours reaches its true destiny and 
remains the country of liberty and op- 
portunity for all. Free enterprise, how- 
ever, like the Republic itself faces grave 
dangers, and like our nation, the real 
dangers are more from within than with- 
out. Corrosion of high ideal, decay of 
moral fibre, reliance and support from 
the Government, the desire to reap where 
we have not sown, speculation, infla- 
tion and the love of wealth undermine 
free institutions. Men and women will 
be moved forward by devotion to a com- 
mon cause more than they will by the 
whip-lash of a dictator’s will.” 

No business institution in America, 
Mr. Taber declared, has given greater 
service in defending the nation’s way 
of life than has life insurance. Con- 
tinued inflation, heavy tax burdens, with 
increasing state and local taxation, plus 
the rising price spiral have made it diffi- 
cult for many people to follow the good 
old American custom of thrift, economy 
and savings, he declared; the opportunity 
for building an estate in the form of 
life insurance is a blessing and a great 
constructive force to millions of people. 

“The protective side of life insurance 
increases with the years,” Mr. Taber 
said. “We find business, pension, group 
and partnership insurance taking a new 
and larger place. Our great calling is 
the ‘pure insurance feature’ of protect- 
ing loved ones and providing for retire- 
ment or advancing years. When there 
is such a strain on the family pocket- 
book, the moderate costs of estate and 
protection building, through our institu- 
tion, have been a power in checking in- 
flation, speculation and_ the 
living. We have been a factor in promot- 
ing economic stability.” 


costs ot 
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the Institute of Life 












Axe Life Insurance companies 
subject to public 


supervision ?” 


Mosby authorities set up under the 






laws of each of the 48 states 


T t t the require Both the yearly reports submitted b 
s companies and the reports of examination 
T ‘ by the supervisory authorities are mat 
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: Insurance continues its 
* 

/| campaign 

: 


New campaign to answer the most 
frequently asked questions from the 
standpoint of individual policyholders 


and the business... 


“How much Life Insurance should a 
man own?” 


“How are premiums figured?” 


“Why are policies so long?” 


These are but a few of the questions that 
people really want to know more about. 
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Through research and by questioning 
people in all parts of the country, in all walks lnstitur. 
of life, and in every age group, the Institute : ife Ing), ond 
of Life Insurance has undertaken to find out SO Reed of time Caan *ance 
what these questions are! > 
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During the past year, question-and-answer 
advertisements have proved an effective way 
to bring the messages about life insurance to 
the public at large. 


The Institute has explained how life insur- 
ance operates. It has highlighted certain so- 
cial contributions. It has helped in the fight 
against inflation. 





Starting the week of October 13, 
these messages will appear in 475 newspapers 
and in six major farm publications across the 








For 1952-’53, the Institute of Life Insur- 
ance will continue to explain these broader 
aspects of life insurance. In addition, the 
campaign will be extended by including more 
questions that are of prime interest to the 
policyholders themselves. 


INSTITUTE OF LIFE INSURANCE 


Central Source of Information about Life Insurance 
488 MADISON AVENUE, NEW YORK 22, N. Y. 


country. All told, these new messages about 

your business will be presented to an audience 
of about 50 million—the policyholders and the 
public upon whose good will the success of the 
life insurance business and of the life insurance 


agent depends. 




























































































Ek. REGINALD MURRAY 


National Life of Ver- 


Reginald 


Two officers of 
mont, Agency Secretary E. 
Murray and Assistant Secretary Newton 
R. Douglas, have accepted positions in 
two of the company’s general agencies. 
On October 1, Mr. Murray became asso- 
ciate general agent in the Harold T. 
Dillon agency in Atlanta, Ga., and in 
the latter part of this month, Mr. Doug- 
assistant general agent 
of the company’s Tri-State 
Memphis, Tenn. Mr. 


administering agency 


las will become 
agency in 
Murray will have 
a major part in 
policy and will assist Mr. Dillon in ex 
panding the agency’s operations in Flor- 
ida. Mr. Douglas will become associated 
with General Agent Clyde Rk. Welman, 
CLU, and will 
estate analyses. 


joined the Mutual Life 


specialize in pension 
trusis and 


Mr. Murray 


\ssurance of Canada in 1937 and was 
employed in that company’s home office 
in Waterloo, Ontario, and at various 
branch ces until 1940 when he joined 


National Lite. He was elected agency 
secretary in January, 1949 


For the past three vears Mr. Murray 
has been a yey of the agency costs 
committee of the Life Insurance Agency 
Management ae, and he has 


also served during the last few years 
on a subcommittee which is concerned 
with first-year and renewal costs. 

Mr Donglas joined National Life in 
November, 1946, and he was elected as- 
sistant secretary in January, 1950. An 
expert in pension trust cases, he gained 
his first experience in this field while 
vith the New England Mutual Life in 
Boston where he was employed for ten 
years. A veteran of World War II with 
vverseas duties, Mr. Douglas returned to 
Federal service in the fall of 1950 with 
Vermont’s National Guardsmen with the 


N. Y. Life Names Pass and 
Cook to Head Group Offices 


New York Life has app« inted 3ruce 
\. Pass head of the comany’s new 
Group office in Portland, Ore. He was 
formerly Group representative in the 
San Fr incisco Group office. He _ will 
handle sales and service in that area 
under supervision of the Seattle ~pa9 

mace direct ion of James R. Ashe. He is 








ite of University of California 
»~w York Life has also appointed 
Cook head of the new Group 
Memphis operating under the 
supervision of Thomas Repp, district 
(;sroup supervisor tn St. Louis. He for- 
merly was home office representative at 
Chicago Group office. Native of Towa, 
he is a graduate of Knox College. 











rank of 


the service 


NEWTON R. 


captain. 
one 


He was separated trom 
year 





DOUGL 


later. 


Security Expands Its 
J.H. Kay Agcy., Newark 


SCHOFEL, FLASTER JOIN FIRM 


Two Outstanding Producers Become 
Members of Rapidly Expanding New 
Jersey Organization 


Security Mutual Life of Binghamton, 
N. Y., has announced that Joseph M. 
Schofel, CLU, and Irwin M. 
MDRT, have been made members of the 
company’s recently incorporated J. Har- 
old Kay Newark, N. J. Expan- 


sion of the agency was necessitated by 





Flaster, 


Agency, 


the enlarged program in Newark and 
by Mr. Kay’s Miami Beach, Kla., agency 
activities. 

Mr. Schofel formerly served as assis- 
tant to the general agent in the Kay 
Agency, Newark, and has been an out- 
standing insurance producer since join- 
ing the agency in 1945. He received the 
CLU designation this year. He was the 
first agent of the company to win an 
honor award as the recruit who paid for 
the largest amount of business in his 
first year. 

Educated at Rutgers University, Mr. 
Schofel served as navigator and naviga- 














“You never know when your wife might be left in a tight spot!” 


Bankerslifemen 


They 


Whenever and wherever appropriate opportunity arises, 


Bankers/ifemen stress protection ... 


Never Forget 


Are Selling Protection 


but they seldom have 


a situation so graphically illustrated for them. 


Bankers/ifemen are trained to sell both the retirement 


and protection values of life insurance. 


They know the 


exclusive values of life insurance and are proud that their 


company is the Double Duty Dollar company. 


Because they sell life insurance constructively, typical 
Bankerslifemen are the kind of life underwriters you like 


to know as friends, fellow workers or competitors. 


BANKERS 
DES MOINES, 


COMPANY 
1OWA 
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tion instructor during World War II 
the Pacific Theatre with the 4th Emer- 
gency Rescue Squadron. 

Mr. Flaster has been associated with 
the Kay Agency for approximately three 
years, and for many years has been vice 
president of the Leo Flaster Agency, 
Newark. He is a member of the Million 
Dollar Round Table and has been af- 
filiated with Penn Mutual, Connecticut 
Mutual, Prudential and John Hancock. 

Mr. Flaster received his education at 
University of Newark, New York Uni- 
versity and Rutgers University. During 
the war he served as vice president of 
Perry Aircraft, and was safety engineer 
for many large industrial firms. He is a 
member of the Newark Civiceers, board 
member of Boys Club of Newark, mem- 
ber of the Community Chest, Red Cross 
and United Jewish Appeal. He serves on 
the executive board of the National 
Federation of Temple Brotherhoods and 
is past president of Newark Men’s Club. 

Mr. Kav has been a general agent for 
the Security Mutual since October, 1941, 
His Newark agency has won many 
awards and was the first agency of the 
company to pay for more than $1, 000,000 
of business in one month. In 1951 Mr, 
Kay expanded his activities to Miami 
Beach, Fla., where he now heads an- 
other successful agency for Security 
Mutual. 


Honor bhi W. oo. 


Charles W. Campbell, CLU, 
known as Newark, N. 


nationally 
J., general agent 
for The Prudential, was luncheon guest 
of honor of the Northern New Jersey 
General Agents and Managers Associa- 
tion, this week. Mr. Campbell, who has 
been a Prudential salesman and mana- 
ger for nearly thirty years, was elected 
vice president of that company this sum- 
mer and ere upon his home office 
duties October first. 

Mr. Campbell entered the life insur- 
ance stage ones with the Prudential in Co- 
lumbus, Georgia, in 1923. He quickly be- 
came an outstandingly successful sales- 
man and twice had better than a mil- 
lion dollars annual personal business. In 
1930 he became Prudential manager at 
Jacksonville, Fla. and led a_ rapidly 
growing agency until World War II 
when he entered the service. He attained 
the rank of colonel in the adjutant gen- 
eral’s department and served until De- 
cember, 1944. 

In May, 1945, he became manager of 
the Prudential’s home office Newark 
agency, an organization of 15 men doing 
Prudential Ordinary business. Under his 
leadership the sales force grew to 75. 
The agency led all Prudential Ordinary 
agencies since 1946 and during 1951 for 
the second consecutive year sold more 
than $30,000,000 of business. 

This agency was awarded the Pruden- 
tial President’s Trophy in 1951 and in 
four years of the five former years. This 
award recognizes leadership in all-around 
accomplishment among Prudential Ordi- 
nary agencies. 


United States ‘Life 1 Enters 
Kansas and Pennsylvania 


United States Life has received 
authorization to transact business in two 
more states, Kansas and Pennsylvi vnia. 
It is expected that new agencies will 
be announced soon. om 

Offering a complete portfolio of life, 
Group and accident and health plans, 
U. S. Life now ranks among the top 
10% of companies in insurance in force 
and among the first fifteen companies 
in Group business. The U. S. Life 1s 
located at 84 William Street, New York 
City. 


Woodson N. J. Speaker 


3enjamin N. Woodson, managing di- 
rector, National Association of Life Un- 
derwriters, will address the Northern 
New Jersey Life Underwriters Associa- 
tion on October 16. His subject will be 
“Phrases That Sell.” 
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Leighton G. McCarthy 
Noted Canadian, Dies 


BOARD CHAIRMAN CANADA LIFE 





Was First Canadian Ambassador to 
United States; Joined Canada Life 
in 1910 
Leighton Goldie McCarthy, iste. 
9.C., LL. D., former president tees prt 
man of the board of Canada Life As- 
surance, died at his summer home on 
Georgian Bay, near Penetang, Ont., 
October 4. He was 82 and had been in 
good health until the time of his death. 
Mr. McCarthy was an_ outstanding 
figure in legal, government and business 
circles in Canada for over half a century. 
His many interests included a number 
of large United States corporations with 

affiliations in Canada. 
"One of Mr. McCarthy’s longest and 
most important affiliations was with 
Canada Life. He joined the board of di- 
rectors in 1910. He was appointed its 
general counsel in 1916 and eight years 
later, he became vice president and gen- 
eral counsel. Mr. McCarthy was selected 
president in 1928, holding this position 
for ten years when he was elected chair- 
man of the board. He resigned this lat- 
ter post in 1946, continuing as a member 
of the board. ; 
Mthough Mr. MeCarthy had relin- 
quished many of his business connec 
tions, at the time of his death he was 
chairman of the board and a director 
of Toronto Savings and Loan Co., vice 
president and director of Union Carbide 
Co. Canadian National Carbon Co., 
Prest-O-Lite Co., Dominion Oxy gen C O. 
and Electro Metallurgical Co. all of Can- 
ada. He was a director of National 
Trust Co., Central Canada Investments 
and Aluminum Limited. 


Named to U. S. Post 


Called to service by the Canadian gov- 

ernment in 1941, Mr. McCarthy assumed 
the position of His Majesty ’s Envoy Ex- 

traordinars and Minister Plenipotenti- 
t Washington. When the status ot 

red eC anadian Legation was raised to that 
of an Embassy in 1943, Mr. McCarthy 
hecame his country’s first Ambassador. 
He held this post ‘until the end of 1945 
resigned being replaced by 
Pearson, now Canada’s Sec- 
retary of State for External Affairs. A 
personal friend of many year’s standing 

f the late President Franklin D. Roose- 
velt, Mr, McCarthy’s welcome by the 
President when he presented his creden- 
tials was front page news in the papers 
of both countries. 

Zorn in Walkerton, Ont., 
15, 1869, son of the late Dr. John Leigh 
Goldie McCarthy and Frances Olivia 
Irvin, he moved with his family to 
Barrie, where he attended the local 
grammar school. He studied law with 
McCarthy, Pepler and McCarthy, of 
Barrie from 1887 to 1892, when he was 
called to the Bar of Ontario. He moved 
to Toronto entering the firm of Mc- 
Carthy, Osler, Hoskin and Creelman. In 
June, 1902 he was created a King’s Coun- 
sel. 

Mr. McCarthy had time during his 
busy life for much public service work 
and for many years was a trustee of Na- 
tional Foundation for Infantile Paralysis 
of the U.S. and Georgia Warm Springs 
Foundation. He served as member of 
the board of the Toronto General Hos- 
pital and Ridley College, St. Catharines, 
Ont. His work over a 35-year period 
with the Canadian Red Cross Society 
Was recognized in 1949 when he was 
awarded the Society’s highest honor as 
an Honorary Counsellor. 

\t the age of 29 Mr. McCarthy was 
elected to the House of Commons at 
Ottawa for the riding of North Simcoe, 
Succeeding his uncle, D’Alton McCarthy. 
He served as the member for this con- 
stituency from 1898 until 1908, when he 
retired from political life. 

In his student days Mr. McCarthy was 
a noted athlete and reached champion- 
ship class with Barrie hockey and la- 
crosse teams. He enjoyed golf and fish- 
ing in later years. 
Mr. McCarthy is 


when he 
Lester B. 


on December 


survived by four 





J. D. Marsh Agency to Hold 


First Estate Planning Forum 

J. D. Marsh & Associates of Washing- 
ton, D. C., will hold the first Estate 
Planner’s Forum for that area at Statler 
Hotel, October 20 from 2 to 6 p.m. 

William J. Casey, president of Business 
Reports, Inc., New York, lecturer on fi- 
nancial and tax matters and co-author 
with J. K. Lasser of “Tax Sheltered In- 
vestments” and “Executive Pay Plans,” 
will speak on the “Valuation of Close 
Corporate Stock.” Former chairman of 
Editors of Research Institute, Mr. 
is nationally 
this field. 

The second speaker on the Forum will 
be Milton Young, senior partner in New 
Ls law firm of Young, Kaplan, and 

Edelstein, who is known to many Wash- 
ington attorneys for his lectures at the 
Practicing Law Institute. Specializing in 
tax matters, Mr. Young is a contributing 
author to the “Handbook of Tax Tech- 
niques.” His subject will be “Purchase 
and Sale Agreements Covering Closely 
Held Corporate Stock.” 

Denis B. Maduro, lecturer at New 
York University and Practicing Law In- 
stitute, co-author of the “Pension Plan- 
ning Handbook,” and well known New 
York attorney will be the third speaker 
on the panel. The subject will be 
“Factors in Deciding Whether or Not to 
Retain Closely Held Corporate Stock.” 

Discussion period will follow each talk, 
allowing guests to address questions to 
the speakers on the subjects under con- 
sideration. John D. Marsh, head of the 
firm, will open the forum and summarize 
the forum at its conclusion. Guests are 
invited to stay for cocktails following the 
forum where they will have further op- 
portunity to talk with the speakers. 


c asey 
known as an authority in 





daughters, Mrs. Leigh Hamilton Gossag ze 
and Mrs, Brooke (Nancy) Bell, both of 
Toronto, Mrs. Ernest (Zina) Howard, of 
New York, Mrs. Rodney (Jean) Northey 
of Montreal; one son John L. McCarthy, 
of Toronto; 13 grandchildren and two 


great grandchildren. His wife, Mrs. 
Muriel Drummond McCarthy  prede- 
ceased him in 1949. A brother, Frank 


McCarthy, Q. ¢ 


~~ 


resides in Toronto. 








LIFE INSURANCE 


RENEWA 


L PURCHASED ON 
EQUITABLE BASIS 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


BOwling Green 9-0109 








ACTUARY 


With employer experience to take 
charge of office administration of grow- 
ing firm of pension consultants. Salary 
open. Give background in replying to 
Room 1556, 230 Park Avenue, New 
York 17, N. Y. 











Non-Medical Limits Raised 
By Manhattan Life of N. Y. 


New and larger non-medical under- 
writing limits, which are effective im 
mediately, have been announced by the 
home office of the Manhattan Life. 

The new limits are: 

Age 35 and WNGet UP 10> 6.06065. 6 $10,000 

Ages: 36 to 40, UD t0) ois sce ss eos eg 7,500 

Ages 41 to 45 inclusive up to ...... 5,000 

The new limits apply whether the ap- 
plicant is a man or a woman. 

The tormer non-medical limit of the 
Manhattan Life was up to $5,000 to and 
including age 40. 

For policyholders previously insured on 
a non-medical basis up to $5,000, which 
has been in force more than two years 
the new limits are in full effect 


H. Hi: Gillingham Promoted 


Howard H. Gillingham has been pro- 
moted to assistant manager in the Jack 
White agency, Los Angeles, of The Pru 
dential. A native of Wilmington, Dela- 
ware, Mr. Gillingham was educated in 
schools in Pennsylvania and New Jersey. 
He joined the Prudential as a special 
agent in 1951. Prior to his association 
with the company, he was general agent 
for the Guaranty Union Life in Beverly 
Hills. 





WE LIKE OUR COMPANY 
BECAUSE IT OFFERS: 


1—LOW NET COST TO POL- 
ICYHOLDERS 


2—PENSIONS TO BROKERS 
AND SURPLUS WRITERS 


SO WILL YOU... 





Samuel D. Rosan Agency, Inc. 
General Agent 


CONTINENTAL ASSURANCE CO. 
Chicago, Iil. 


76 William St., N. Y. 5, N. Y., 
WH 3-7680 











Made New World Officer 


Roy L. McGinnis, president of New 
World Life of Se: ttle, announces ap- 
pointment of Howard M. Olsen as as- 
sistant secretary. He will take over 
some of the duties of the late Vice 
President and Assistant Secretary Ed 
ward Base who died recently. 

Mr. Olsen aa hae connected with 
New World Life the home office and 
branch offices for rss vears. He is an 
associate in the Life Office Management 
Institute, has taken extension work in 
University of Washington and served 


two years in the Navy on foreign duty 


during World War II 
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“It’s Easy to Sell 
with Lkastern”’ 


INTRODUCING: 


THE GREATEST LIFE INSURANCE 
SHOW ON EARTH 


i ‘Three-in-One” 
The Nee Beeclyet 


cece Seer e Sess esse ceeer stereos. ees 


LIFE EXPECTANCY TERM © Unusual — cash and loan values 


DOUBLE PROTECTION »* Term on basic life expectancy For 


Buy 


FORE ye 


GENERAL AGENCIES 
NOW AVAILABLE 
in New York, New 
Jersey, Connecticut, 
Delaware, and the 
District of Columbia. 
information, 
write to Murray 
April, Director of 

Agencies. 
. or 20 years 





MAXIMUM PROTECTION — LOW PREMIUM 


Inexpensive, all-around coverage 


BACKGROUND MUSIC — SWEET! 


Fits the need of a low budget 


CLIMAX — SALES PILE UP! 


Easy to sell. No programming problems. 


AGENTS RATE IT SUPER Péco/ 


Non-technical prospect brochures on ‘The New Budget Plan” 
now available. For your supply, fill in and return coupon. 


EASTERN LIFE 


INSURANCE CO. OF NEW YORK 


386 FOURTH AVENUE «+ 


Theme: 


NEW YORK 16, N. Y. 


— eet ee ee eee eee eee ee et 


Eastern Life Insurance Co. of New York 
386 Fourth Avenue, New York 16, N. Y. 


\‘d like some brochures slanted at prospects 
on the “New Budget Buy”. 


Eo Sn gk xe Na sow aies evict 
MOG So oii ocies inten eae a 
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WHEN DEFENSE PRODUCTION 
RECEDES 


In his address before the annual meet 
ing of American Bankers Association in 
Atlantic City John W. Snyder, Secretary 
of the Treasury, told how the rapidly 
growing population is one of the strong 
supports for business prosperity. In a 
dynamic economy characterized by effi- 
cient use of resources and highly devel- 
oped technical and managerial skills a 
growing population means a continuing 
market 


increased demand for new houses, 


enlarging It means continuvusl) 
shop- 
ping centers, highways, schools, munici- 
pal facilities and consumer goods of all 


kinds. 


search for new 


Business, also, is in continual 
products which will have 
ti mass appeal. 

Mr. Snyder sees no evidence that the 
flow of new inventions and discoveries, 
stimulus to the ec 
slackening off 


} 
such a strong MOMMY 


in the postwar period, 


“Yet another factor of basic strength 


in our dynamic economy is the sound 
financial position of both business and 
Snyder. “A 


significant part of the capital funds used 


individuals,” said Secretary 


in the development programs of Ameri- 


can business during the past six years 


come from retained earnings. Individuals 
were able to expand their liquid assets 
1 


by about $ billion during 1951, reaching 


a total of approximately $210 billion at 
the end of the year. These savings give 
a sense of security which provides strong 
support to a high level of current buy 
ing.” Continuing he said: 


All in all, there seems no doubt but 
that the long term factors underlying 
our present prosperity could provide the 
basis for strong forward movement 
when defense production eases off. The 
peacetime re existing in this coun 
try alone are almost limitless; and Amer 
ican business has already proved that it 
is well aware of the opportunities which 
this situation provides. 

Not all factors of the economy will 
agree with Secretary Snyder, but he says 
he prefers to deal on the strong features 


of the trends relative to prosperity 


rather than its problems. “Americans 
have always been our own best critics,” 


“When we look back over 


the past, we are apt to give first thought 


he continued. 


to goals which were not completely real- 
ized and to dangers and threats which 
have not yet been eliminated.” 


GROWTH OF DISABILITY 
85,000,000 
sured themselves against 
in 1951, 


population and_ that 


COVER 
Americans in- 
hospital bills 


More than 


which is more than half the 
figure has been 
greatly added to this year. A 
by the U. S. 
shows. that 


survey 
Chamber of Commerce 
many more also have in- 
themselves against medical and 
while 39,702,000 or nearly 


two-thirds of all employed civilians, are 


sured 
surgical bills, 


protected against loss of pay due to ac- 
cident or sickness. These figures do not 
include military service people and their 
dependents, veterans or persons covered 
by workmen’s compensation, all of whom 
are protected to varying extent against 
medical costs by law. 

Even more remarkable than the great 
number of persons voluntarily protected 
is the swift growth of voluntary health 
insurance in just a litthe more than ten 
Before World War TI, 


about the cost of medi- 


years. there was 
a “great debate” 
cal care. Many believed that only a com- 
pulsory, government-regulated insurance 
system could solve the problem. Others, 
including most doctors, were afraid of 
“state medicine,” as the compulsory in- 


called. They 


insurance 


surance plan was thought 


health 


fair trial first. 


voluntary deserved a 


That’s why the new figures are sig- 
nificant, the Chamber points out. They 
become even more so when compared 
with the health insurance statistics of 
1940. For example, the 85,000,000 Ameri- 
cans insured against hospital expense in 


12,312,000 in 1940. 
That’s a growth of nearly 700% in 11 


1951, coinmpares with 


covered 65,- 


1,300% 


years. Surgical insurance 
535,000 in 1951, an increase of 
5,350,000 in 1940. 
Insurance against medical bills has 
risen from 3,000,000 in 1940 to 27,723,000 
in 1951, or almost 900%. This last is the 


newest but 


over the total 


fastest growing type of 


health insurance. It provides benefits to- 
ward payment of doctors’ bills not in- 
cluded in surgical insurance. 

All of this means not only better medi- 
cal care for more people, but a lot less 
worry about who is going to pay for it. 
It also means, the Chamber points out, 
that no one can predict the limits of 


voluntary insurance in protecting our 
citizens against the cost of medical and 


hospital care. 








Edwyn Portrait 

STRATFORD LEE MORTON 
Stratford Lee Morton, 
tor Connecticut Mutual at St. Louis, has 


general agent 


been reelected to serve a three-year tern 
as a director for the world famous St. 
Louis Municipal Theatre Association. 
John J. Nangle, president of the Utilities 
Insurance Co., whose term did not ex- 
pire this year, is the only other tnsur- 
ance man on the theatre association's 
board of directors, which includes. the 
leaders of the financial, re a pe com 
mercial and cultural life of St. Louis. 
x 


Gardner Cowles, who is a director ot 

Jankers Life Co., re Moines, has been 
elected a director of R. H. Macy & Co., 
New York’s largest department store. He 
is president of Cowles Magazines, Inc., 
(Look and Quick); of Register and Tri- 
bune, Des Moines, and chairman of Min- 
neapolis Star and Tribune. 


* * 


Roy F. Alexander, Pendleton, Ore., has 
been named Man of the Year by Pacific 
Mutual Life, Los Angeles. Associated 
with J. Royce Tomkin, general agent for 
Pacific Mutual at Portland, Mr. Alex- 
ander placed a total of more than 300 
new policies during the past year. He 
joined Pacific Mutual in 1919, has quali- 
fied continuously as a member of the 
company’s Big Tree Leaders Club, with 
top-star ranking for the past ten years. 
His entire career has been devoted to 
serving the area surrounding his home 
community in Oregon’s Inland Empire. 


* * * 


Theo. P. Beasley, president, Republic 
National Life Dallas, attended the Na- 
tional Council of Young Men’s Christian 
Associations in the United Staies and 
Canada International Committee plenary 
meeting recently in Cleveland. Mr 
Beasley is president and a director of 
the Dallas Metropolitan Board of the 
YMCA 


a * * 


H. Brynjolfson, manager of the Sun 
Life of Canada at St. John, New Bruns- 
wick, and W. S. Tomenson, Toronto, 
president of the Canadian Federation of 
Insurance Agents, are chairmen of the 
Canadian District Community Chest 
drives in their respective districts. Mr. 

3rynjolfson, former holder of the Brit- 
ish Columbia amateur golf championship, 
served in the Canadian Navy fae the 
war as commander of HMSC “Moose 
Jaw.” He joined Sun Life in 1938 and 
has been manager at St. John since 
1948. Mr. Tomenson, president of Tom- 
enson, Saunders, Smith & Garfat, insur- 
ance brokers, is a past president of the 
Toronto Insurance Conference. 













































































































JAMES A. CAMPBELL 
J. A. Campbell, assistant general mana- 


ger of London Life, London Ontario, 
has been elected president of the Lon- 
don Chamber of Commerce. 

* * * 

Arthur D. Gladwin, general manager 
of the Yorkshire Insurance Co. at its 
chief office in York, England, accom- 
panied by Mrs. G ladwin, arrived in New 
York City on October 7 for a brief visit 
to the United States and Canada. 


* 


Charles C. Tomlinson, Jr., superintend- 
ent loss department, Aetna Insurance 
Group, has retired to the company’s 
reserve force after 47 years of service. 
Mr. Tomlinson joined the Aetna’s mail 
department in 1905 and was subsequently 
transferred to the southern department 
and later to the loss department, where 
he was advanced through various posi- 
tions to the post of superintendent. 

a 


Lester S. Roscoe, CLU, director of 
field training for Occidental Life of Cali- 
fornia, addressed the recent meeting of 
the Sales Executives Club at Phoenix, 
Ariz. Mr. Roscoe’s talk, “Training That 
Great Enigma—The American Salesman,” 
outlined the life insurance industry's 
solution of some practical, modern-day 
sales training problems. 

* * 


Paul B. Guenther has returned to Al- 
bany, N. Y., as district secretary of the 
New York Fire Insurance Rating Or- 
ganization. He succeeds Henry L. Betts 
of Elsmere, who recently was transferred 
to Syracuse to serve as district secre- 
tary for the rating organization there. 
Mr. Guenther previously served in the 
\Ibany office of the organization from 
1945 to 1950 and during the last two 
vears has been associated with its cen- 
tral office in New York City. 


* * 


Wilbur L. Carter, Jr., executive vice 
president of the Southern Life will serve 
as chairman of the insurance division 
for the 1953 Greensboro, N. C., Com- 
munity Chest fund-rising campaign. 


* * &k 


Samuel Doak Young, president and 
founder of the El Paso, Texas, National 
Bank, was recently elected to the board 
of directors of the General American 
Life. The selection of Mr. Youne to fill 
a place on the directorate is in keeping 
with the company’s policy to name mem- 
bers of its board from among its policy 
owners in various parts of its operé ating 
territory. 
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Wins Oscar of Industry 


The 1951 report of Associated Hospital 


Service, New York’s Blue Cross Plan, 
was rated first in the health insurance 
feld by the publication “Financial 
World,” in its 12th annual survey of an- 
nual reports. A bronze “Oscar of In- 
dustry” trophy, in recognition of the 


rating, will be presented to Charles Gar- 


side, AHS president, at a banquet to be 
held October 28, at the Hotel Statler, 
New York. 


Runner-up for top honors in the health 
insurance industry classification is United 
Medical Service, New York’s Blue Shield 
Plan. 

AHS is a non-profit, hospital-spon- 
sored plan for pre-paying the cost of 
hospital care with a membership of more 


than 5,000,000 in the Greater New York 
area. It is one of 89 Blue Cross Plans 
in the United States and Canada which 


now serve approximately 43,000,000. 
* 7 * 


Grateful Assured Presents Payments 
to Fire Depts. 

At Glens Falls, N. Y., recently a grate- 
ful property owner presented to the local 
fire departments checks totaling nearly 
$500 which he had received from his in- 


surance companies as loss payments. 
These checks were in appreciation for 
their fine services in holding down the 
loss. 


Checks for $499 were presented to 
a, volunteer fire companies and 
the Glens Falls fire department at the 
Queensbury Central volunteer fire com- 
pany fire house by Ralph I. Woodbury, 
president-treasurer of Clayton G. Wood- 
bury and Son, Ine. The money was pre- 
sented to the firemen in appreciation of 
their efforts in extinguishing a fire at 
the Woodbury lumber yard, Upper Glen 
Street, on August i 

In presenting the checks to J. Ernest 
Miller, past president of the Queensbury 
Central Co., Mr. Woodbury praised the 
quick response and effective action of 
the firemen in stopping the blaze before 
serious damage resulted. 

Participating in the presentation in 
addition to Mr. Woodbury and Mr. Mil- 
ler were Fire Chief Jesse Smith of 
Queensbury Central, Lawrence Mackey, 
President of the company, and Nathan 
Proller, insurance agent. The checks 
represented insurance claims paid on the 
fire. 

The West Glens Falls volunteer fire 
company and the Glens Falls fire depart- 
ment, which aided in extinguishing the 
fire, each received a check for $50. The 
Glens Falls check goes to the Glens Falls 
Permanent Firemen’s Association. 

The Queensbury Central company re- 


ceived $324. Because they would have 
been called for help if the fire had 
reached ne proportions, the North 
\ueensbury, Bay-Ridge and South 


Queensbury volunteer fire 
Were given checks of $25 each. 
* 


American Automobile Assn. 
The American Automobile Association 
is having an anniversary. It is 50 years 
old, has more than 3,000,000 members 


companies 














and hassbeen a valuable factor in de- 
veloping of cars, influencing safety meas- 
ures and improving the roads. Discuss- 
ing its activities New York Times in an 
editorial said: 

“Greater safety in automobile driving 
has been fostered through a thorough 
course in driving instructions now given 
in many high schools and by private 


establishments under the guidance of 
A.A.A. supervisors. School safety pa- 
trols have been instituted throughout 


the country to make it safe for children 

crossing the streets on their way to 

school. i 
“For the more than 3,000,000 members 


the organization has done much to 
insure safe driving by offering awards 
to safe drivers. The A.A.A. has also 
encouraged touring by issuing maps of 


all parts of the country with information 
on the condition of roads. It has worked 
for equitable treatment of motorists and 
for the use of taxes on motorists to 
improve highways. Its road service has 
been a boon to motorists and has been 
helpful in keeping roads clear of dam- 
aged vehicles which normally impede 
trathe. 

“The A.A.A. has always been a willing 
helper where automobile safety is con- 
cerned. Its cooperative spirit has gone 
a long way to making good driving safe 
driving.” 

x x 


To Curb “Hot Rodders” 

A subject discussed at annual meeting 
of New York State Automobile Associa- 
tion meeting in Syracuse recently was 
the increase in the “hot rod” plague 
which made its first appear: ince in a big 
way on the Pacific Coast and is now a 
problem in the East too. The sight of 
teen-agers in cars going 90 miles an hour 
is getting to be more familiar. Drastic 
regulations of automobile “souping up” 
was demanded by Herbert C. Reynolds, 
Schenectady, chairman of the N.Y. 
State Automobile Association. He told 
the delegates of one case where traffic 
police tried to intercept several youths 
in a rebuilt “jalopy” near Albany. When 
pursued they thumbed their noses, 
stepped on the gas and outspeeded the 
cops, making a getaway. 

Judge T. H. Preston, Syracuse Traffic 
Court, suggested that the state legisla- 
ture enact a statute to outlaw “souped 
up” cars. Some speakers said parents 
were responsible. 

Another subject discussed at the meet- 
ing was headlight glare. 

Failure of motor vehicle manufacturers 
to curb headlight glare has been re- 
sponsible for thousands of accidents this 
year, William J. Gottlieb, president of 
the Automobile Club of New York, said. 

Automotive engineers were urged to 
concentrate efforts on solving the prob- 
lem of proper illumination, which Mr. 
Gottlieb rated as top priority in high- 
way protective efforts. 

The delegates adopted a_ resolution 
urging repeal of the state law enabling 
New York City to impose its automobile 
use tax. 

Another resolution called for enact- 
ment of a law to require judicial officers 






to issue a receipt for money received as 
bail for violations of motor vehicle and 
traffic statutes. This move was prompted 
by motorist complaints that justices of 
the peace and other minor officials had 
refused to give receipts, and that delays 
and inconvenience in recovering funds 
posted for bail had resulted. 
- -* * 


Mortgaging Our Freedom 

Laurence F. Lee, president Chamber 
of Commerce of the United States and 
president of Peninsular Life, was a 
speaker before Mortgage Bankers As- 
sociation in Chicago on October 1. His 
topic: “Mortgages on Freedom.” His 
theme: “Freedom is something we have 
been mortgaging with Government for 


the last generation.” His complaint: 
“We have acted as though you could 
mortgage a percentage of freedom and 


still hold a clear title to all of it. Maybe 
you can do that for a while, but in the 
long run you lose it all.” 

His tribute to private enterprise: “It 
has financed and built the overwhelming 
majority of American homes; it has per- 
formed an amazing job of meeting the 
post-war housing demand; it continues 
to offer the best promise of housing our 
growing population. This is one facet 
of the free enterprise system that you 
are particularly well fitted to tell and 
ought to be telling.” 

During his talk Mr. Lee came through 
with coinage of a new word to join the 
many which future dictionaries will de- 
fine. It is “bafflegab.” Here is how he 
describes it: 

“We all find difficulty in following the 
bafflegab and double talk that seems to 
obsess so many government offices. But 
it may be just as true that we in busi- 
ness use a form of bafflegab ourselves 
that is meaningless to those outside our 
own or allied fields.” 

Continuing, Mr. Lee said: “The lan- 
guage of obscurity is meat and drink to 
the demagogue. He can read into it the 
inference that big, selfish, robber-barons 
of business have turned their backs on 
deserving citizens and then say the gov- 
ernment must act at once to protect the 
people, We must forestall the dema- 
gogue in advance—or take the conse- 
quences. By the time he has distorted 
our language to his own purpose, it is 
often too late. He has rallied a pressure 
f which is 


group tor government action, 

exactly what he set out to accomplish. 
“We cannot even be sure that the 

public, by and large, has a clear concept 

of the FHA mortgage system. A sur- 

prising number believe that an FHA 

mortgage involves government money 


Let me use FHA as an example of con- 


fusion that can result in votes against 
freedom. 

“Many people have had satisfactory 
dealings with the processes of FHA. 
They are inclined to be for it. But if 
they believe that FHA involves tax 
money, they are inclined to be for 
demagogic proposals that actually in- 
volve tax dollars—and are in fact and 
spirit socialistic. 

“The uninformed voter is not apt to 
know the difference between FHA and 


proposals for subsidized public housing, 
and we may be very sure the advocates 
of federalized housing will not explain 
the difference to him. 

“FHA is essentially a mutual insurance 
fund covering private loans operated by 
the Federal Government. The income 
from the insurance charges paid as part 
of the regular payments is more than 
sufficient to pay all costs of administra- 
tion as well as losses. It seems so simple 
to you—but how many people know this 
story ?” 

* * * 


To Speed Up Injury Cases 

Because there is a delay of as much 
as four years in jury trials of personal 
injury cases in Supreme Court of Man- 
hattan a drive is under way to improve 
this road-block condition. Nine Supreme 
Court justices will be assigned to split 
up the cases, especially those which were 
filed before April, 1949, and which num- 
ber 1,294, and an attempt will be made 
to dispose of them before the end of 
1952. 

A committee for speeding the disposi- 





tion of old cases has already cut down 
their number 41% since the start of the 
year. On the committee are 23 judges, 
city officials, lawyers and representatives 
of insurance companies. The committce 
was appointed in January and the com- 
mittee’s report has been made to Presid- 


ing Justice David W. Peck of the Ap- 
pellate Djvision, First Department. 

On January 1 last there were 13,066 
personal injury cases in Manhattan 
alone. In many cases jury trials have 
been waived and the cases shifted to 


City and Municipal Courts in the screen- 
ing process. 
x * # 


Conducting Economic Courses 

\ new book, “How to Think About 
Economics,” by Fred G. Clark and 
Richard Stanton Rimanoczy, and_pub- 
lished by D. Van Nostrand Co., Inc., 
says that 20% of the larger companies 
of America are conducting economics 
courses for their employes. This is in 
contrast to a statement made by Brook- 
ings Institution some months ago that 
93% of the American people have no 
schoolroom instruction in economics. 


* x * 


Public Enemy No. 1 

The Chamber of Commerce of the 
United States lists the parking problem 
as public enemy No. 1 for shopkeepers 
and customers. 

Following a businessmen’s 
conferences on city problems, the Na- 
tional Chamber has published studies 
giving practical answers to the problem. 
These publications are available from the 
Transportation and Communication De- 
partment of the Chamber in Washing 


series of 


ton, D. C. 
The Chamber also is attacking the 
problem at grass-roots parking clinics 


tor businessmen. 


* * * 


Kemper Foundation Awards $3,300 
Scholarship at Tufts 

Brian P. Handspicker of Malden, 
Mass., has been awarded a $3,300 schol- 
arship from the James S. Kemper 
Foundation to study insurance adminis- 
tration at Tufts College, Medford, Mass. 

Kemper Foundation scholarships, 
awarded for the first time at Tufts this 
years, provide three high school gradu- 
ates or postgraduate students with $650 
a year for each of four years at Tufts 
and $730 for one year of ‘graduate work 


at any institution approved by the 
Kemper Foundation. 

Mr. Handspicker is president of the 
Malden Youth Council and past presi- 
dent of the Pilgrim Fellowship of the 


First Church, Malden. He 
letter in tennis and was a member of 
the Literary Society, the English Club 
and the German Honorary Society at 
high school, was a member of the school 
band and photographer on the school 
newspaper. 


won a varsity 


as * * 


1,500 Have Attended Training 
Center of Hartford Accident 
Upwards of 1,500 insurance men and 
women from all parts of the country 
have attended the training center of the 
Hartford Accident & Indemnity since it 
was opened in 1945. Most recent 
to pass through the center included 45 
company employes and agency personnel 
who completed an intensive four weeks’ 

training program on September 30. 

Subjects covered in this course in 
cluded automobile liability, general lia- 
bility, plate glass workmen’s compen- 
sation, accident and health, burglary in- 
surance and fidelity and surety bonds. 
Hartford Accident’s representatives tak- 
ing the course came from Minnesota, 
Connecticut, Oklahoma, Illinois, District 
of Columbia, Pennsylvania, Michigan, 
Ohio, New York, Kansas, New Jersey, 
Maryland, Kentucky. Indiana, California 
and Tennessee. 

Next ciass will be held 
through November 18, and 
sessions are scheduled for January 7 
through February 3; February 25 
through March 24; and April 15 through 
May 


class 


October 22 


subsequent 
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Clarke Succeeds Moffat 
As Connecticut Pres. 


HEADS LOCAL AGENTS ASSN. 


Fisher Is Vice Paissidiiians North Cup 
Awarded to Meriden Association at 
New Haven Convention 
Edgar H. Clarke of Manchester, Conn., 
was elected president of the Connecticut 
Association of Insurance Agents Octo- 
ber 8 at the group’s annual meeting 
at the Hotel Taft in New Haven. The 
includes more than 1,000 fire 
insurance agents from 
larke suc- 


Westport 


association 
and casualty 
throughout the state. Mr. 
ceeds F. Chandler Moffat of 
ident. 

\ graduate of the University of 
necticut and the Agency Management 
School Storrs, Mr. Clarke has heen 
resident of Manchester. He 
president of the town’s Kiwanis 

\ssociation 


Mancl 








as pre 


Con 


IS past 





ib and the hester 

of Insurance Agents. He is also 

tary of the Town of Mancl 

ance Advisory Committee 
Other were 

George Burgess Fisher, 

Imore 


secre- 
ester Insur- 
as follows 

Hartford, 
Daniel- 


elected 
West 


Forcier, 


officers 


vice president; Val 





MOFFAT 


F. CHANDLER 
-treasurer. W. W. Hatfield, 


state-national director. 

The North Cup, a trophy given to the 
local board having made the greatest 
achievement during the year, was award 
ed the Meriden Association. 

Other convention highlights included 
a fire-fighting demonstration given by 
the New Haven Fire Department at its 


son, 


secretary 
Bridge ° rt, 1s 





Quick Assistant General 
Adjuster of Home at N. Y. 


W. Arthur Quick, formerly staff ad- 
juster for the Home Insurance Co. at 
their St. Louis office, has been trans- 
ferred to the head office in New York 
aS an assistant general adjuster in its 


loss department. 

Mr. Quick became affiliated with the 
Home in June, 1932, as a clerk in the 
loss department of their head office. In 
January, 1938, he was appointed an ad- 


juster and transferred to the company’s 
Chicago office. In October, 1938, he was 
transferred to the St. Louis office as ad- 


June, 1941, 


staff adjuster ir 


was promoted 
that 


juster and in 
to the position of 


omce. 


Joseph P. Naylor Studio 


EDGAR H. CLARKE 

city. training grounds. Earlier agents 
heard a talk by New Haven Fire Chief 
Paul P. Heinz hitting at “political influ- 
ence in nearly all American communi- 
ties” that permits use of buildings known 
to violate safety laws. The Chief called 
on towns and cities to review their 
building codes and enforce safety rules 
strictly. 

Explorer Victor W. Von Hagen, talk- 
ing at the annual banquet, accused 
\mericans of cultivating an ignorance of 
Latin America. 


\mong other speakers at the sessions 
were State Motor Vehicle Commissioner 
Charles F. Kelley and Deputy Insurance 
Commissioner Edward T. Garvin. Jo- 
seph A. Neumann of the executive com- 
mittee of the National Association of 


Insurance Agents spoke and_ installed 
the new officers. 
BANKER ON INSURANCE STOCKS 


The privilege of investing in fire in- 
surance stocks which the Massachusetts 
granted 


banks desire should be 


savings 

them, F. W. Elliott Farr, Philadelphia 
banker, told the annual convention of 
the Bay State savings bankers held re- 
cently in Bretton Woods, N.H. Mr. 
Farr is assistant vice president of the 
Girard Trust Corn Exchange Bank of 


Philadelphia in the trust investment 


department. 





TWO JOIN AMERICA FORE 


Kelley and Kitteredge Special Agents 
for Inland Marine Department Cov- 
ering New England States 
The inland marine department of the 
America Fore Group has announced ap- 
pointment of James T. Kelley and Clif- 
ford S. Kitteredge as special agents cov- 
ering the New England territory with 

i ee at Boston. 

Mr. Kelley was born in Fordyce, Ark., 
and is a graduate of Dartmouth College 
where he is a member of the Sigma 
Alpha Epsilon Fraternity. 

Following his graduation from college, 
Mr. Kelley taught social studies and 
coached a at a high school in 
New London, N. H. He began his insur- 
ance career with Appleton and Cox, Inc. 
Salleh he served as marine special agent 
for the New England area prior to his 
present appointment. He is a member 
of the F. & A.M. and also the Dart- 
mouth Alumni Club of Boston. 

Born in Bellows Falls, Vermont, Mr. 
Kitteredge is a graduate of Newton 
High School, Newton, Mass. and also of 
the Insurance Library Assocfation of 
Boston in fire, inland marine and ocean 
marine courses 

Mr. Kitteredge began his insurance ca- 
reer with the Fireman’s Fund Group 
as fire underwriter, and now joins the 
America Fore organization in his pres- 
ent appointment after serving as marine 
special agent covering Boston and New 
England. He is a member of the 
Mariners Club of Boston. 


National Board Meeting 
In 1953 Set for May 14 


The National Board of Fire Under- 
writers announces that its annual meet- 
ing in 1953 has been advanced to May 14 
at the Hotel Commodore in New York. 
Traditionally the board has held its 
meeting and banquet the last Thursday 
of the month, except when that Thurs- 
day fell on or close to the Memorial Day 


holiday. While no official reason for the 
change has been announced it is ex- 
pected that several U. S. managers of 


other 


New 


companies and 
may be leaving 


British 
leaders 


company 


York the 


last of May to attend the coronation 
cerenionies of Queen Elizabeth in Lon 
don on June 3. 


McFARLANE TO FORM SERVICE 
Donald E. McFarlane, for two years 
assistant to Oklahoma Insurance Com- 


missioner Donald Dickey, reported his 
resignation as of October 1 to estab- 
lish what he believes is the only serv- 


kind in the nation. Mr. Mc- 
Farlane said that one of the services 
he will offer insurance companies will 
be the location and investigation of 
people holding several hospitalization 
policies in an attempt to collect on all 
of them for one operation or accident. 
Commissioner Dickey does not expect 
to immediately replace Mr. McFarlane. 
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Honor President Truscott 
Of Camden on Anniversary 





Phillips Studio 
TRUSCOTT 


BARRY 


Officers of the Camden Fire of Cam- 
den, N. J., tendered a dinner to their 
president, Barry Truscott, at the Tavis- 


Country Club, Haddonfield, N. J., 
October 3. The dinner was in 
Truscott’s 40th anni- 
versary with the company. Charles W. 
Makin, executive vice president of the 
company, acted as toastmaster and pre- 
sented Mr. Truscott with an appropriate 
gift on behalf of the officers. 


tock 
on Friday, 
celebration of Mr. 


NAIC Heating Cie. 22-23 
On North America Plan 


The sub-committee of the blanks com- 
mittee of the National Association of In- 
surance Commissioners will meet Octo- 
ber 22-23 at 160 North LaSalle St., Chi- 
cago, to consider the proposals of the 
North America Companies in reference 
to presentation of excess of loss reinsur- 
ance in the annual statement. Present 
also will be representatives of the insur- 
ance industry. The committee will hold 
a closed meeting following the open ses- 
sions. Joseph R. Glennon of Illinois is 
chairman of the sub-committec. 


Allison, henson few. 
Agent, Active 75 Years 


Winfield S. Allison, agent at Gardner, 
Ill., for the Fidelity-Phenix Fire of the 
America Fore Insurance Group, observed 
his 91st birthday, August 8, and cele- 
brates his 75th anniv ersary of continuous 
representation and active service with 
America Fore on October 22. 

In 1877, Mr. Allison was appointed 


an agent for the Phenix of Brooklyn 
which later merged with the Fidelity 
Fire to form the Fidelity-Phenix Fire 
of New York. He opened his agency 1n 


Gardner at a time when insurance men 
were essentially pioneers in the business, 
and through the years of his association 
with the Phenix and with the America 
Fore Group, he has watched both the 
insurance industry and America Fore 
expand with the nation to their present 
leading positions in the business world. 

Today, together with his two sons, 
Wade S. and John B., and also his 
grandson, J. Philip, son of Wade, Win 
field Allison is still as active as ever in 
the supervision of his agency business, 
and hardly ever misses a day at his 
office. 

This significant occ: asion of 75 years of 
representation will be duly observed by 
the America Fore organization with a 
dinner in his honor and formal presenta- 
tion of an illuminated scroll signed by 
America Fore President Frank A. Chris- 
tensen to mark this distinguished record 
of faithful service. 
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Agency Tax Problems Analyzed by 
C. W. Tye, Royal-Liverpool Group 


Tax Counsel Considers Computation of Income for Individ- 


uals, Partners or Corporations, With Thought to 
Several Personal and Business Factors 


Charles W. Tye, tax counsel, 


tion of Insurance Agents. 


corporate, partnership and individual proprietorship type of agency. 


Royal - Liverpool Group, 
analysis of local agency tax problems in a recent talk before the Vermont Associa- 
He presented producers with ideas on taxes for the 


presented a 


His views are 


being published practically in full herewith and will appear in three installments. 


Mr. Tye, graduate of University of lowa and Leland Stanford University School 
Internal 
before joining the Royal- Liverpool Group in 1947. He 
National Board of Fire Underwriters and Association of Casualty and Surety 


of Law, served with the Bureau of 


of the } 


Companies and is one of the co- authors of Handbook of Tax Technique. 


Revenue and the Maryland Casualty 


has served on 


The first 


installment of this tax expert’s views on agency problems appears herewith: 


In the light of the 1951 Act, as amend- 
ed in 1952, what are some of these prin- 
ciples and factors affecting the choice, 
from the tax viewpoint, of the individual 
proprietorship, partnership or corpora- 
tion method of doing business? As a 
broad general principle, agencies with 
substantial net incomes can often advan- 
tageously adopt the corporate organiza- 
tion form while agencies with compara- 
tively small net incomes should utilize 
the individual or partnership form. It is 
almost impossible to generalize relative 
to the selection of the corporate or 
unincorporated form as to those agencies 
with moderate net incomes. The impact 
of excess profits tax may be the deciding 
factor. 


Having 





stated the general principles, it 
is necessary to temper their application 
with several precautionary notes. Neces- 
sarily, of course, the trend of future tax 
legislation c annot be definitely predicted 
so t hat what may be advanti iweous today 
may be disadvantageous tomorrow. This 
is the calculated business risk all must 
take in selecting the form of operation. 
The obtaining of advice of competent 
counsel familiar with tax laws and 
geared to tax legislative and judicial 
trends is a “must.” 

(1) bho first modifying factor to these 
broad principles is the question of com- 
pensation to be paid to the owners of the 
agency. Normally, the agency is owned 
by those who operate it, regardless of its 
form. Therefore, the selection of the 
corporate or partnership or individual 
form depends not only on the amount 
of earnings, actual or anticipated, but 
to a great extent upon the amount of 
those earnings to be paid to the owners 
in the form of compensation. 

In the case of the corporate form, it 
would be ideal to be able to so allocate 
the earnings between the owner-stock- 
holders and the corporation by increas- 





ing or decreasing the compensation in 
the same ratio as profits are realized 
and tax rates increased or decreased. 


Treasury’s insistence upon 
a theory of “reasonable compensation” 
makes that approach more theoretical 
than practical. 

The amount of the 
should be determined with due 
to the ultimate allowance of the salary 
as an expense deduction on the income 
tax return of the corporation. As con- 
trasted with the corporate form, part- 
ners or individual proprietors can fix 
the compensation at almost any amount 
desired since it is deemed to be in the 
nature of profits at all times taxable 
to the partners or individuals (the pro- 
prietorship or partnership not being a 


However, the 


compensation 
regard 


taxable entity apart from the individ- 
uals) 
One of the more common mistakes 


under the corporate form is the tendency 


at the outset to establish only a nomi- 
nal salary scale, and then when a later 
attempt is made to more equitably syn- 
chronize salaries with increased corpo 
rate profits the owner-stockholders are 
taced with this “reasonable compensa- 
tion” test. If unsuccessful in meeting 
this test, the corporate tax is increased, 
but no relief is afforded the owner- 
Stockholder since the excess amount to 


ally cannot be 


Pach Bros 
LYE 


CHARLES W. 
the extent of earnings is 
deemed a taxable dividend. 

Some owners have attempted to an- 
ticipate this possibility with a degree 
ot success by obligating themselves to 
return any salary deemed excessive to 
the corporation. This solution is imprac- 
tical, as a rule, and may lead to compli- 
cations under Section 102 of the Internal 
Revenue Code as well as individual tax 
complications. 

Delayed Incorporation 

This potential danger can better be 
avoided by not incorporating during the 
early life of the agency, assuming de- 
lay is feasible under the particular cir- 
cumstances. Incorporation can then be 
accomplished at a later date, at which 
time salaries can be fixed commensurate 
with anticipated corporate earnings. An- 
other reason why it may not be wise to 
incorporate at the outset is that 
may occur during the early life of the 
agency until the leveling off process be- 
gins. 

These corporate losses cannot be offset 
against any current income of the own- 
er-stockholders, and the chances are the 
carryover of such losses to subsequent 
corporate returns for two years will not 
fully recoup them. If not incorporated at 
the outset these losses are available off- 
sets to other income of the individual 
proprietor or partners. 

(2) The second factor to be considered 
in making the choice between the corpo- 
rate, partnership or individual propri- 
etorship is the matter of retention or 
distribution of the business profits. This 
problem is especially peculiar to_ the 
closely-held personal service type of op- 
eration, such as an agency. 

In the case of a corporation it is true 
that the earnings retained in the busi- 
ness may bear a lower rate of tax than 
the retained profits of an unincorporated 
business, but the retained earnings usu- 
used for personal pur- 


corporate 


losses 





detailed 


committees 








poses; and, if an attempt is made to 
borrow from the corporation, the owner- 
stockholders are in danger of having 
the loans treated as dividends from a 
tax standpoint, although a general credi- 
tor of the corporation could treat them 


as true loans. Partners and individuals, 
on the other hand, may exercise their 
unrestricted judgment in the control 


and use of surplus earnings. 
Penalty Tax Threat 

Section 102 is a continual 
closely held corporation. 
satisfying the Treasury 
and the courts that accumulated earn- 
ings have been retained for valid and 
reasonable business purposes is one that 
does not rest lightly upon the shoul- 
ders of those charged with the deter- 
mination of the corporate dividend pol- 
icy. This additional drain of a penalty 
tax is quite a penalty to pay for the 
advantage of a corporate form. 

Also, the problem becomes more acute 
when it is realized that Section 102 
is not a marginal proposition. Contrary 
io popular belief, if apy part of a 
given retention is found to be “unrea- 
sonable” the penalty rates apply to the 
whole retention, not just the unreason- 
able amount. 

Oddly enough, however, there are sit- 
uations where even with the penalty for 
an unreasonable accumulation the aggre- 
gate tax is smaller than if most of the 
earnings were distributed as dividends. 
This is a case where the combined cor- 
porate rates, regular and Section 102, 
are less than the applicable individual 
rates of the stockholders. 

In this regard, the corporate form may 
tend to level off the peaks and valleys 
of taxable income of an agency having 
substantial term business with large pre- 
paid commissions. The Supreme Court 
has held, and the Treasury has continued 
to insist that commissions on term busi- 
ness must be reported as received and 
may not be reported over the period 
of the policy irrespective of the con- 
tingency of having to return commis- 
sions upon cancellation prior to expira- 
tion, 

Usually, of course, agencies reserve 
against this contingency but such a re- 
serve has been treated for tax purposes 
as purely voluntary—therefore not d¢ 
ductible. However, since the corporate 


Further, 
threat to the 
The burden of 





tax rates are not graduated, except in 
low brackets, the receipt of substantial 
commissions by the corporation would 


increase the over-all tax 
stockholders to the ex- 


not abnormally 
liability of the 


tent retention by the corporation with- 
out violation of Section 102 is pos- 
sible. Distribution by the corporation of 
such excess earnings can then await a 
more favorable year when the income 
of the sigeic wag will not be unduly 
inflated, or when the tax rates are more 
favore oat 
Term chery: A Commissions 

In this regard, > Tax Court decision 
in the case of porn - Glover Realty In- 


surance Company, 13 T.C. No. 13 should 
be carefully studied by agencies having 
substanti al commissions from term busi- 
since the Court distinguishes the 
aforesaid Supreme court p machi of 
Brown v. Helvering, 291 U.S. 193 hol ~~ 
that overriding commissions received | 

a general agency on polities written ie 





ness 


its local agents were taxable in their 
entirety. 

In the Tax Court case the agency 
wrote insurance on a large number of 
properties owned or controlled by the 
Farm Security Administration. Under 


the agency contract with the insuring 
ee commissions on policies CGver- 
ing more than one year were placed in 
escrow and released each year ratably 
over the life of the policies. The agen- 
cy was obligated by contract to service 
these policies over their full term. The 
Tax Court held that the agency, even 
though on the accrual basis, was taxable 
in each year on only that portion of 
the commission which it became entitled 
to receive during the year. 
Double Taxation 
third factor is the 
of double taxation ever present in a 
corporate form where profits are taxed 
first to the corporation and then taxed 
(Continued on 


(3) The element 


Page 20) 









CONFIDENCE 


The Logic of Selection 


Some ideas flourish. 
Some people are chosen. 
Be- 


cause men think, quality is 


Some things endure. 


recognized. Quality is 
achieved by refinement. 
To know what and how to 
refine comes only with ex- 
perience. Hanover's hun- 
dred years of experience 


speaks for itself. 


A century devoted to 
developing a problem solv- 
ing approach to the needs 
of its clients and agents, 
have earned for Hanover 
the confidence which in in- 
surance is the hallmark of 
quality. 

Make this confidence in 
Hanover work for you. 
Consult our field men for 
competent, friendly ad- 


vice. 


* 


THE HANOVER 
FIRE INSURANCE CO. 
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Brooklyn Brokers Elect Mutari as 
President; Will Succeed Max Klotz 


MAX KLOTZ 


well known Brook- 
member of Mutari 
Brothers, 7010 Fort Hamilton Parkway, 
was elected president of the Brooklyn 
Insurance Brokers Association last week. 
He is serving as secretary-treasurer ‘now 
and will take over his new post on the 
retirement of President Max Klotz at 
the end of the year. The installation 
ceremonies will be held in December, 
shortly after the 40th annual dinner 
dance in the grand ballroom of the Hotel 
St. George on Wednesday, November 
26. Mr. Mutari is also immediate past 
president of the Brooklyn Association of 
Accident and Health Underwriters 
Other nominees of the Brooklyn Brok 
ers Associatio elected last week, 
serve in 1933, are as follows: 
Ann Barkley Hargert. first vice 
dent; Harold Fleischer, second 


George J. Mutari, 
lyn producer and 


presi 
VICE 


MUTUAL MEETINGS OCT. 12-17 

Larsen, Peale, ‘iil to Address 

Groups at Philadelphia; Shriner on , 
Entertainment Program 

Three outstanding speakers will appear 

at special functions at the national con- 


ventions of six mutual insurance organ- 


12-17, 


met 


hiladelphia October 
history they have 


izations in PI 
the first time in 
simultaneously. 
More than 2,000 representatives of mu- 
tual fire and casualty insurance com- 
panies are expected to attend. The six 
groups are the American Mutual Alli- 
ance, Federation of Mutual Fire Insur- 
ance Companies, National Association of 
Automotive Mutual Insurance Com- 
panies, National Association of Mutual 
Casualty Companies, National Associa- 
tion of Mutual Agents and National As- 
sociation of Mutual Insurance Companies. 


Edward L. 
MUTARI 


Campbell 
GEORGE J. 


James B. Manzi, third vice 
Joseph A. Carbone, treasurer; 
secretary; G. Robert Gun- 
financial secretary; Peter A. 
sergeant at arms. 

the board of directors: 
Harold A. Bowie, 
Alfred Jonas, Jr., 


president; 
president; 
Jerome Gerst, 
nersen, 
Kovell, 

Members of 
Max Klotz, chairman; 
Anthony A. Cantalupo, 
Leo Feldman, Frank L. Schiraldi, Robert 
M. McKinnon, John J. Kelly, Nathan 
Edelstein, David H. Krasnoff, Louis J. 
Maresca, Eileen Nugent, William A. 
Venditelli, Harry N. Schecter, Nicholas 
\. Sichenze, together with all the past 
presidents. They are Charles A. Merante, 
Max A. Pulver, Thomas J. Clark, Victor 
\. Gauthier, Alex Goldberger, Jack E. 
Fries, Mortimer L. Nathanson. 

\ssociate members to the board: 
Mario M. DeOptatis, Frank McMullen, 
Bernard Werbel, Louis Kalish. 


Herb nationally-known Hoo- 
sier humorist, will entertain on Monday 
night, October 13. The Fort Wayne, 
Ind., exponent of homespun humor cur- 
rently is seen on NBC-TV’s “Two For 
The Money.” 

The Mutual Insurance 
Sales Conference, a meeting to be held 
in conjunction with the six association 
meetings, has secured two speakers. Roy 
E. Larsen, president of Time, Inc., will 
address the Ad-Sales luncheon Tuesday, 
October 14. 

Dr. Norman 


Shriner, 


Advertising- 


Vincent Peale, minister 
of New York City’s Marble Collegiate 
Church and lecturer and radio com- 
mentator, will speak before the luncheon 
meeting of the National Association of 
Mutual Insurance Agents Monday, 
October 13. That group also will hear 
Erwin D. Canham, editor of the Christian 
Science Monitor, at a breakfast Tuesday, 
October 14 


Judge Conway Toastmaster 


General Brokers’ Dinner 
Oberman, president of the 
General Insurance Brokers’ Association 
ot New York, Inc., announces that Judge 
Albert J. Conway of the Court of Ap- 
peals of the State of New York will act 
as toastmaster at the 27th annual dinner 
of the association to be held at the Ho el 
\stor on the evening of October 29. 

Presentation of the General Brokers’ 
1952 Gold Medal Award will be made 
at the dinner to H. C. Conick, general 
attorney of the Royal-Liverpool Insur- 
ance Group. 


Samuel 


Four Agents’ Sons Attend 
Hartford Training Center 


As the 37th session of the Hartford 
Fire’s training center opened at Hart- 
ford, 21 members from 13 states were 
enrolled for the four weeks’ study of 
fire and inland marine insurance. The 
group includes several World War II 
veterans, one husband and wife team, 
and four men who have joined or are 
about to join their fathers in the busi- 
ness. 

Agents’ sons attending this session are 
William A. Wilde, Jr., of the W. Allen 
Wilde Agency, Winchester, Mass.; 
James L. Kreighbaum of the Kreigh- 
baum Insurance Agency, Swineford, Pa.; 
Robert R. Mackey of the Fred R. 
Mackey Agency, Lawrence, N. Y., and 
Robert T. Frackenpohl of A. J. Fracken- 
pohl, Newark, N.- J. 


Lewiston-Porter Agents 


Club Chartered in N. Y. 

A New York State charter has been 
received by the newly formed Lewiston- 
Porter Agents Club, Inc., which has for 
one of its purposes the study of problems 
of insurance in the Lewiston-Porter Cen- 
tral school district for the best interests 
of the school, according to a statement 
made by the officers. 

The organization is composed of in- 
Surance agents in three categories : 
those living within and having most of 
their business in the district; agents liv- 
ing within the district but with business 
affiliations outside the district; sub- 
agents representing companies outside 
the district. 

Officers elected include president, 
Robert Stevens, Lewiston; vice presi- 
dent, C. Edgar Allen, Lewiston: execu- 
tive secretary-treasurer, Daniel TL. Wil- 
son, Youngstown; corresponding secre- 
tary, Leo Thaler, Lewiston; director, 
Harry Long, Lewiston 


WILDER HOME STATE AGENT 

The Home announces appointment of 
(;eorge Wilder as associate state agent 
in the Indianapolis, Ind., office. Mr. Wil- 
der, a graduate of the University of Vir- 
ginia, was employed by the Home in 
\pril, 1936. He served in various capaci- 
ties at the head office of the company 
in New York until Januarv, 1942, when 
he entered the armed forces. Upon his 
discharge in February, 1946, he was ap- 
pointed special agent of the service de- 
partment with headquarters at the home 
office. In May, 1946, Mr. Wilder was 
transferred to the Home’s Indianapolis 
office as a special agent. 
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Fisher and Lounsbury 
Added to Nebr. Program 


and Ralph R. 
added to the 
Second Bi- 
Institute, to be held 
Nebraska in Lin- 
November 1, ac- 
Lincoln by 
Insti- 


Carleton I. Fisher 
have been 


agenda of the 


Lounsbury 
speaking 

ennial Insurance 
at the University of 
October 31 and 
announcement in 


coln, 
cording to 
E. J. Faulkner, 
tute. 

Mr. Fisher will represent property and 
“Distribution 


chairman of the 


interests on the 
section of the 
Gross, Inc., 


casualty 
Developments” 
He is vice president of H. J. 
Rhode Island, 
years been active in agents’ 
association work, both in Rhode Island 
and nationally. Mr. Lounsbury will speak 
on “Current Tinnde, Problems, and De- 
velopments in Insurance” at the banquet 
on Friday evening. He is president of 
the Bankers Life of New Jersey, and 
has been active for many years in the 
American Life Convention, the Life 
Insurance Agency Management Associa- 
tion, and the Health and Accident Un- 
derwriters Conference. 


program. 
of Providence, and has 
for many 


Multiple Peril Forms 
Are Approved in Vermont 


The homeowners’ policies A and B of 
the Multiple Peril Insurance Rating Or- 
ganization have been approved in Ver- 
mont. This makes five states in which 
these new broad form dwelling policies 
combining numerous coverages are 
effective. 





EXCELLENT LOCATION FOR 


COMPANY 
FUNCTIONS 


OF EVERY KIND 


Private rooms for 10 to 3000. 

Wonderful values! 5 min.from 

downtown N.Y. Clark St. sta. 

7th Ave. IRT sub. in hotel. 
MAin 4-5000. 


wore. ST. GEORGE 


Clark St., Brooklyn 
N.H. Free, Mgr. C. R. Maison, Bt. Mgr. 
BING & BING, Inc., Management 
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I ( VERSATILE MAN, your Home Insurance agent. He knows 
vi) A insurance, Sure—that’s his life’s work. But you may 
se : ‘ : 
| find that he’s also a prime mover in many Important com 
munity activities, It’s his nature to work with and for 
(24 People. As a 800d insurance man, naturally he has a keen 
betes sense of responsibility, Sets satisfaction from doing things 
toms for people. In short—he’s your good neighbor, 
EEL 
Coty 
ety 
I-tyyvl An Independent 
5 Businessman, your 
1-0 Property insurance agent has 
Ktaape invested his money as. well as 
Wiis his efforts in your community 
eer 29 He knows the Problems of 
both businessman and home 
Yh owner and you can depend 
De: on this—he’s loyal to you 
i and your town, 
S 
WY 
# 
ene . ~ 
A Real Safety Salesman, your insur, 
HECat is interested in Preventing trouble 
yan neighbors. That's why so many Ho 
: i} ers ri 
kee Like ' Decner, eader In worthy community proje 
on your insurance man 
Koki 





has a 24 hour a day job 
z 







ance agent 


for you and your 
me agents are 
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9 It represents him in 
+s , the Home agent. a aand 
it tells is important to a his immortan 
a aes light to the people he sg Reta I sae 
= cia community. It’s designed to help you sell by 3 
place in his 


to your customers and prospects. 
| * THE HOME* 
Susuronce Coupeany 
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Transferred to Chicago 
By North British Group 





WALTER F. MOORE 
Assistant Secretary Walter F. Moore 

of the North Bri 

transferred from his post as assista 


4 


in the Central - Western departments 
at the home office in New York to 
the Midwestern department at Chicago 
as assistant to Secretary Charles L. 
Day. This is one move in the plan by 
he group for decentralization, and ex- 
pansion of the Midwestern department 
Mr. Moore, wh a was associ- 
ated with Mr Da at the home office, 
has had field Piero esd also in various 
Mi dwestern states. He has been in the 


business over 27 years. 





sh Group is being 
t 











Tye on Taxation 


(Continued from 23) 





idends to the stockholders. Part- 
and individual proprietors are onl) 

ice. Accordingly, the partner 
has no problem of profit with 










. a close estimate 
s and dividend pay 





al a determination 

rf ame i ve ax ay ages of the 
corporate or non-corporate torm. 

Entirely apart from the double tax 

of dividends, it is often overlooked that 

de tion may occur when the 


liquidated or when the 
At that time the corporate 
\ be reflected in the in- 
cre ised net worth of the corporation. 

rmally, this enhanced value of appre- 
ciation is taxable at long-term capital 
n ordinary rates. 
ily apparent that 
made through re 








cain rates rather thi 
However, it is rez 








some of the tax saving - 
tention of earnings will be dissipated 
on sale or liquidation. On the other 


has been paid 
current earnings, there is no tax 
ion ( faa okt nguished from 


¢ ] ) 1] 
ip as suc Fy since all 
: 1 


assuming the tax 















hip income has borne its share 
the tax as earned. 


Outside Income of Owners 


fourth factor having signifi- 
relatively few is the status of 
ncome of the owners. In the 





the unincorporated agency, the 

i income is added to the partner- 
ship or proprietorship income and is 
top income surtax rates 
a stockholder having outside 
income has added to it only the amount 
rT ] \ and dividends i 
ceived. Income left in the corporation 
is usually not subjected again to tax 
until distributed, and if distributed in 
complete or bona fide partial liquida 
tion would go out to the stockholder 
mwwner at capital gain rates 

What are some of the more specific 
tax problems facing an agency ? 
The tax sreliicties of the one-man 














corporate Sz 














agency are not essentially different from man agency, therefore, need not become 
those of any other sole proprietorship involved in a husband and wife partner- 
of a personal service nature. He natu- ship under existing tax laws. It has the 
rally wants to be sure he is operating benefit of such tax treatment without 
his agency with a minimum of tax all the collateral problems which such 
cost. However, the established fact is partnerships create. 
that there are only certain basic meth- Whether a joint return should be 
ods whereby an individual can legally filed is, except in unusual cases, essen- 
reduce his tax cost. They are: tially a question of avian since 
3 the tax advantages flowing from the fil- 
ing of a joint return and the attendant 
Bg tae Py income-splitting increases with the dis- 
(2) Taking or shifting allowable de- parity between the income of spouses. 
ductions. Where the wife has no income the ad- 
(3) Shifting income to more than one vantage is the greatest, decreasing as 
entity or to different years. the incomes approach each other. 
(4) Converting ordinary income into It should be realized that you have 
capital gain incomes. : considerable discretion in the timing of 
(5) Claiming dependency credits prop- YOU deductions, with the result that by 
shifting them from year to year, you 
: : : : may better control the impact of tax 
(6) Electing the use of tax forms, Jay. Be jai though, that you do 
accounting basis, and joint or separate pot shift expenses in a declining tax 
return privileges which result, trom year 
to year, in the smallest tax. 


(1) Taking advantage of all exclusions 
from gross income. 


rate period. 

For example, if your agency is em- 
Often I find that taxpayers are so barking upon an advertising campaign, 

concerned with deductions that they you may wish to give consideration to 

neglect exclusions or fail to appreciate timing this expense so that the income 

the limitations on dependency credits. to result from it will fall in the same 

taxable period in which you incur the 


The exclusions include tax-exempt inter- 
it expenses. 


est, gifts, loans, bequests, damages, life . ; 
insurance proceeds and annuities (with In these situations, however, your 
rtain exceptions). Exclude these items choice of accounting methods may con- 
from gross income—if you do not, the trol since if you adopt the accrual, rather 
actan probably would not call it to than the cash method, you will have to 
accrue the expense without being able to 
Also, if vour son is working tem- accrue the income. Probably, the cash 
porarily only, you ought to see that method is preferable in the smaller agen- 
he does not earn a few dollars more cies since (1) it is simple, no foresight 
than his exemption credit. It is quite a oT hindsight being necessary for the 
disappointment to find you let your setting up of accruals, and (2) taxes are 
child earn a few dollars during his not payable until the cash with which 
summer vacation (which is promptly to pay them is at hand. 
spent, no doubt), and then find he is (To be Continued) 
a tax exemption. - 
AUTO CLAIMS “ASSN. MEETS 
The Automobile Claims Association, 
Inc., of New York held a luncheon meet- 
ing yesterday, October 9, at Miller’s 
Restaurant in New York. New members 
of the association include Ray L. Cob- 
leigh, General Adjustment Bureau, and 
Walter Schaefer, Sun Insurance Office. 


your attention. 


no longer 
Shifting Income 

The shifting of income to more than 
one entity is no longer an easy matter, 
particularly where what is assigned is 
rights to income rather than a property 
interest from which income flows. It is 
not legally possible to assign the right 
to income and thereby escape tax by 
shifting it to another taxpayer. 

However, now that husbands and FIREMEN’S RAISES. DIVIDEND 
Wives are permitted to divide their in- Directors of the Firemen’s of Newark 
come, one of the most vulnerable tax this week voted to increase the annual 
steps (attempting to shift income to the dividend from 80¢ a share to the rate 
fe) no longer is a problem. The one- of 90¢ a share. 
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All-Year Fire Prevention 
: 
Campaign by N. J. Agents 

The New Jersey Association of Insur- 
ance Agents has mapped a year-around 
safety campaign to sell the public on the 
need for continual vigilance to prevent 
fires. 

The program was launched this week 
by the organization’s executive commit- 
tee after President Roy H. MacBean of 
Cranford produced figures showing de- 
struction of homes and other buildings 
by fire is increasing. The report con- 
cerned Fire Prevention Week, currently 
being observed throughout the country. 

Mr. Mz icBean said the rate of home 
fires has increased faster than the rate 
of construction. “While there has been 
a 10% increase in houses built in the 
past five years, the annual number of 
fires in residences has increased 38%,” 
he asserted, adding that last year 400,- 
000 homes and apartments caught fire, 
with a death toll of 4,000 children alone 

Sol S. Holland, vice president of 
J. I. Kislak Co., Jersey City, presided 
Wednesday at his first meeting follow- 
ing his election at last month’s conven- 
tion as chairman of the executive com- 
mittee. 


Hall, Payne Springfield 


Specials in Eastern Area 

The Springfield Group, Springfield, 
Mass., has announced appointment. of 
two additional special agents in the 
Eastern area. 

Charles FE. Hall, a native of Meriden, 
Conn., has been assigned as special agent 
in western New York to do valuation 
and rate work. A graduate of the Uni- 
versity of Connecticut in 1951 he also 
was graduated from the Springfield 
Group’s insurance training school last 
June and has since gained experience in 
rate and valuation work in the New York 
suburban area. He served two and one- 
half years in the Army during World 
War II. He will make his headquarters 
at Rochester. 

Charles E. Payne has been assigned 
to western Pennsylvania to handle in- 
land marine business. Mr. Payne at- 
tended Clark University and was grad- 
uated in June from ~the Springfield 
Group’s insurance training school. He 
has since received advanced inland ma- 
rine training at the New York branch 
office. His headquarters will be in Pitts- 
burgh. 


A. M. Best’s Recommended 


Insurance Attorneys Ready 


Best’s Recommended Insurance Attor- 
neys, the twenty-fourth annual edition, is 
now ready for immediate distribution. 

This work was instituted for the con- 
venience of firms which require experi- 
enced legal counsel in cities distant 
from their centers of operation. It holds 
a certificate of compliance from the 
Standing Committee on Law Lists of the 
American Bar Association, and contains 
the names of attorneys _ particularly 
qualified to handle insurance claim work, 
including investigation, adjusting and 
trials. 

Only those law firms which have repre- 
sented insurance companies and_ have 
been recommended by them are listed. 
Each firm has been carefully and _thor- 
oughly investigated by the Alfred M. 
Best Co. as to local reputation, facilities, 
types of practice, experience, standing at 
the Bar, etc. 

Best’s Recommended Insurance Attor- 
neys conti ins an exhaustive and concise 
digest of the insurance laws of each 
state and of the Canadian provinces. 
Outstanding attorneys in each territory 
have collaborated in the preparation 0! 
the digest. 

At a cost of $5, this reference work 
can be ordered from the New York home 
office of the Alfred M. Best Co., Inc., at 
75 Fulton Street, or from any of their 
branch offices in Atlanta, Boston, Chatta- 
nooga, Chicago, Cincinnati, Dallas or Los 
Angeles. 
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NAIC Seeks Acceptable Definition 
Of Reinsurance Declares Glennon 


Some aspects of reporting reinsurance 
transactions in annual statement blanks 
were reviewed by Joseph R. Glennon, 
Chief Deputy, Illinois Insurance Depart- 
ment, when he addressed the uniform 
accounting and statistics conference of 
the Mutual Insurance Advisory Associa- 
tion in Chicago recently. Discussing 
reinsurance contracts in general today 
Mr. Glennon, who is chairman of a sub- 
committee of the National Association 
of Insurance Commissioners studyin 
this problem, said in part: 

“The problem of terminology is one 
of the first that must be faced by any- 
one attempting to deal with any of the 
problems relating to reinsurance. There 
is no official glossary or other authentic 
source of terminology and definitions. 
The technical subcommittee’s report con- 
tained some, but it was not intended to 
be comprehensive listing and no effort 
has been made to keep it up to date or 
add others. Incidentally, some of those 
contained therein have already been 
questioned by certain members of the 
industry. There are new terms coming 
into rather general use all the time 
and many items have a somewhat vary- 
ing meaning depending upon local usage 





Problem of Definitions 


“Here are two examples of the prob- 
lems inherent in establishing accept- 
ible definitions: 

“1. In 1950 a committee of the indus 
try was appointed to recommend a defi 
nition of the term reinsurance. The 
following excerpt is quoted from its re- 
port of December 9, 1950: ‘It is the 
unanimous opinion of the committee that 
it would be detrimental to the reinsur- 
ance phase of the insurance industry 
to undertake to define or redefine the 
term reinsurance.’ 

“In other words, they wouldn’t come 
up with an acceptable definition. 

“2. Just recently an industry com- 
mittee submitted a tentative definition 
of ‘excess of loss reinsurance.’ In my 
opinion, the definitions that would be 
necessary to define the terms used would 
be longer than the definition itself. 

“The development of contracts with 
new or different features and the com- 
bining of old style contracts into one 
comprehensive document has in some 
ways added to the confusion. The fact 
that in some cases the contracts are 
drawn by men not skilled in such work 
often opens the way to misunderstand- 
ings, 

“The establishment of clearly defined 
standards of conduct by the industry 
would be a big help. However, this does 
not seem possible, as reinsurance as a 
class, is probably subject to the least 
amount of regulation and has always 
been characterized by a feeling that it is 
a field for the ‘rugged individualists.’ 
In addition, the great bulk of the rein- 
surance volume is not written by the 
professional reinsurance companies, but 
as a ‘sideline’ by most of the direct writ- 
ing companies. I have heard it said that 
considerably less than 25% of the total 
volume goes to the professional reinsur- 
cre. 





No Standard Contracts 


“There is no standard provisions law 
—no New York Standard Fire Policy— 
no C.S.O. table for the reinsurance busi- 
ness. In fact, there is very little statu- 
tory law on the subject. By and large, 
most contracts are dictated almost en- 
tirely by the needs and wishes of the 
Parties to the agreement. 

“To some of us many reinsurance con- 
tracts appear to be deliberately unclear 
and full of verbiage and useless clauses 
and phrases. This has lead to needless 
misunderstandings in the companies, the 
departments, and among the examiners. 

“Let me cite one example to illustrate 
how some contracts confuse the average 


ing of reinsurance transactions and re- 
insurance contracts is clearly evident 
from the writeup of that phase of the 
company’s operations appearing in many 
examination reports.” ; 


Excess of Loss Reinsurance Proposal 


Taking up the question of excess of 
company officer and department staff loss reinsurance, particularly the Insur- 
member. Several years ago a large ance Company of North America pro- 
reinsurance company sold an_ excess posal, Chief Deputy Glennon said: 
loss contract, the premiums for which ‘This proposal involved two items: 
were based upon a five-year moving (1) That excess of loss reinsurance 
average of the recoveries that would should be treated and reported as a 
have been or had been made under the separate class of insurance in the annual 
contract. This is nothing new—but the statement and in the insurance expense 
catch to this one was the ceding com- exhibit. (2) That a special loss reserve 
pany made an unconditional promise to be required for this type of business for 
repay any recovery under the contract the purpose of a more even distribution 
over the ensuing five years. If the con- of underwriting profits and losses for 
tract was cancelled for any reason the over a five-year period. 
unpaid balance or balances became due “Opposition to the proposal origi 
at once. nally came from two sources; the Na- 





“Recoveries made under a contract tional Board of Fire Underwriters and 
drawn in this manner clearly constitute the representatives of the oo 
a loan of cash, and only that, and hence reinsurers. More recently, and to a mor 
would have to be offset by a ledger limited extent, opposition has been 
liability in a like amount. How anyone’ voiced by the Association of Casualty 
can find an element of ‘transfer of risk’ & Surety Companies, through its Com- 
and hence insurance in such an agreement mittee on Blanks and Uniform Account- 
is beyond me. Yet, I have been informed _ ing. 


that such contracts were very popular “Amreco has been showing certain 
with the companies and were only ques- types of excess of loss reinsurance con- 
tioned by two Insurance De partments tracts for fire lines as a separate class 

“The average examiner’s understand- of insurance in its annual statement for 





a number of years, and it is my under 
standing that several of its associated 
companies have been following the same 
procedure. 

“At the June meeting of the NAI¢ 
certain members of your association, 
either officially or unofficially gave—at 
least limited endorsement—to thi 


posal. 





Questions to Be Solved 


“Even a cursory examination should 
indicate that many problems are in- 
volved. Without attempting to cover 
them all, or to list them in any particular 
order, the following come to mind: 

“(a) The establishment of an accept 
able definition. ; 

“(b) Income taxes, if the special loss 
reserve proposal were adopted. 

“(c) The changes that would be neces 
sary in the annual statement. 

“(d) The problem of determining that 
such a presentation would not throw out 
of gear the operating ratios now appear 
ing in the annual statement, particularly, 
those ratios that might be used as a 
guide for establishing rates. (I am awar 
the there 
the annual statement can or should he 
used for this purpose.) 








is some question as to whet} 








“(e) Because no acceptable « 
has yet been eatalstaatied: it is a 


hard to determine at this time how 


(Continued on Page 30) 
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We help you go all the way. 


added Life service that your clients want. 


A Downtown Life Specialist helps you sell. 


For details Dial Digby 4-0040, or— 
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Downtown Agency Brokerage Specialists give you the 
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A mutual life insurance company 
Home Office: Newark, N. J. 








DOWNTOWN AGENCY To Eubank & Henderson 


EUBANK & HENDERSON | <5" 


Managers Show me how easy 
40th Floor, 40 Wall St. New York, N. Y. Downtown Agency 
The Prudential Insurance Company of America Name 
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BACKS INVESTMENT FREEDOM 


Brazilian Leader Holds Insurers Should 
Have Right to Manage Their Re- 


serves in Various Countries 


Dr. Augusto Xavier de Lima, superin- 
tendent of the Sul America Companhia 
Nacional de Seguros de Vida and techni- 
Brazilian 


cal counselor of the Reinsur- 


ance Institute, Rio de Janeiro impressed 
listeners at the recent Hemispheric In- 
surance Conference with his defense of 
the rights of insurance companies to 
have general control of investments. 
Speaking in New York he declared that 
management of technical reserves should 
belong exclusively to the enterprises 
that establish them. 

“It is incumbent,” stated Dr. de Lima, 
“on the government to determine the 
property in which the reserves should be 
invested with a view, at all times, to 
protection of their soundness and re 
turns, but it would be a violation of pri- 
property to compel companies to 
to government bonds. 
special conditions of 
country, it is essential: that the 
vield from technical reserves be much 
higher than the actuarial figures. 

“Also in order to protect the sound- 
these reserves’ value and steady 
and high returns therefrom, the compa 
nies must be allowed to manage them 
with full freedom, although subject to 
state supervision. 

“Lastly, the companies will not be able 
to guarantee the assumed if they 
are prohibited from oper iting in accord 
ance with the necessities of the economic 
situation of each country. 

“To deprive the companies of the right 
to manage their reserves, and channel 
such reserves although indirectly, to- 
wards the nation’s coffers, is a blow 
against the insurance enterprise, which 
is considered by modern civilization as 
the most form of protection in 
the social and economic sense.” 


vate 
subscribe 

“Owing to the 
each 
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North America Expands 
World-Wide Operations 


The foreign department of the Insur- 
ince Co. of North America continues 
worldwide expansion. New branch serv- 
ice othces have been re recently in 
\del aide, Australia, and ape Town, 
South Afric In addition, rb company 
has ibe Renal in Colombia, South 
America 
The Adelaide service office is in the 
Lensworth Building, 82 Flinders Street 
and is under the managership of Henry 
H{. Langdon. North America now has 
offices in four of the six states of Aus- 
tralia. All operate under the direction 
of the Australian service office in Syd- 
nev. E. W. H. Cowper is manager for 
\ustral: —_ 
The ape 
SE oss 
Johannesburg 


Town service office at 73 
Street, functions under the 

service office. A. C. Kil- 
burn is manager for South Africa and 
Douglas Edgar Willemse is manager at 
Cape Town. 

The Colombia operations are under the 
direction of General Agent Miguel 
Planas, who has his head office in Bo- 
gota and branches in all principal cities 


AIU Now Entered in Burma 


American International 
which was entered in India in 1945, is 
now writing business in Burma, said 
Mr. Lawrence on a recent visit to New 
York. Mr. Lawrence said that ATU 
(Burma) Ltd., formed this year, 
representing the Hanover Fire Insurance 
Co, and the New Hampshire Fire Insur- 
ance Co. for fire, marine and casualty. 
AIU (Burma) Ltd., confines its business 
to accounts of banks in the territory 
controlled by the national government. 
Rice and timber are under government 
control. 

Mr. Lawrence said: “If Premier Tha- 
kin Nu could consolidate all the warring 
factions and bring Lower Burma under 
control, his country could have a favor- 
able trade balance and take its place 
as a great exporter of essential goods.” 


Underwriters, 


Was 


GOES WITH AMERICAN PLAN 


Nunn Named Agency Supervisor of Corp. 
Which Manages Physical Damage 
Lines of American Fidelity Fire 


Mark M. Hart, president of the Amer- 
ican Plan Corp., announces the appoint- 
ment of Harold W. Nunn as agency su- 
pervisor of the corporation. 

Mr. Nunn, formerly associated with 
Motors Insurance Corp. and General Ex- 
change Insurance Corp. in the capacity 
of regional auditor, servicing branches 
in the United States and Canada, has 
been associated with the American Plan 
for one year, during which time he has 
supervised the underwriting function of 
the organization. 

He received his early education in 
Birmingham, Ala., attended Prep School 
at Kimball Union Academy, pre-law at 
Williams College and the University of 
North Carolina, and Law School at the 
University of Alabama. He holds A.B., 
B.S., and LL.B. degrees and is a mem- 
ber of the bar of New Jersey. During 
the war he served as navigator with 
Naval Aviation in the North and South 
Pacific, being discharged as a Lt., j.g., 
late in 1945, 

The American Plan Corp. serves as 
United States automobile physical dam- 
age manager for the American Fidelity 
Fire Insurance Co. 


Holds Dishonest Assureds 
Cause Higher Auto Rates 


The automobile insurance business and 
the American public must cooperate to 
solve the problem of rising rates for car 
physical damage coverage if the “birth 
socialized insurance” is to be prevented, 
Mark M. Hart, president of the Ameri- 
can Plan Corp., told the 100 Club, a 
group of business leaders, at the Hotel 
Plaza in New York. 

Mr. Hart, whose corporation special- 
izes in collision, fire and theft insurance 
on financed automobiles, said that people 
should be told that dishonest assureds 
and repairers are causing insurance com- 
panies countless millions of dollars of 
losses in excess of damages actually sus- 
tained. Since the honest assured even- 
tually is hit by dishonest practices in 
the form of higher rates, it is certain 
that when he becomes fully aware of 
this situation he will “spread the gospel 
of fair dealing and honest practice,” he 
added. 

Unless some workable solution to the 
problem is found, the insurance execu- 
tive warned, state insurance pools de- 
signed as a “catchall” for undesirable 
business that companies ordinarily de- 
cline because of poor loss experience 
thereon, will become more prevalent. 














The TOWER BRIDGE 


over the Thames 


River in 


London was completed in 18094 at a cost of £1.500.000. 


It is a suspension bridge whose 200-foot central span 


can be raised by hydraulic pressure to permit the 


passage of vessels. A footway, 142 feet above high 


water. can be reached by stairs in the Gothic towers 


which flank the central span. 


The insurance industry, like this famous bridge, 
is geared to meet the changing conditions in 


a world of commerce and to distribute the 





stress and strain placed on modern business. 


90 JOHN STREET 
NEW YORK 38, NEW YORK 








AVIATION 1947-51 FIGURES 


Large Drop in Earned Premiums in 

1951; Hull Ground, Crash, Liability 

and Accident Ratios Given 
experience statistics, 
marized on an estimated earned basis, 
for the years 1947-1951 
been issued by the New York Insurance 
Department. The figures include 
companies only. Aviation earned pre- 
miums in 1951, estimated, are far be- 
low those for previous years. 

On hull ground coverages the net di- 
rect premiums earned in 1951 were 
$2,114,723, less than half the figure 
for any of the four previous years. The 
loss ratio was 48.49%, compared with a 
five-year loss ratio of 41.54% 

For hull crash coverages the 195] 
premiums were $3,181,624, less than a 
third of the 1950 total and about 40% 
of the previous years’ premiums. The 
1951 loss ratio was_ 47.75% compared 
pare the average of 53.11% for the five 

rears. 

Aircraft passenger liability premiums 
in 1951 were $3,133,736, less than half 
the 1950 figure and about 75% of the 
figures for 1947 - 1949 individually. The 
ratio was 56.43%, against 59.18% 
for the five years. 

Aircraft public liability 
1951 totaled $533,040, about 
1950 total. The loss ratio 
against an average of 24.76%. 

Personal accident (individual and 
group) premiums for 1951 were $2,293,- 
343, nearly one-third below the 1950 
figure but close to the total for each 
of the first three years in the compila- 
tion. The loss ratio year was 
34.10% against 37. arn for the five years. 


Aircraft Crash Rescue 
Problems Pamphlet Issued 


“Aircraft Crash Rescue Problems” are 
analyzed in a new publication by that 
name released by the National Fire Pro- 
tection Association, the non-profit tech- 
nical and educational organization to 
promote the science of fire protection. 
Written by George Tryon, secretary of 
the NFPA’s aviation committee, the 16- 
page pamphlet is directed to fire depart- 
ments and reviews aircraft fire accident 
experience as a basis for the conclusions 
presented. 

According to Mr. Tryon, rescue of per- 
involved in aircraft fire accidents 
depends upon aircraft design factors, the 
severity of the impact and whether fire 
control or extinguishment can be se- 
cured. The pamphlet discusses each of 
these phases using actual incidents to 
illustrate the conclusions. Thirty-six 
photographs and six diagrams are used 
to assist the reader in understanding the 
problems involved. 

Copies of the pamphlet are available 
from the NFPA at 60 Batterymarch 
Street, Boston 10, Mass., for $1.50 each. 


Aviation sum- 


inclusive, have 


stock 


loss 


premiums in 
50% of the 


was 9.08% 


last 


Sons 


Employers’ Names Solari 


Asst. Manager in N. E. 


Edward J. Solari has been appointed 
an assistant resident manager of the 
Employers’ Group’s New England de- 
partment, to have charge of fire opera- 
tions, according to an announcement by 
Edward A. Larner, chief executive of the 
Employers’ Group Insurance Cos. 

Mr. Solari has been with the Employ- 
ers’ since 1929 when he became an un- 
derwriter and an assistant in the special 
risk department in the Boston office. 
Three years later he was placed in 
charge of that department until June. 
1936, when he was appointed manager 0! 
the metropolitan fire department in Bos- 
ton. He has held this position until his 
present appointment. 


INLAND CLAIMS MEETING | 

The Inland Marine Clz 1ims Association 
will meet Wednesday evening October 
15, at Miller’s Restaurant in New York. 
The “Hope” diamond and several other 
internationally famous gems will be dis- 
cussed. James N. Copnins, Glens Falls, 
is president of the IMCA. 
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CHARLES C. TOMLINSON RETIRES 


Superintendent of Loss Department, 
Aetna Insurance Group, Served for 
More Than 47 Years 
Charles C. Tomlinson, Jr., superintend- 
ent of the loss department of the Aetna 
Insurance Group, has retired to the 
company’s reserve force after over 47 
vears of service. Mr. Tomlinson’s retire- 
ment rounds out a centurv of outstand- 
ing family service to the Aetna. His 
brother, former Vice President Henry R. 
Tomlinson, who retired on December 31, 
1950, had been with the company over 52 

years. 

Mr. Tomlinson joined the mail depart- 
ment of the Aetna in 1905 shortly after 
he left Hartford Public High School. He 
was subsequently transferred to the 
southern department and later to the 
loss department where he advanced 
through various positions. He was ap- 
pointed loss department supervisor in 
1936 and nine years later he was made 
superintendent of that department. 

\ native of Hartford and son of the 
late Charles C. Tomlinson, former presi- 
dent of the Taylor Lumber Co., Mr. 
Tomlinson has been an active member 
of the Aetna Men’s Club for many years 
and served as its fourth president. He is 
also a member and past president of the 
Aetna’s supervisors conference. 





North America Expands 
Kansas City Office 


Insurance Company of North America 
announces that its Kansas City field 
office is being expanded and will now 
rank as one of the company’s service 
offices. It will be under the manager- 
ship of William J. Mitchell, formerly 
assistant manager of the St. Louis serv 
ice office. 

Expansion of the Kansas City opera- 
tions will provide more efficient service 
of the fire, auto and marine business of 
North America and Philadelphia Fire 
and Marine agents in Kansas and west- 
ern Missouri. 

Mr. Mitchell joined North America 
gg! graduating from the University of 

Louis in 1929. He has been associ- 
ad with the St. Louis service office 
since 1931. 


American Appoints Kaga 
And Crippen in Indiana 


The American Insurance Group of 
New Jersey announces the appointment 
of Don G. Kaga as special agent in 
charge of northern Indiana, and the ap- 
pointment of Manson Crippen as special 
agent to assist Mr. Kaga. 

Mr. Kaga has more than 20 years in 
surance experience including both ad- 
ministrative, field and agency work. He 
has also taken insurance courses at 
Northwestern University. Mr. Crippen 
attended Drake University and York 
College. His insurance experience in 
cludes both field and office work, with 
some emphasis on ink: und marine lines. 


Over 500 Blood Benue 
At Royal-Liverpool 


Over 500 Royal-Liverpool Insurance 
Group employes have pledged to give 
blood to the American Red Cross Blood 
Bank on October 8 and 10. The 11th floor 
of the Royal’s 150 William Street build- 
ing has been converted to a blood bank 
Station for these two days. 

The Royal blood bank has been in op- 
eration since 1949, donations being made 
twice a year. Half the blood donated 
goes to the Red Cross for use in Korea, 
half remains in the Royal-Liverpool 
blood bank for use by its employes 
and their families in case of need. Dona- 


tions have this year reached an all-time 
high, 


NYG. POND MEETS. OCT. 15 

The New York City Pond of Blue 
Goose will hold its opening dinner-meet- 
ing of the season on Wednesday, Octo- 
ber 15, at the Drug & Chemical Club in 
New York City. 




















... Remember the baker’s dozen? Remember how he 


tossed in a little something extra.. 


.the 13th roll... 


free, for nothing. Just to show you he thought something 


of your patronage. 


Well, General Cover does the same thing with its 
Reporting Form. It does more than a Standard Fixed- 
Amount policy. It takes to heart the man with the prob- 
lem of the fluctuating inventory. It’s the answer to his 
prayer for complete, not-too-much-or-too-little protection 


when his stock values dip or soar. 


Because... for spending perhaps 30 minutes a month 
filling out a form he has complete and automatic coverage 
at all times. And he pays only for the amount of insur- 


ance actually required. 


ad Cnrsur~ance | 


ROYAL: LIVERPOOL 


Croup . | 


CASUALTY FIRE * MARINE + SURETY 
150 WILLIAM ST., NEW YORK 38, N. Y. 


ROYAL INSURANCE COMPANY. LIMITED © ROYAL INDEMNITY COMPANY © AMERICAN & FOREIGN INSURANCE COMPANY © THE 
BRITISH & FOREIGN MARINE INSURANCE CO.. LTD. © NEWARK INSURANCE COMPANY © QUEEN INSURANCE COMPANY OF AMERICA 
THE LIVERPOOL & LONDON & GLOBE INSURANCE CO. LTD. © GLOBE INDEMNITY COMPANY © STAR INSURANCE COMPANY 


OF AMERICA * THAMES & MERSEY MARINE INSURANCE COMPANY. LTD VIRGINIA FIRE & MARINE INSURANCE COMPANY 












See Passage of Free 
Market Bill in Brazil 


WILL AID FOREIGN INVESTORS 
General Manager de Beauclair of AlU 
Says Nationalization Trend Is Being 
Modified There 
Foreign insurance companies in Brazil 
will benefit by the exchange market 
bill which is expected to pass through 
Congress shortly, general manager of 
AIU in Brazil, Dr. Odilon de Beauclair, 
says. The bill, which has been approved 
by the economy committee of -the Cham 
ber of Deputies, will allow the companies 
to remit freely their premiums of re 

insurance and their profits, he added 

Dr. Beauclair said that in accordanes 
with this bill, the Banco do Brazil will 
grant the official rate for remittances uy 
to 10% of the capital entered into the 
country. Excess of 10% can be remitted 
under the free exchange market. 

The bank will furnish dollars at the 
official rate of 18.72 cruzeiros for agri 
cultural machinery and other commodi 
ties considered necessary for the devel 
opment of the country and will adopt 
other rates for less necessary commodi 
ties, he said. 


Commends Hemispheric Conference 


Dr. Beauclair came to New York as 
i. delegate of the 4th Hemispheric In 
surance Conference, the organization of 
which he described as “perfect.” “In 
my opinion,” he said, “the most impor 
tant outcome of the conference was the 
recommendation, adopted unanimously 
to foster and defend private enterprise 
in connection with the insurance indus 
try and to resist any interference from 
governments except to the extent of fis 
calising company operations.” 

Dr. Beauclair said that the trend t 
wards the nationalization of insurance it 





Brazil was being modified. This was in 
dicated in a judgment handed down by 
the Tribunal de Recursos, one of thi 


highest courts in the land, which recent ly 
unanimously recognized the right of a 


national capitalization company to let 
foreign stockholders subscribe to the 
increase of capital. 


“This judgment modifies the present 
interpretation of the _ al Superintend 
ent of Insurance as regards the owne1 
ship of stock by Scanian and we 
expect, very soon, to see the entire 
modification of the situation regarding 
foreign stockholders of national compa 
nies,” he added. 

Before joining AJU in Brazil in 1950 
Dr. Beauclair was the general manager 
of the Sul America Terrestes Maritimos 
KE Accidentes, Brazil’s largest insurance 
company He was, for seven years 
president of the Association of Insur 
ance Companies of Rio de Janeiro. For 
six years he was a member of the 
Technical Council of the Instituto de 
Resseguros do Brazil (the Reinsurance 
Institute) representing the insurance 
companies 

ATU in Brazil represents the Fire 
men’s of Newark, writing all lines of 
general insurance, except workmen's 
compensation. In its three and one-half 
years of operation, the Firemen’s has 
risen to first place in the 26 foreign 


companies operating. Recent figures in 
dicate an increase in their premium 
volume of about 60% over last vear 


OPENS MONTREAL OFFICE 

Markel Service, Inc., has broadened its 
international insurance services for truck 
and bus operators by opening an office 
in Montreal, Canada. This office is the 
second in Canada, the first having been 
set up in Toronto in 1951. Both are un 
der the management of Markei Service 
of Canada, Ltd., a subsidiary of the 
United States organization. 

Manager of the new office is Albert I 
Smith who, prior to joining Markel Sery 
ice in the Toronto office last year, was 
associated with the Department of High 
ways of the Province of Ontario where 
he inspected vehicles and conducted in- 
vestigations necessary to grant licenses 
for public vehicles in the province. 








ssc “THE EASTERN = 





UNDERWRITER 


October 10, 1952 








Explains to Agents Features of 
Comprehensive Farm Liability Form 


Holding there is a tremendous market 


6,000,000 farms in this coun- 
liability 


manager, 


among the 


trv for the sale of farm insur- 
Swinehart, general 
Ohio F 


solution to 


ance, Irvin 
liability 
demnity, 


armers In- 
sell- 


is in a better 


department. 
says that the 


ing more of this coverage 


working knowledge of the policy. In a 


talk 
agents’ conference at the National Asso 
Insurance Agents 
at Cleveland recently. Mr. 
outlined features of this coverage in part 
as follows: 

Six Classifications Essential 


“In the National 
bility manual there are 
farmers comprehensive 
Ten pages are devoted to the 
coverage, a 19 pages describe the 
classi fic can be used. OF all 
the classifica 19 pages, I will 
sav that the use of six classifications will 
write most of the insurance with whicl 
you will be presented, therefore the first 
10 pages are most important. 

“Some companies have their own spe- 
cial form of farm liabili policy. I 
believe most of these are based on the 
National Bureau form. 

“One of the first 
farmer’s comprehensive 
struck me was its 
comprehensive personal liability j 

y It is amazing the very little differ- 

except, of course, that it has to 
cover farming operations. Naturally the 
comprehensive personal policy does not 
cover this. Also there small twister 
in reference to coverage for domestie 


employes. 


before the rural and small lines 


ciation of convention 


Swinehart 


Bureau general lia- 
29 pages in the 
personal section 
policy 


cations that 


tions on the 


things about the 
personal policy 
to the 
cover 


that similarity 


is a 


Who Is Covered? 


insured, that is, the per 
named in the policy, the t 
insured, the relative 
premises, 
years of age 
You will notice 
a person. There 
for an individual 
don’t 
this 


named 
spouse 
med 
residing on the 
rsons under 21 
siding with the insured. 
this policy is set up for 
used 
insured or partnership. I 
riting any corporations on 
it may be possible with, 
of personal acts 


fore it should be 
named 
recall w 
form; however, 
of course, the exception 
coverage. 

For What Are They Covered? 

‘‘The liability imposed upon the in 
sured by law.’ Now good ex 
but if you use it you won't 
rance. A farmer’s legal 
more than his will- 
certain laws for the 
f his own family 
break one of 
to the public 
may purchase 
protect him 


this is a 
pression 
sell much inst 
liability is nothing 
ingness to observe 
security and 
If he accidentally 
these 1: i injury 
or property damage, he 
a farm liability policv 
The coverage is really to protect his 
financial structure, because the damage 
caused by breaking laws is usually 
repairable im money. 

Where Does the Coverage Apply? 


‘The policy 
accidents occurring 
owned, maintained or rente the in 

1 “a srt” 


sured It 


peace ol 


these 


protects insureds for 


premises 
activities, 
and 
g on t 
TS operations away f 
operation H 
to the farm 


straving of 


premises 
necessary and 
Of course, 
livestock 
premises 
have aute 


we 
locations 


matic cor 

cemetery 
burial va . vacant lots 
one- or two-family 


is being con 


plots and 
land upon which a 
residence or farm structure 
structed for the insured by an_ inde 
pendent contractor. Boats owned or 
rented to the insured, while used awav 
from the premises, provided the boat 


is not over ten horsepower or 25 feet in 
length. 

“The policy affords protection for ac- 
cidents, or rather I should say occur- 
rences, occurring during the policy term 
up to the limits of liability stated in 
the policy. 

How Does the Policy Cover? 

“The policy protects the insured for 
the limits expressed in the Declarations. 
For example, if the insured faces a 
$10,000 dollar judgment and he has a 
$10,000 dollar limit contract, the judg- 
ment will be paid and in addition the 
court costs, attorney fees and other 
defense costs will be paid over and above 
the limits of liability. 

“Every liability policy has exclusions, 
and the farm liability policy is no ex- 
emption. Sometimes I have done such a 
thorough job of explaining the exclusions 
that I have almost lost the business. Be 
careful not to make the same mistake! 
However, the exclusions should be 
Bp rht out. 

The policy does not cover aircraft 
or ria 2a away from the premises. 
It does not cover businesses or 
professions other than farming. 


“3. It does not cover farm emploves 


and residence employes unless so stated 
in the policy and a premium charge 
made for this coverage. 

“4. It does not cover farm tractars, 
trailers, implements, draft animals or 
vehicles while rented under contract to 
others for a charge. 

The policy does not cover injuries, 
sickness, disease, death and destruction 
caused intentionally by or at the direc- 
tion of the insured. 

“6. If you do provide employer’s lia- 
bility coverage, the important exclusion 
pertaining to this section is that it does 
not cover in case benefits are available 
or can be provided to injured employe 
by workmen compensation laws of the 
state. 

“T might add that in addition to the 
liability coverage provided by the policy 
there is $250 medical payments coverage 
automatically included. This coverage 
applies to members of the public only. 
It does not cover injuries to the named 
insured, residence employes or anyone 
on the premises because of the business 
conducted thereon.” 


Markel Luncheon Speaker 


Irvin Markel, 
can Fidelity & ( 
trucks and buses, 
week attending the 
American Trucking 
Tuesday he discussed late developments 
in the truck and bus insurance field at 

luncheon at the Hotel Roosevelt. 


president of the Ameri- 
asualty, large insurer of 
was in New York this 
convention of the 
Associations. On 





MOVE..! 


that can 


be your 
best move 





Signing up with just ONE 
new company can be the 
most important—the most 
profitable—move your agen- 
cy ever made. 


But be sure it’s the right 
company. 


And when you sign with a 
National of Hartford Group 
Company, you are making a 
No. 1 choice .. . that brings 
these essential dividends— 


@ multiple line underwrit- 
ing facilities that spell 
economy of operation. 


superlative service un- 
surpassed on under- 
writing, policy issuance, 
and claims handling 
that promotes maxi- 
mum agency efficiency. 


cooperation by provid- 
ing practical and effec- 
tive sales help and pro- 
motional materials for 
building your Agency’s 
prestige and profits. 


NATIONAL OF HARTFORD GROUP 





NATIONAL FIRE 


INSURANCE COMPANY OF HARTFORD 


MECHANICS AND TRADERS INSURANCE COMPANY 


FRANKLIN NATIONAL 
TRANSCONTINENTAL 
UNITED NATIONAL 


Western Department, Chicago 
Pacific Department, San Francisco 
Canadian Department, Montreal 
Metropolitan Department, New York 


INSURANCE COMPANY OF NEW YORK 
INSURANCE COMPANY 
INDEMNITY COMPANY 


Executive and Administrative Offices: Hartford 15, Connecticut 





. j 
Florida Fire Rates Reduced 
Fire insurance premiums in Florida 

will be reduced about $2,000,000 a year 

under a new rate schedule effective 

November 1. The reduced premium rates 

were ae ean by Insurance Commis- 

sioner Edwin Larson. The new rates 
will mean reductions in the cost of fire 
insurance for protected dwellings and 
apartments, banks and offices, churches, 
garages, hospitals, hotels, pub- 
lic properties, mercantiles, lumber yards 
at saw and planing mills. 
Reductions in premiums on dwellings 
and apartments will range from 5% to 

20%. Premiums for schools will be down 

from 10 to 17.5%. Churches and chapels 

will pay an average of 11% less for 
fire insurance. Premiums on _ public 

property will drop an average of 11.8%. 

Leg reduction for hospitals will averag 
O%. 


schools, 


BROOKLYN COLLEGE COURSES 


Indications are that registration for 
the insur: ince broker’s courses at Brook- 
Ivn College’s adult education division will 
exceed the high level of last vear. Two 
separate sections are announced begin- 
ning on October 13 and October 14. re- 
spectively. All classes meet on two eve- 
nings of the week from 7:30 to 10:30 
p.m. Tuition for the course is $50, which 
includes registration and use of the col- 
lege library facilities. 

Registration is now open and is being 
accepted in person or by mail. A free 
brochure describing the courses will be 
sent upon request from the adult educa- 
tion division, Brooklyn College, Brook- 
Ivn, 10. 


. 
Reinsurance 
(Continued from Page 27) 
much volume is involved in the average 
company, or how many companies mig 
be affected by a proposal. 

“(f) At this stage, there seems to be 
more problems involved in adapting this 
maint on to the casualty lines than to 
the fire lines, ok this is partcularly truc 
when we attempt to handle Schedule P 

“{e) In addition, there seems to be 
considerably agreement on an ac- 
ceptable definition for the casualty lines 
than is apparent for the fire lines. 

‘The problem is now being studied by 
a NAIC subcommittee made up of the 
following: William C. Bruce, California; 
John R. Lange, Wisconsin; Charles S. 
Lazarus, Pennsylvania; L. H. Sanford, 
Michigan ; Joseph R. Glennon, Illinois. 

“In ade lition, we have asked four men 
to cooperate with us in securing the 
industry’s viewpoint on this proposal. 
They are: J. A. Diemand, Jr., North 
America Companies; Clyde H. Graves, 
Mutual Insurance Advisory Association; 
John W. Lamble, North Star Reinsur- 
ance Company; Arthur S. Kuenkler, U.S. 
Fidelity & Guaranty.’ 


N.Y. Dept. Merger 


(Continued 


ei 


less 


from Page 1): 
write casualty and surety insurance as 
well as fire and marine coverages. 

The first step in the Department's 
reorganization program was taken early 
this year when the functions of the Mu- 
tual and Fraternal Bureau were trans- 
ferred to the Life and Casualty Bu- 
reaus. i 

Duties of Fire Deputies 

Coincident with the consolidation of 
the bureau, the supervisory duties of 
the five deputy superintendents were re- 
aligned as follows: 

George H. Kline, rating, audit, uni- 
form accounting and statistical bureaus; 
\delbert G. Straub, Jr., life, liquidation 
and administration bureau; Joseph 
apa property, policy and the New 

York City complaint bureau; Raymond 
Harris, actuarial, cooperative fire and 
general office; Walter F. Brooks, quali- 
fications, licensing, taxes and accounts 
and the Albany Complaint Bureau. Mr. 
Harris will also continue to serve as 
Department counsel. 
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Insurance Company of North America, founded 1792 in Inde- 
pendence Hall, is the oldest American stock fire and marine 
. insurance company. It heads the North America Companies 
t which meet the public demand for practically all types of 
f Fire, Marine and Casualty insurance; Fidelity and Surety 
. Bonds. Sold only through Agents or Brokers everywhere. 





PROTECT WHAT YOU HAVE© 






If you’re not sure you have the right answers 
to questions like these, call on the nearest 
North America Service Office for dependable 
technical assistance. 


A North America Technical Representative 
will help you prepare a comprehensive re- 
port on your client’s insurance requirements. 
This is an important example of the way 
your North America Service Office operates 
to help you provide better service to your 
clients. 


NORTH AMERICA COMPANIES 


Insurance Company of North America 
Indemnity Insurance Company of North America 
Philadelphia Fire and Marine Insurance Company 


1600 ARCH STREET, PHILADELPHIA 1, PA. 
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SILAS R. FRANZ CO. 


INLAND MARINE REPORTS, SURVEYS and 
PERSONAL PROPERTY APPRAISALS 


hi, 


Capt. Holden Discusses Safety in 110 Fulton St., New York 38 - WOrth 4-6141 ( 

















Relation to Cargo Gear, Equipment rate all known necessary safety features. standards in the United States on a yol- A 


Such design and tests must also meet untary basis equal and exceed those of 


The first major step in safety opera- can Bureau of Shipping concerning cargo — the approval of the American Bureau of — any and all foreign nations,’ Captain Si 
tions in the marine field is to obtain gear will be of great help to vessel own- Shipping and the Coast Guard for ade- Holden continued. “An investigation of 
safety participation by each and every ers and operators since it will avoid quacy. Upon completion, a vessel will the accident records involving foreign 
company in the marine industry. Captain possible long and costly delays in tor- not be accepted by the Department of vessels show that thev too have their 
Edward C. Holden, Ir., vice president eign ports with more stringent require- Commerce (Maritime Administration) safety problems, especially in trying to 
of the United States P. & I. Agency, ments concerning cargo gear and will until all of the cargo handling gear has get men to work safely. de 
Inc., New York City, told those attend afford vessel owners and operators an been thoroughly tested and certificates “All of which goes to show that it an 
ing the maritime safety panel at the opportunity to periodically check, in of strength and suitability are issued.” is not more Government laws. rules and Ai 
American Merchant Marine Conference compliance with ABS regulations, insur- Of great importance is the leadership regulations that we require but better hil 
1 


in Los Angeles this week. Non-participa- ing their carge gear is properly main- of the American marine insurance com- participation and cooperation in existing 
tion for safetv, he said, is a sure way to tained and certificated at all times,” panies Captain Holden declared. The safety programs by ‘all hands.’ There is 
induce oppressive safety legislation. Captain Holden said. _ United States P. & I. has issued thou- a ringing need for better safety training 

The subject of maritime safety in gen- “The United States Department of — sands of copies to its assureds of acci- of personnel, better supervision of all 
and Commerce and its Maritime Administra- dent prevention booklets. There are also. work, and more complete instructions for 

tion merits commendation for true safety two nationally recognized maritime the safe performance of work. There is 
progress. The new ‘United States’ and safety codes for stevedoring operations, also a great need for better safety habits 
all of the ‘Mariner’ type vessels comply one for Atlantic and Gulf Coasts and on the part of all workers. : 
ne rigid requirements with respect to another for the Pacific Coast. “It is fundamental that the negligence 
‘argo handling gear and equipment. The Maritime Safety Standards of workers—which is actually respon- 
a n of the cargo handling gear on “It should be apparent to everybody — sible for practically all accidents—cannot 
such vessels, testing, ete.. must incorpo concerned that the maritime safety be legislated against or prevented by 
mere rules and regulations. It is pri- 
marily a question of safety education and 
training. 

“We all know that longshoring and 
harbor work are extremely hazardous 
occupations. The frequency rate of dis- 
abling accidents is one of the highest 
in the nation. Admittedly, the deck and 
hold of a ship are not the safest places 
of work during cargo handling opera- 
tions. Therefore, the greatest effort must 
be made to eliminate personal careless- 
ness and negligence by all educational 
means at our disposal. 


eral and relative to cargo gear 








Human Engineering for Safety 
“In view of the fact that approxi- 
¥ —_ = i mately 98% of all accidents in marine 

¢ > 9 4 or . ay; s - > . ° 

A strong mutual company writing Ei industry, and in special relation to cargo 
a general business, offering many forms of gear and equipment, occur through man- 
aa 4 ; failure rather than by gear and equip- 

« . ro acts a ° - ps . 
paruicipating contracts. ment failure it is a self evident truth cre: 
, that the real engineering for safety must reli 
APT. EDWARD C. HOLDEN, JR. v A sound stock company with the same management ex- be done with the human being. H 

“We must also recognize that some aut 
men are accident prone. “Some are handi- the 
capped emotionally and have no control leac 
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: ‘ “ . rie ‘e. TrHtl r « -“De icipatine yasis. 
equipment in particular is given effective perience, writing on a non-participating basis 
attention by marine insurance satets 





organizations, Captain Holden _ said. ¥ A 110 year tradition of claim settlements designed to over flare-ups. Others are handicapped das 
These inc shipowners; stevedoring epcws . : antalivy Pee te aN es 
[hese include sl ate 4] pi produce satisfied clients for both company and producer. mentally. These handicaps make men he 
companies; pier, terminal and dock own ° more liable to accidents than the emo- mat 
ers; associations representing such own J : ; r Fe gle tionally stable type. new 
ers; various departments of the United , A consistent program of nation-wide advertising—featur- “Inattention, chance-taking, and horse- eile 
States Government charged with — ‘ ing our belief that the public is best served through the play account for many accidents to men. tos 
istering safety such as the United States ¢ & > “No amount of warning or instruction all 
Coast Guard; Mi irine Section, National ? competent, independent agent or broker. can change the handicaps in these cases. beer 
Safety Council; Society of Naval Archi- ¢ Thev must be ferreted out and job as- the 
* sein and Marine sabia tele - sire § ¥ 22 branch or service offices from coast to coast, adminis- signments made with them in mind by cane 
sureau of Shipping; American Petro- é , os those in charge of labor. Therefore. nies 
leum Institute; Propeller Clubs of the : tered through three fully-staffed divisional headquarters. vor fitst minjor poublien. of daean we 
United States and others : } ture on the job stems from the mental. W 
a gg earned ta number of ‘ HOME OFFICE DIVISION emotional, and phy sic al inadequacies . pair 
accidents involving stevedoring person » , r r > > , 2e ach 1 
nel, which stem from def eave carg : Head Office - 49 Wall Street - New York erg ins and 6 varying degrees of - ne 2 
a. 1 S rO I aTeo ~ . i 2cA f 2 ¢ 26 Tso 4 
handling gear and equipment, reflect ¢ Boston . New Haven . Newark - Philadelphia ~. Baltimore of these inadequacies from per Hist 
a ~ ~ « « i¢ , i te] - “ Ss 1 
: . acuse + Pittsburgh . Ric . Dallas . st Peres 
the high degree of attention given such ‘ Syracuse Pittsburgh Richmond manne Houston “Tt should be treated as fundamental who 
gg oy equipment ‘"" egg eri MID WEST DIVISION that: workers hig cannot grasp or ave . 
Vv EC OWREIS Ang OMCs. socgernis . : ‘hi: safety principles are unsate workers. Sa 
estimates place the figure at less than Head Office + 141 Jackson Boulevard - Chicago withers he ane eendoiale eae et 
2% of all accidents to longshoremen Cincinnati - Cleveland . Detroit . Grand Rapids > are unsafe on the job, workers who are in tl 
and harbor workers). Therefore, by it Indianapolis. St. Louis physically and mentally incapable of tinue 
self, it 1s not a major problem. How r IFIC I IVISION kee ening up with job dem: ands are unsafe oT 
ever, it must be integrate I into the over PACIFIC DIVISIO! on the job. Pre- employment and periodic tribt 
all safety program in each and ever} Head Office - 361 California Street - San Francisco medical examinations for each worker case: 
steamship company as the problem is Seattle - Portland - Los Angeles - Oakland will help to protect him and his fellow- tling 
now international in scope and charac worker against accidents. techi 
ter, hence its import > to all of us. ? i by ¢ 
Success or Failure in Safety Meetings tin 


“ Ss. t d ; ‘ . 
Safety Cooperation by U 5. Const Guar Business Established 1842 “There are different kinds of safety 


“Special mention is due the U. S. Coast 3 awar 
Guard for its outstanding service and a hl ‘ meetings depending on the quality of to 50 
cooperation in the field of accident pre THE A | LANTIC COMPANIES leadership. Some of them are good, twar 
yention. The Coast Guard exercises di some bad: some of them are tragically dling 
rect statutory jurisdiction over the safety ATLANTIC MUTUAL ¢ CENTENNIAL comic, and some worse than ~ — 
; at all. There are several simple teaching “ 
ject to statutory annu:z ni ins pec tion and Home Office: 49 Wall Street, New York 5 techniques which will help you do your ar 
certification. In the exercise of this juris job: Get participation, use demonstra- just 
diction, it has been found the number Fire. Marine and Casualty Insurance tion, use visual aids, let others lead the teley 
| ; meetings, use stand up—on the spot con- limb: 


ferences, use safety committees, use lots 
SSS VVVVVVVVVVVVVVVVVVVVVI VT VAAWY of reminders.” 


of cargo handling gear of all vessels sub 








and kind of failures involving cargo han 
dling gear and equipment 
“Uniform requirements by the Ameri 
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Combs Probes Source of 
Automobile Accidents 


ADDRESSES NEBRASKA AGENTS 
Says All Accidents pen Rooted in Self- 
ishness; Rate Increases Bring Relief 
but Do Not Cure Disease 


Hugh D. Combs, executive vice presi- 
dent, United States Fidelity & Guar- 
anty Co., speaking before the Nebraska 


Association of Insurance Agents at Lin- 
coln today, 
bile liability 


October 10, on the automo- 
situation, called rate in- 





HUGH D. COMBS 


creases “mustard plasters, which bring 
relief but do not cure the disease.” 
He said there are numerous causes of 
automobile accidents but that essentially, 
they are all rooted in selfishness which 
rudeness and discourtesy in 
Casualty insurance companies, 
he said, have lost so much money that 
many of them have refused to accept 
new automobile business and even those 
companies which consider it their duty 
to serve the public interest by writing 
all lines of insurance have sometimes 
been forced, in self defense, to restrict 
the acceptance of automobile insurance 
canceled or rejected by other compa- 
nies, : 
Not Designed by Claim Men 
With respect to the high cost of re- 
pair parts and repairs to modern auto- 
mobiles, Mr. Combs said: “The modern 
automobile is designed by persons of ar- 
tistic temperament and not by claim men 
who are called upon to appraise and pay 
for * en 
Saying that the cost of settling per- 
sonal injury cases has just about doubled 
in the past few years, Mr. Combs con- 
tinued : 
“There is a new factor which con- 
tnbutes to the cost of serious injury 
cases and which affects the cost of set- 
tling all cases. This factor is a new 
technique which is bk itantly employed 
by certain lawyers and the process is 
known as securing “the-more-adequate- 
award,” Of course, anywhere from 25% 
to 50% of this “more-adequate-award” is 
awarded to the plaintiff's lawyer han- 
dling the case! 
Dramatize Trials of Cases 

“The technique employed by these law- 
vers is to dramatize the trial of a case 
just the way it would be done on a 
television show; skeletons and artificial 
limbs are brought into court and dra- 
(Continued on Page 43) 


leads to 
driving. 











training, supervision of special agents. 


and experience. 
Box 2121, The Eastern Underwriter, 











DIRECTOR OF AGENCIES 


For small, but growing casualty company, location New England. Want man expe- 
rienced in appointment of agencies and relationships with them; 
Unusual opportunity for individual who can 
show results. Please write in confidence, giving complete details of your education 


93-99 Nassau Street, New York 38, N. Y. 


appointment, 














YORKSHIRE SHOWS GAINS 


U. S. Manager Robinson, Back From 
Abroad, Encouraged by Premium and 
Policyholders’ Surplus Gains 
Alan O. Robinson, United States man 
ager, Yorkshire Insurance Co., Ltd., and 
president of Yorkshire Indemnity ot 
N and Seaboard Fire & Marine 
recently returned from a visit to the 
Yorkshire’s chief offices in York and 
London. He attended the 128th annuai 
meeting of the company and spoke en- 
thusiastically of the reports rendered by 
the board’s chairman, The Right Hon 

Lord Middleton. 

3esides the formal reports rendered 
to the stockholders, an attractive bro 
chure “Today and Yesterday” has been 
published by the Yorkshire showing its 
world-wide position and graphical drama- 
tization of the progress made by the 
company in recent years. This reveals 
total throughout the world of 
$117,000,000 and a net premium income 
of $47,000,000. 

Referring to United States operations, 
Mr. Robinson reports that the United 
States branch of the Yorkshire and the D’ Arlene Studios 
Seaboard Fire & Marine show an in- ALAN O. ROBINSON 
crease in premium income for the first a en 


six months of 1952 and satisfactory 
operating results for this period. The New York Federation Will 
Open Office in New York 


Yorkshire Indemnity also showed an 

improved position. Its combined loss and 

expense ratio at the end of June was TI cies Ne 

96.3% compared with 113.6% for the ea) LEVEE i ane 
announces the opening of a 

Liberty Street, New 

York, in addition to its present office 


same period of 1951. York, Inc;, 
The combined premium income for the new 
at 11 North Pearl Street, Albany. The 
new office will be under the supervision 


assets 





Federation of 


office at 55 
Yorkshire Group in the United States 
for the first half of 1952 aggregated 
$5,777,640, while a year ago for the 
period the figure was $4,877,238. The 
combined policyholders’ surpius as of of E. 
June 30 was $6,088,780, compared with 
$5,491,983 for the same period of 1951. 


Kenneth Lawrence, membership 
secretary, who joined the federation’s 
staff on September 1. Everette H. Hunt, 
secretary and counsel, will continue to 
manage the Albany office, which has 
f been located there since the organiza- 
Powell President tion of the federation in 1914. 

The opening of a New York office, to 
take care of the increased activity of 
the federation, has been under consid- 
eration for several years. It became a 
reality under the guidance of John C. 
Stott, Norwich, president of the fed- 
eration, and Rankin Martin, resident 
vice president in New York of the 
Standard Accident Insurance Co., chair- 
man of the federation’s executive com- 
mittee 


Economics Society Elects 


J. E. 


Lafrentz Heads Travelers 
Aid Insurance Division 


A. A. Lafrentz, president, American 
Surety Co., has accepted the chairman- 
ship of the general insurance division in 
the 1952 fund raising drive of the Travel- 
ers Aid Society of New York. Mr. La- 
frentz joins 117 other business leaders in 
New York in helping to raise the 1952 
goal of $406,000. 





second vice president, and H. 
Northern 


Accident, 
O. Fishback, Jr., vice president, 
Life, was reelected secretary. 

Following are members of the execu- 
tive committee: R. W. Smith, Sr., board 


POWELL 


JAMES E. 


chairman, Unity Mutual Life & Acci- 

James E. Powell, vice president, Provi- dent; J. E. Hellgren, third vice president, 
dent Life & Accident Insurance Co., Lumbermens Mutual Casualty; Jarvis 
Chattanooga, Tenn., was elected presi- Farley, vice president, Massachusetts In- 


Washington 


president, 


demnity; R. J. Wetterlund, 
National; FE. J. Faulkner, 
Woodmen Accident. 

Edward H. O’Connor, managing di- 
rector of the society, reviewed legisla- 


dent of the Insurance Economics Society 
of America at its 10th annual meeting 
at Chicago, September 7. He succeeds 
Frank L. Harrington, president, Massa- 
chusetts Protective Association and Paul 
Revere Life, who became chairman of tion in the field of Social Security and 
the executive committee. sickness compensation, and of the pros- 

Travis T. Wallace, president, Great pects for 1953 legislation at state and 
American Reserve, was elected first vice Federal levels. A broadened educational 
president; E. W. Craig, National Life & program also was discussed. 









Allen Sees Dire Need 
For Local Safety Groups 


SPEAKS AT BINGHAMTON, N. Y. 


Says Community Leaders Should Stimu- 
late Safety Movement; Makes Series 
of Talks in New York State 


There is a dire need in almost all com- 
munities for a single active safety group 
composed of community leaders, includ- 
ing insurance agents, to develop, stimu- 
late and promote a safety movement to 
save human life and economic waste, a 
regional meeting of insurance agents at 
Binghamton, N. Y., September 29, was 
told by Robert J. Allen, traffic engineer 
of the Association of Casualty & Surety 


Companies’ accident prevention depart- 
ment. 

Citing the formation of the Citizens 
Traffic Safety Board in New York City 


recently as an example of what can be 
done in any community to establish a 
permanent operating organization de- 
signed to arouse public opinion, 
nate public support, cooperate with pub 
lic officials and to take whatever positive 
action is necessary to achieve safer high- 
ways and relief from traffic congestion, 
Mr. Allen declared that most communi- 
ties, regardless of size, need such a safety 
organization to accomplish “the coordi- 
nation and the strength that comes from 
united action. 


coordi- 


Urges Agents’ Active Participation 

Urging insurance agents to participate 
actively and furnish the leadership in 
such local continuous accident prevention 
programs because they bring about for 
the insurance men “excellent public re- 
lations and good will that you would 
never purchase for any sum of money,” 
the speaker declared the actual job of 
preventing accidents must be accom- 
plished at the level where the accidents 
occur—the local level 

“Naturally a smaller community will 
not have the resources for a permanently 
staffed safety organization,” said Mr. 
\llen, “but there is the dire need in 
almost all communities for a single ac- 
tive safety group. Every organized seg- 
ment of community life should be repre- 
sented on the committee so that the 
representation of ideas, re- 
reaching the 


greatest 
sources and channels for 
people are realized.” 

The spe iker asserted that the applica- 
tion of engineering techniques to the 
traffic problem is an essential part of 
the program to alleviate congestion, fa- 
cilitate traffic control and operation, and 
provide increased safety on streets and 
highways, but added that they should 
be applied only by qualified engineering 
personnel. Too frequently, he said, the 
police have been left to perform en- 
gineering functions for which they are 
“completely untrained and unequipped” 
to handle effectively. Where a full-time 
traffic engineering staff is not warranted 
in a community, he said, outside quali- 
fied assistance can be obtained from the 
State Traffic Commission and _ private 
organizations. 

Requires Continuing Program 

Engineering measures and traffic laws 
and regulations are only as effective as 
the enforcement program of a commun- 
ity, Mr. Allen said. He urged the agents 
to remember that traffic safety is not 
achieved through periodic campaigns but 
requires a continuing program with ac- 
tive and sincere participation by all, 
including the local agents’ association. 
He reminded them that the resources, 
services and advice of the Association 
of Casualty & Surety Companies, the 
state agents’ association and the depart- 
ments of New York State, as well as 

(Continued on Page 44) 
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C. & S. Joint Convention 


Agency Group on Record 
In Opposition T'o 


Judgment Funds 


White Sulphur Springs, W. Va., Oct. 7 
National Association of Casualty & 
Agents under able leadership was 
strengthened in 


Surety 
reported as greatly 
membership and importance at its busi- 
ness meeting here this morning. In past 
vear, Secretary Robert E. Stitt, Chicago, 
have been 


reported 44 new members 


added making total now 426. Financial 


condition of association is much im- 
proved this year as result of increased 

Auditing com- 
Elliott Hannon, 


substantiated this healthy 


dues paid by members 


mittee report by J. 
Cleveland, 
situation. 

The association voted to continue its 
contribution of $500 to the American 
Institute for Property & Liability Un- 
and $200 to National Com- 


Trattic Safety. 


derwriters 
mittee for 

Officers Are Re-Elected 
Officers were re-elected as 
Lyle S. McKown, Minneapolis, 
dent; Thomas W. Earls, Cincinnati, and 
Paul Sisk, 
J. Harrington, Boston, executive vice 
president; Holton R. Price, Jr, St. 
board of chairman ; 


follows: 
presi- 


Tulsa, vice presidents; C. F. 


Louis, directors’ 
Robert E. Stitt, 
Alice M. Foy, 

The following are 
board of 
Philadelphia ; 
Ye ork . Joseph Barker, J Tiss 
Matthew T. Zendzian, Milwaukee; 
Arthur J. Anderson, Walter S. 
Halla, Detroit. H. L. Farish, Oklahoma 
City, retired from the board. 

The following were re-elected to 
the association’s executive committee: 
Wheaton A. Williams, Minneapolis; 
Carl P. Daniel, St. Louis; J. Edward 
Cochran, Hagerstown, Md.; E. R. Led- 
better, Oklahoma City; H. F. Warner, 
Kansas City. Elected as alternates to 
this committee—Charles H. Burras, Chi- 
“ago; George W. Blossom, Jr., Chicago; 

*. Jones, Kansas City; A. E. All- 
Newark; Robert N. Bowen, In- 
dianapolis. 


Chicago, secretary, and 
Chicago, treasurer. 

newly elected to 
John J. Manley, 
Weghorn, New 
Omaha; 


directors: 
John C. 


» . 
Boston; 


Opposes Judgment Fund 
st significant resolution adopted at 
{ session expressed the association’s 
opposition to legislative enactment of 
any unsatisfied claim and judgment fund 
law for following reasons: 

(1) Any fund is inequitable. (2) In 
sured motorists under an unsatisfied 
judgment fund, in a measure, are re 
quired to pay unsatisfied judgment fund 
costs of uninsured motorists. (3) Even 
if viewed solely trom standpoint ot cost, 


an unsatisfied judgment fund is wholly 


Both Company and Producer Leaders 


Retained in Othce by Organizations 


By Wattace L. CLapp 


impractical unless a very high percent- 
age of all nk are insured and re- 
main insured. (4) state operated fund 
puts the state Cee the insurance busi- 
ness. (5) A company operated fund may 
impose too great and inequitable bur- 
dens on private carriers and insurance 


sympathy for “his friendship and devo- 
tion” voted to be sent to his family. 

Joining with the company association, 
the agents also voted appreciation to the 
Greenbrier for its courteous and_ hos- 
pitable attention. 


Board Chairman Holton R. Price, Jr., 


Vice Presidents of Agents Group 


THOMAS W. EARLS 


(6) Any emphasis on such funds 
emphasis on improvement of 
roads, vigorous enforcement of motor 
vehicle laws and other means of re- 
ducing accidents which insurance indus- 
try committee believes to be basic prob- 
lem.” 

By resolution the association again 
recommended emphasis on vital impor- 
publicizing and strictly en- 
existing financial 
vehicle safety 


buvers. 
lessens 


tance of 
forcing provisions of 
responsibility and motor 
laws. 

Recognition Paid to Burras 

Recognition was paid in another reso- 
lution to Charles H. Burras, Chicago, 
who was unable to attend this meeting, 
for his continued interest in affairs of 
the association, for his contributions 
over many years to its progress and for 
his sound advice and counsel. 

Holton R. Price, Jr., Lyle S. McKown 
and Frank Harrington, top leaders of 
the association, received rising vote of 
thanks “for their enthusiastic effort in 
the past year toward rehabilitating and 
revitalizing the org: unization, 

The passing of Walter Felter of Fin- 
leyville, Pa. old-time member of 
NAC SA, was recorded and expression of 


PAUL SISK 


called for adoption of a constitutional 
amendment to article 5 which provides 
that government of the association shall 
be vested in board of directors of not 
less than 25 and not more than 40 who 
shall be elected at the annual meeting. 
Filling the vacancies on the board is 
newly provided. Officers will serve on 
board as ex officio members. In effect, 
the board is increased from 35 to 40 
members. This amendment was adopted. 

Frank Harrington’s annual report, re- 
viewed elsewhere, featured this session. 
He enlarged upon the association’s ac- 
tivity of the past year by calling atten- 
tion to successful luncheon meetings 
held in 11 cities to stimulate member- 
ship. Recognition was paid to key men 
of the organization who set up these 
meetings. 

Mr. Harrington called for and. re- 
ceived the association’s continued en- 
dorsement of two previously adopted 
resolutions: (1) That the National Bur- 
eau of Casualty Underwriters give 
NACSA the privilege of a conference 
before promulgating any rating plans, 
and (2) that whenever reduction in com- 
missions is contemplated that corre- 

(Continued on Page 35) 


Draws 400 


Jackson Presides Over 
First General Session; 


Presents Supervisors 


White Sulphur Springs, W. Va., Oct. 
6—Topping the 400 mark, the largest 
joint casualty-surety convention here 
got off to a fine start this morning with 
the addresses of Harold P. Jackson, 
Bankers Indemnity, as president of Na- 
tional Association of Casualty & Surety 
Executives, and Lyle S. McKown of 
Minneapolis, president of National Asso- 
ciation of Casualty & Surety Agents. 
Mr.. Jackson gave recognition to the 
pioneers in the casualty-surety ranks 
whose prophetic views of the future can 
well be heeded today. In particular he 
pointed to an address delivered here in 
1922 by the late A. Duncan Reid, presi- 
dent, Globe Indemnity, who declared 
that “the next five or ten years will tell 
the story of whether the stock com- 
panies can survive and maintain their 
position of leadership.” 

Mr. Jackson in a sense used as the 
theme of his own message Mr. Reid's 
words of caution: “We must educate the 
people and keep them informed so that 
in the future misrepresentation will not 
be tolerated.” He had a receptive audi- 
ence as he also urged “an inspired cru- 
sade” to the end that automobile driving 
violators will be required to pay severe 
penalties for their carelessness. It was 
Mr. Jackson’s hope that the industry 
will follow through on his final recom- 
mendation for aggressive and continuous 
use of all forms of public education. 
McKown on Government Encroachment 

President McKown’s battle cry that 
insiduous government encroachment, re- 
strictive to free competition, has gone too 
far was received with keen interest by 
his audience of top ranking company 
men and agents, and with mixed feelings 
by state Insurance Commissioners who 
were present. Mr. McKown called for a 
review of the intent of Public Law 15 
and urged companies and producers to 
work together in pin-pointing the reme- 
dial steps needed to improve this regu- 
latory legislation. 

President Jackson, who presided at 
this session, welcomed the following In- 
surance Commissioners: Alfred J. Boh- 
linger of New York, who brought his 
bride to the convention; Artemas C 
Leslie of Pennsylvania; Hugh N. Mills, 
newly appointed in West  Virgima; 
Joseph A. Navarre of Michigan; ¢ 
Spalding Southall of Kentucky, and 
Wade O. Martin, Jr., of Louisiana, who 
is president of NAIC. Mr. Martin ex- 
tended greetings from NAIC and 
pledged the continued support and co- 
operation of the Commissioners’ ass0- 
ciation in solving problems of common 
interest. 

Recognition to Pioneers 

Recognition was extended by. Mr 
Jackson to Wade Fetzer, Sr., Chicago, 
one of the pioneer presidents of National 
Association of Casualty & Surety 
Agents and as Mr. Fetzer rose to take 
a bow the audience cheered. Two other 


pioneers, Cliff C. Jones, Kansas City, 
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and Edward M. Allen, now living in 
Virginia, also merited recognition. 

Before the session closed Secretary- 
Treasurer J. Dewey Dorsett announced 
the company resolutions and nominating 
committees, respective chairmen of 
which are Manning W. Heard, Hartford 
Accident, and W. E. McKell, American 





RAY E. McGINNIS 
Vice President, National Association 
of Casualty & Surety Executives 


Surety. Edward B. Gill, Glens Falls, 
co-chairman of the golf committee with 

Thomas W. Earls of Cincinnati, an- 
nounced the rules of tournament play 
and handicap system for the afternoon 
and Tuesday competition. Prize winning 
golfers, both men and women, will re- 
ceive their awards at the Wednesday 
morning session. 

This evening the annual convention 
banquet was held in an atmosphere of 
conviviality. Mrs. Betty Kelly Murphy, 
daughter-in-law of Ray Murphy, general 
counsel, Association of Casualty & 
Surety Companies, a gifted soprano solo- 
ist, rendered a selection of popular and 
classical songs. She made a fine impres- 
sion. One of her recent appearances was 
on television with Ed Sullivan’s “Toast 
of the Town” show. 


Af 


1953 Meeting Date Is Set 


The 1953 joint annual convention will 
be held at the Greenbrier, October 4-7. 


Meeting of Agents 
(Continued from Page 34) 


sponding ratable reduction be made in 
company expense factors. 


Tribute to Berkeley and Hannon 


In closing, Mr. Harrington recognized 
work of Edward B. Berkeley and_ J. 
Elliott Hannon, both of Cleveland, for 
yeoman services they are rendering in 
seeking an appeal of the Ohio work- 
men's compensation monopolistic fund 
law, “We note for the first time that 
people in Ohio are dissatisfied with op- 
erations of this fund and this is eloquent 
testimony of the ineffectiveness of state 
operation as compared with private,” 
said Mr. Harrington. He bespoke the 
complete aupport of NACSA to Messrs. 
Berkeley and Hannon in their work, and 
said: “Let’s hope for at least a modifica- 
tion of the state fund law before the 
end of 1952.” 

This meeting, harmoniously conducted, 
Was closed on an appreciative note by 
President McKown who acknowledged 
votes of confidence given to his ad- 
ministration. 





Former President Price 


Heads Board of Directors 


Martin Lewis Entertains 

White Sulphur Springs, W. Va., Oct. 
7—Thirty company 
a breakfast meeting here this morning 
called by Martin W. 
America, at which he gave 
them a “State of the Union” report on 
fidelity-surety trends and 1953 outlook. 
Mr. Lewis expressed concern over rising 
loss ratios in the bonding business 


executives attended 


Lewis, Surety As- 
sociation of 


Win Women’s Golf Tourney 


The best low scores in the 
women’s golf tournament for two days’ 
medal play were turned in here this 
afternoon by Mrs. Joseph E. Freling- 
huysen, Jr., whose husband heads the 
brokerage corporation bearing his name 
in New York City, and Mrs. Alfred C. 
Boyd, whose husband has his own agency 


in Newark, N. J. 


LTOSS 


Earls Wins Miller Trophy 


Thomas W. Earls, Cincinnati, is the 
winner tor the eighth time of the Miller 
championship golf trophy for the best 
low gross score for 36 holes, two days’ 
play, in the men’s golf tournament here. 


HOLTON R. PRICE, JR. 





When 
You Need a 


Company 





@ Pays losses and claims more than promptly, 

@ Provides you and your assureds with outstanding 
engineering counsel, 

@ ls centrally located to serve you faster, 

@ Is thoroughly familiar with the practical needs of 
Western agents, 


@ Gives speedy attention to routine or complex 
underwriting problems, 


@ Speaks your language with a friendly Western 
accent, 


Count on The Kansas City 























Seoweace 


301 West llth Street a 


Kansas City, Missouri 









Murphy’s Gienitaiine Daan 

Terrence Kelly Murphy, grandson of 
Ray Murphy, Association of Casual‘y 
& Surety Companies, has the distinction 
of being the youngest ever to attend 
this joint annual convention. Terrence is 
just six weeks old. His mother, Mrs 
Betty Kelly Murphy, the soprano soloist 
who sang so charmingly at the banquet, 
has three other children. 


Agents’ : Miata Head 





T. EDWARD COCHRAN 


T. Edward Cochran, Hagerstown, Md., 
new chairman of the membership com 
mittee of the NACSA, is also a member 
of the board of directors and executive 
committee of the association 


Evans and Saunders Win 

The horseshoe pitching team of Harold 
G. Evans, president, American Casualty, 
Reading, and K. O. Saunders of Fred S 
James & Co., Chicago, won the tourna 
ment in an exciting and close mutch 
Their opponents in the finals were Wil 
liam T. Harper, president, Maryland 
Casualty, and Wallace L. Clapp, rhe 
Eastern Underwriter. 


Platts Gives Biggest Party 

Largest party of this convention was 
given Tuesday evening by Standard Ac 
cident with Ralph Platts, president of 
that company, as chief host 
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HAROLD P. JACKSON 
Springs, W. Va., Oct. 
6—Harold P. Jackson. president, Bankers 
Indemnity Co., in his address as presi- 
dent of the National Association of 
Casualty & Surety Executives, at the 
opening session today of the joint meet- 
ing of that organization and the National 
Association of Casualty & Surety 
Agents, suggested that the casualty and 
surety people turn back the clock 50, 
40 and 30 years, to illuminate the present 
as nothing else could. 

Shortly before the turn of the cen- 
tury, he said, when casualty insurance 
premiums soared to $11,000,000 and the 
International Association of Accident 
Underwriters declared that the business 
had become “a business too great for 
the human mind to comprehend,” prob- 
lems arose. The bicycle was displ icing 
the horse and carriage and causing far 
more accidents; the trolley car, now al- 
most obsolete, was an increasing hazard 
to life limb and property; many other 
new and terrifying contraptions ap- 
peared. 

Calls Business a Paradox 


White Sulphur 


“Thus,” Mr. Jackson said, “increasing 
accidents began to emerge, even in the 
vile days of the ‘Gay Nineties,’ as a 
grave and expanding problem of the then 
very young casualty insurance business. 
But here I give you a paradox—our busi- 
built upon that problem; our 
success lies in our ability to control it 
Then, as now, a virulent, strong, vibrant 
nation demanded more speed, more lei- 
sure, more comforts, more gadgets 
more push-button living. And as these 
demands of the people are fulfilled more 
and more, just that much more and 
more they will need and want insurance 
protection and prevention service. 
There is our first challenge!” 

The second challenge, even then, said 
Mr. Jackson, was the problem of gov- 
ernmental regulation of the gee 
business. In 1902, he continued, com 
mittee of the United States ius of 
Representatives recommended that a bu- 
reau of insurance be established in the 
“forthcoming Department of Commerce.” 
While the committee gave warm assur- 
ance that it did not intend to do away 
i state requirements, Mr. Jackson 

“the plain fact is that it proposed 

a es al regulation of our business.” 

The International Association of Acci- 
dent Underwriters, he said, gave long 
and serious consideration to that threat, 
at its annual convention, but its recom- 
mendation was never approved by the 
House of Representatives. He added: 


ness is 


loss 


Produced Profound Reaction 


“Tt produced. however, a nrofound and 
healthy reaction within our business. At 
the same convention, the underwriters’ 
association discussed ‘uniform  phrase- 
insurance policies,’ tabulation 
statistics and, mark this one 
careful note of the fact that 


ology of 
of accident 
well, took 








ackson Cites Past to Illuminate Future 


Says 
Asks Strict 


Reselling Business to Public 


as a free enterprise and the fullest bene- 
fits to the public. There is our second 
challenge!” 
Golden Age Dawns 

In 1916, said Mr. Jackson, the Interna- 
tional Association of Accident Under- 
lic.’ P writers had evolved into the Interna- 

“AS early as 1902, we observe Federal tional Association of Casualty & Surety 
regulation of our industry was in the Companies and the golden age of the 
minds of Congressmen and since that casualty and surety business was begin- 
time there have been many indications ning to dawn. ° 
of the serious desire of political forces 1922, the war was over and Amer- 
to control or dominate our operations ica was moving rapidly toward vears of 
either by regulation or governmental prosperity and progress; the casualty 
participation. I shall not attempt to say and surety business had lived a lot and 
whether this grasp for power was in- suffered a lot but it had learned a lot. 
spired by covetiveness, or whether it ]t had also found truly great leaders, he 
was motivated by a sincere desire to gaid, naming specifically the late A. 
protect the public interest and welfare. I Duncan Reid, and other great pioneer 
suspect elements of both kinds of think-  Jeaders such as F. Highlands Burns, 
ing played their part. F William BroSmith, Edson S. Lott and 

“IT am quite positive, however, that it others of equal fame. 
now presents a definite challenge. I Mr. Jackson auoted from the address 
doubt if there is a person in this room of Mr. Reid delivered in 1922, when he 
who does not believe that sound, coop- was president of the International Asso- 
erative and reasonably limited govern- — ¢jation at the joint annual convention 
aay supervision is essential to the with the agency group, which had been 
health and perpetuation of a service that started several years before, saying that 
has become as important to the public — jy this address “one of the great leaders 
interest and welfare as our business. We of our industry drafted a blueprint of 

common action, if this business was to 


have, therefore, the inescapable duty, to 
ourselves, to our stockholders, to our capture the unbelievable opportunities 
that awaited in the future.” 


agents and to the great insuring public, 
to reach a sound meeting ground with . 

Quotes From A. Duncan Reid 
address, Mr. 


‘owing to the lack of any nationwide 
interest on the part of insurance com- 
panies, many insurance laws had_ been 
enacted (that were) not only unneces- 
sary but not in the interest of either the 
insurz ance comps inies or the insuring pub- 


the supervisory authorities, one that will 


assure both the health of the industrv In_ this Reid said that 
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A. Duncan Reid Drafted Blueprint for Common Action; 
Law Enforcement, Adequate Rates and 


the casualty and surety business of ne- 
cessity had been compelled to devote all 
of its time to the business of growing 
without stopping to think of the causes 
of that growth and he said it was then 
imperative to undertake a_ season of 
contemplation and introspection. 

Mr. Jackson said that at that time, 
“new wars and threats of more wars to 
come, economic depression and un- 
bridled inflation, new deals and fair 
deals, the rush of communism toward 
world domain, the planned movement to- 
ward socialization in this country—none 
of these threats to the continued prog- 
ress of free peoples had as yet cast 
their shadows before. 

“But somehow, our leaders of 
and too often forgotten years, 
their coming ; and they left us a chart 
which, if we had followed it earlier, 
could have greatly minimized or com- 
pletely prevented the more serious prob- 
lems that confront us today. Thus the 
cycle of time is completed and we are 
back in the nresent—October 5, 1952, 
once more gathered here in White Sul- 
phur Springs, still confronted by mo- 
mentous problems, but with opportunity 
still knocking at our doors. Shall we, 
before it is entirely too late, open those 
doors and let opportunity in? How we 
answer that question presents our third 
paramount challenge. 


earlier 
toresaw 


Gave Answer to Challenge 


“It seems to me that Mr. Reid gave 
us the answer to this challenge in his 
address at this very same meeting, 30 
years ago, when he said: ‘Educate the 
public so that in the future misrepresen- 
tations as to our business will not be 
tolerated.’ It has been said many times, 
but it cannot be repeated too often, that 
we have nothing to fear from public in- 
spection of our methods of doing busi- 
ness, of our profits, of our rates " and of 
our stewardship of the insured public’s 
money. 

“Consider for a minute what consti- 
tutes our first challenge. It is simply 
whether we shall provide the insurance 
protection and service the public wants. 
The prophecy of more than half a cen- 
tury ago, that ours is ‘a business too 
great for the human mind to compre- 
hend,’ has been more than fulfilled. But 
we have hardly begun to tap the much 
greater markets that want, need and 
are beginning to demand the security 
that insurance offers. If we hesitate be- 
cause the casualty insurance business is 
built upon the increasing and uncertain 
hazards of modern life and the people’s 
desire for protection against them, then 
we are tearing down the very founda- 
tions upon which our business is_ built. 

“The answer is to minimize accidents 
by erecting safeguards against their 
causes. We have made great strides to- 
ward that accomplishment in industry, 
but we have lost ground in the field of 
public safety. I shall not attempt to 
give you a blueprint of how we may 
minimize accidents, because neither time 
nor my own aptitude permit. But I offer 
you a starting point. Over a great many 
years we have spent a great deal of 
money and effort appealing to people to 
practice safety, but I am convinced that 

(Continued on Page 45) 
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LYLE S. McCKOWN 


White Sulphur Springs, Oct. 6—Lyle S. 
Mckown of Minneapolis, president of 
the National Association of Casualty & 
Surety Agents, called for collective and 
positive action on the part of both pro- 
ducers and company men to break up 
the whirlpool of restrictive regulatory 
control which threatens “to strangle our 
freedom of competition,” in his address 
here this morning before the opening 
session of the joint casualty-surety con- 
vention. 

Mr. McKown was given close atten- 
tion as he urged upon the industry a 
review of the intent of Public Law 15 
so that “our present status—and that of 
the insurance buying public—can be com- 
pared with that intent.” He regarded as 
highly important that the answers to 
certain questions regarding Public Law 
15 should be forthcoming. “Was the 
intent of this law to preserve freedom of 
competition ? Have our rating laws and 
regulatory controls accomplished that ?” 
he asked. Two other questions which 
Mr. McKown wanted cleared up were: 

“Must our rating laws be as broad in 
scope as they are now?” and “is all this 
regulatory control necessary to protect 
the public interest or is it going far 
beyond the bounds of necessity ?” 


Troubles Stem From “Our Own Doing” 


Mr. McKown then declared that the 
insurance industry was so frantic to get 
the rating laws passed “in order to be 
free from laws relating to interstate 
commerce to which all other types of 
interstate business have been subject for 
years” that “we allowed ourselves to be 
saddled with a control of rates made in 
concert to an extent undreamed of. That 
was really being drawn into the whirl- 
pool!” Thus, the speaker said, “our 
troubles stem primarily from our own 
doing.” 

_He pointed out that most Insurance 
Commissioners and State Insurance De- 
partment employes “are honestly trying 
to do the job of administration which 
they are charged by law to do and no 
more. Unfortunately, even that hurts 
us in some instances. However, worse 
than that, there appear to be some who, 
given so much power, feel that they are 
charged with the responsibility to run 
the insurance business completely, com- 
panies and producers alike.” 

Mr. McKown asserted “We cannot and 
Must not tolerate this supervisory atti- 
tude. Knowing now the errors into 
which our frantic haste to comply with 
Public Law 15 has led us, and where it 
is likely to lead us further, we should 
lreely acknowledge such errors and lose 
No time in finding ways and means to 
Tectify them.” 


Makes “Work Together” Appeal 


The speaker then appealed to his audi- 
fice of company and agency executives 


McKown Decries Restrictive Controls 


Urges Review of Public Law 15 Intent Because Rating Laws 


Now So Broad in Scope That Freedom of 


to meet this problem in a “working to- 
program for correction and to carry it 
to a successful conclusion,” he declared, 
“the full and complete cooperation of 
both segments of our business will be 
required.” To substantiate this statement 
Mr. McKown said: 

“T have been impressed with the al- 
most complete helplessness of the insur- 
ance companies acting alone to combat 
objectionable insurance legislation and 
regulation. Our state legislatures and 
our State Insurance Departments are 
charged principally with the responsi- 
bility of serving the citizens of their 
respective states, not the interests of 
companies domiciled in other states. 

“At the same time I am also impressed 
with the almost untouched potentcy of 
producing forces in dealing with matters 
before their respective legislatures and 
insurance departments. 

“Our legislators are elected officials. 
Our Insurance Commissioners are either 
elected or political appointees. 

“Our producers are voting citizens in 
their respective states and are substan- 
tial in number in every state. They com- 
prise a sizable segment of those peopie 


Competition Is Threaten ed 


whose interests our public officials are 


charged with the responsibility to serve. 

“In many instances our producers are 
politically powerful and we have them 
in both parties. They are respected, in- 
fluential citizens in their communities. 

“Collectively, they are powerful enough 
to break up this whirlpool in which we 
find ourselves, if they are properly en- 
lightened and aroused to the urgency 
for action and if their activity is prop- 
erly coordinated. 

“However, potentially powerful as they 
may be, they cannot and should not at- 
tempt to tackle this job alone. In deal- 
ing with problems of this nature in 
which common interest is so closely 
bound it is a case of Siamese Twins 
company and producer’ working — to- 
gether.” 

Agents’ Assn. in Strong Position 


In conclusion Mr. McKown brought 
out: 

“The National Association of Casualty 
& Surety Agents is today, | believe, at 
a high point in active interest in its 
problems. We have a full time executive 
gether” spirit. “If we are to formulate a 
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administrator whose capabilities and ca 
pacity for work are well known to all of 
you. 

“Our members are almost without ex 
ception members of and take an active 
part in the National Association of In- 
surance Agents. Many are active mem- 
bers in the other producing organizations 
such as the National Association of In 
surance Brokers, and the national organ 
izations of the surety agents and of the 
managing general agents. Our _ liaison 
with those associations is excellent 

“From among those present | am sure 
we can find some who would be repre 
sentative of all of the national producers’ 
associations, who are also apprehensive 
about this growing encroachment on our 
freedom of action and who are anxious 
to do something about it. 

“T can’t help but believe there are 
many company executives here who feel 
similarly. 

“While I realize that the accomplish- 
ment of such a goal as this may require 
consideration of other organizations of 
company executives and of producers 
concerned with jurisdiction of the mat- 
ters I have outlined, I do hope, never- 
theless, that seeds may have been sown 
here for a further development of this 
subject at an early date. 

“It is not too late to get out of this 
whirlpool. We can do it. We must do it. 


It is high time we got started.” 


Surety Bond Producers 
Meet at White Sulphur 


White Sulphur Springs, W. Va., Oct. 7 
National 


Producers, 


—Executive committeemen of 
Bond 


yesterday, 


Association of Surety 


in session here decided to 
hold the 1953 annual meeting of the or- 
ganization at the Waldorf-Astoria, New 
York, March 23-24. 

C. W. Olson, IJr., Chicago, chairman 
presided and intro- 
Martin W. 
\ssocia- 
»tar- 


of the committee, 


duced as guest speakers 
Lewis, general manager, Surety 
tion of America, and Howard M 
ling, Washington, D. C. 
of that 


Association of Casualty & Surety Com- 


representative 
group and manager there of 
panies. 

Mr. Lewis in discussing general prob- 
lems confronting the bonding business 
emphasized the trend toward higher loss 
ratios, the need for greater development 
business, and = ac- 


National 


Producers 


of non-compulsory 
is the duty of 
Bond 


to take a more active part with other 


cented that it 
Association of Surety 
producer groups on legislative matters 
affecting their common interests. 

Mr. Starling 


governmental agencies and improvement 


urged cooperation with 
of the service of both sureties and pro- 
ducers to the Government on Federal 
bonding matters. 
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ee Oppose Compulsory Laws; 


Take No Action 


White Sulphur Springs, W. Va., Oct. 
5—Opposition to compulsory automobile 
insurance legislation and to unsatisfied 
claim and judgment funds was expressed 


at the board of directors’ meeting of Na- 
tional Association of Casualty & Surety 
\gents which met here this morning un 
der chairmanship of Holton R. Price, Jr., 
St. Louis 

Piek ulter M. Sheldon of 
lected NAIA arene thy J. F. Van Vech 
ten, Akron, immediate past president, 
NAI A and E.. j. Reuiniar, Monroe, La., 
NAIA president, joined in the de- 
liberations on this and other problems by 
invitation. Another was Oliver 
Blase, St. Louis, new president, National 
Association of Insurance Brokers. 

Large Producers Present 

Many of the nation’s largest producers 

of casualty and surety business, members 


Chicago, newly 


vice 


guest 


of NACSA, were on hand as the meet 
ing got under way. Much in evidence 
was Frank Harrington, executive vice 
president of the association, who has 
done a fine job in the past year in 
representing the interests of NACSA in 


before the industry 





important problems 

Mr. Harrington briefed the assembled 
gents on reactions to New York’s de 
merit rating plan for automobile busi- 
ness, pointing to District of Columbia’s 
opposition. It is also frowned on in Ih 
nois and Ohio. Reportedly, it is not the 


intention of National Bureau of Casualty 
Underwriter to file the plan with various 







State Insurance Departments. Upon mo 

tion from the floor it was decided to take 
> plan at this time. 

gress was reported by 

1 on the NACSA’s pro 

tablish a reciprocal coun 





gram without charge, be 
association who 
and who would 
their own state 
responses,” he said, 
received from many members 
( their willing 
ness to participate in this program.” Mr 
Harrington made that “we are not 
ating violation of state 
Definition Question Unsettled 

Attention was called to a meeting Ox 
20-21 in Chicago of the Commis 
subcommit 


members of the 
consent to plan 
not be in violation of 


such a 


laws gl te vorable 
“have beet 
in 29 states who indicate 1 
clear 
laws 


1, 
ACV OK 


tober 
accounting 
nsettled 


uniform 
tee at which the u 
the proper definition of 
supervision and collection 
be thrashed out. Mr. Harring 
out in this connection that the 
with the 


sioners’ 
question of 
field 
expeneds will 
ton brought 
NAIC 


indus 


acquisition, 


does not see eve to eve 


try’s request for elimination of the ex 
pense group, and that items reported un 
der group be combined on the insurance 
expense exhibit with expenses currently 
reported under “yeneral expenses.’ 
NAIC’s subcommittee, he explained, 
takes the position that “acquisition, field 
supervision and collection expenses are 
of such character and Importance as to 
warrant retention of this expense group 
and that such expense should not be 
merged with, or included under, general 


expenses.” 

President Sheldon of 
upon to discuss functional distribution 
of commission and brokerage. He said 
he had requested the Commissioners at 
June’s annual meeting to remove this 

from their uniform accounting 


The NAIA, he reported, Ss Op- 


NAIA was called 


last 
item 
agenda. 


posed to having functional work tare 
paid to general agents or branch office 
managers as a percentage of premiums, 
thrown into commissions under regula 
tion 30 


Wheaton A. Williams, Minneapolis, 


took the lead at this meeting in uphold- 
ing NACSA’s 
of opposition 
plans or iny 
statement, “1 
he urged 


long established position 
to compulsory insurance 
nature. Making the flat 
don’t like to compromise,” 
that “if we take a stand we 


on Demerit Rating 


and must live up to it.” Both 
Harrington and Sheldon backed 
association will act on a 
full busi- 


should 
Messrs. 
him up and the 
resolution of opposition at its 
ness meeting Wednesday. 
Roloson Makes Report 

This meeting closed with a report by 
F, Albert Roloson, Baltimore, on pro- 
ducer negotiations with the Department 
of Defense, Washington, on the broker- 
age commission to be paid on group life 


and A. & H. policies in connection with 
defense projects. “We are faced with 
drastic reduction in commission as com 


pared with the World War II scale,” he 


declared. All producer groups expressed 


their views to the Department of De 
fense at meetings—June 3 and Septem 
ber 4—and while Thomas Kane, insur 
ance chief of the department, was sym 


arguments on the need 


pathetic to their 
profit—the same as in 


for a reasonable 


any other business—he was insistent that 
the munitions board is determined to 
save money on the insurance placed on 
defense projects. 

Mr. Roloson reported that .the pro 
ducers’ proposal was that commission on 
up to $50,000 premiums (500 lives) be at 
the prevailing rate. The munitions board 


has not yet announced its decision. 
The mid- year meeting of NACSA, 

was decided, will be held in Baitinte 
late in April or early in May. J. Edward 
Cochran, Hagerstown, Md., and Mr. Rol- 
oson will pick the time and place, and 
all members of the association are jn- 
vited to attend. 


Fun-Poking Tabloid, “The Under-rater” 
Makes Debut at White Sulphur Springs 


W: Vas Oct: 6 
pulled on the joint 
company 


White Springs, 

\ surprise 
casualty-surety 
people and agents 


Sulphur 
Was 
mivention of 
here today at their 
opening session. It was a brand new 
tabloid) newspaper called “The White 
Sulphur Springs Under-rater” which w: LS 
handed out at the close of this morning's 
meeting. It provoked no little comment 
and no end of chuckles. 

Making its debut at this convention, 
“The Under-rater” scored a hit as a 
good-natured fun-poking vehicle. Its sole 
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year-around basis to be effective. 
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purpose, as explained by H. P. Jackson, 
president of the National Association ot 
Casualty & Surety Executives, was to 
relieve the grimness of the present situ- 
ation in the casualty insurance business, 
To his credit, Mr. Jackson conceived the 
idea of this tabloid and delegated sey- 
eral insurance editors some weeks ago 
to dig up the news material for it. The 
motto selected by these editors was “All 
the Untruths Fit to Print.” 

The one serious note in “The Under- 
rater” is a pictorial tribute to the pi- 


oneers in the casualty-surety executive 
ranks who served from 1911 to 1932 as 
presidents of the International Associa- 


tion of Casualty & Surety Underwriters, 
They included the late William B roSmith 
of the Travelers: Chas. H. Holland of 
the old Independence Indemnity; H. ¢ 
B. Alexander of Continental Casualty; 
J. Scofield Rowe of Metropolitan Casu- 
altv: F. Highlands Burns of Maryland 
Casualty; E. A. St. John of National 
Surety; R. Howard Bland of !'nited 
States F. & G., and Frank J. O'Neill, 
retired president of the Royal Indemnity, 
who still keeps in touch with his old 
insurance friends 

Presidential Reports of Jackson 

and McKown 

Featured on the front page of “The 
Under-rater” is a large cartoon of Mr. 
Jackson who, as president of the com- 
pany association, 1s endeavoring to bring 
this meeting to order “under difficul- 
ties. His presidential report, delivered 

“amid the frugal simplicity of the Green- 
brier” offered a cure for industry ills in 
the form of a gadget used by sea cap- 
tains called a sextant. Mr. Jackson de- 
clared that if insurance executives would 
only make use of the same kind of 
gadget while they are “at sea,” they 
might arrive at a happier port. He rec- 
ommended that it could be made of 
sound accident prevention measures, rea- 
sonable state regulation and real public 
education. 

Lyle Mckown of 
dent of the National 
ualty & Surety Agents, shared the front 
page with Mr. Jackson. Theme of his 
presidential address, as reported by the 
“Under-rater” editors, was a_ tirade 
against those in the insurance business 


Minneapolis, presi- 
Association of Cas- 


who “talk all the time about free enter- 
prise.” Mr. McKown put the question: 
“When was enterprise ever ‘free’? It 


is just a fancy name for hard work, and 
hardly anybody is in favor of a whole 
lot of it, at least for himself.” 
However, Mr. McKown reminded his 
audience: “We do have a considerable 
amount of enterprise in our business. It 
has taken real enterprise by the compa- 
nies to lose $200,000,000 1 in the automobile 
casualty lines. That is a good year’s 
work. ... What we are really shooting 
at are the coattail riders who start out 


easy and keep going easy, easy going, 
as they say. These fellows grow up to 
Lore . ‘ 

be politicians and since they've id 
they 


practiced -any kind of enterprise, 
haven’t got any.” 

The speaker, according to 
rater,” advocated a joint 
part of companies and agents “to oust 
these characters.” Furthermore, he urged 
that the record of every candidate in 
the fall election should be examined. “ 
he isn’t a worker, if he’s a drone who 
does nothing but talk and mislead peo- 


(Continued on Page 40) 
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Harrington Reports to Agents’ Group 


Discusses Legislative Developments and Auto Accident Situ- 
ation; Finds Relations With All Segments of Business Cor- 
dial; Urges Continuance of Inter-industry Conferences 


White Sulphur Springs, W. Va., Oct. 8 
—C. F. J. Harrington, 
president, National Association of Casu- 
alty & Surety 
report 


executive vice 


Agents, in making his 


annual here at today’s business 


meeting of that organization, declared 
that never in its 40-year history “has 
the insurance industry been confronted 
with more difficult problems.” It is fur- 
ther a time when the maintenance of 
good public relations is a most ingportant 
objective if progress is to be made in 
coping with these problems. 

Mr. Harrington stressed the need for 
conference and cooperation in opening 
his report and clearly indicated that he 
had received support in both respects 
from the officers, executive committee- 
men, directors and liaison committee of 
NACSA. “They have generously con- 
tributed their personal time and money 
whenever called upon,” he said. In this 
connection he paid tribute to Lyle S. 
Mckown, president of the association, 
for his diligence and “for his qualities 
of leadership which have enhanced 
NACSA’s prestige.” 

Considers Auto Accidents 


Considerable attention was given in the 
report to the automobile accident situa- 
tion, Mr. Harrington having appeared 
before the Wisconsin recess commission 
studying the situation; at New Jersey 
legislative hearings and at New York 
State meetings during the past year. As 
to Wisconsin, he said the commission 
rejected as “impractical and unworkable” 
proposals for compulsory automobile in- 
surance and for an unsatisfied claim and 
judgment fund, and recommended a 
financial responsibility law with provi- 
sions designed to permit reciprocal com 
pacts with other several 
measures for improvement of highway 
safety. “The rejection of these two pro- 
by the Wisconsin commission,” 
Mr. Harrington remarked, “is completely 
in line with the attitude of our associa- 
tion and the insurance industry com- 
mittee.” 

Referring to New Jersey where pres- 
sure for compulsory automobile insur- 
ance was severe, particularly from the 
CIO, Mr. Harrington said a security type 
financial responsibility law was enacted 
by the 1952 legislature together with 
more strict traffic enforcement laws. 

Cooperating with other producers’ or- 
ganizations, Mr. Harrington said he 
spoke at upstate New York meetings, 
held under auspices of the New York 
State Association of Insurance Agents, 
which were designed to acquaint the 
public with the Massachusetts compul- 
sory automobile law and its administra- 
tion. “These meetings,” he declared, 
‘laid the foundation for 
activity in opposition to enactment of 
such a law for New York State.” Two 
interim legislative committees in that 
state are currently considering automo- 
bile accident problems and Mr. Harring- 
ton said: “We will follow developments 
closely and keep you informed.” 


states; also 


posals 


erass roots 


Price and Cochran at Meetings 


His report then indicated that Holton 
R. Price, Jr., St. Louis, and J. Edward 
Cochran, Hagerstown, Md., have repre- 
sented NACSA together with Mr. Har- 
rington at meetings of the insurance 
industry committee on motor vehicle 
accidents in the past year. “Our asso- 
ciation has served as a member of the 
working subcommittee charged with the 
responsibility of preparing reports within 
the framework of policies established by 
the full committee,” said Mr. Harrington. 


Final reports of this committee for the 
states of New York, New Jersey and 
Wisconsin have been widely distributed. 

The limited market for automobile 
insurance, one of the most troublesome 
problems now confronting producers, was 
dealt with as follows in the report: “The 
situation in Massachusetts 1s very acute 
with conferences between companies and 
producers progressing along tolerant and 
constructive lines. As more than 95% of 
the automobile policies in that state be- 
come effective January 1, the companies 
are aware of the necessity for prompt 
solution of this problem. A final report 
is anticipated shortly after mid-October, 
partial solution having already been 
reached. 

“Since my last conference with some 
of our New York members, the automo- 
bile situation there has not improved 
materially. Full effect of the recent rate 
increase and a demerit rating plan can- 
not be predicted at this time. Other sec- 
tions of the country are similarly af- 
fected.” 

Attends Many Meetings 

During the year Mr. Harrington at- 
tended the annual meetings of the Na- 
tional Association of Insurance Agents, 
National Association of Insurance 
Brokers, meetings of the Insurance 
Commissioners and that of the American 
\ssociation of Managing General 
Agents. “Our relations with all seg 
ments of the business are most cordial, 
he declared and added: “In fact, much 
of the success we have experienced in 
the past year and a ha‘f flows from the 
cooperation and assistance rendered me 
by all in the industry upon whom I have 
called for assistance.” 

Before closing he urged continuance 
of conferences between the four leading 
national producers’ organizations with 
respect to the uniform accounting pro- 
gram; industry legislative program on 
automobile insurance; commission pro- 
grams and acquisition cost discussions. 

As a final point he commented as fol- 
lows on NACSA’s new countersignature 
program: “This program must be de- 
veloped with due regard for provisions 
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Fun-Poking Tabloid 


(Continued from Page 38) 
ple, we should organize at the precinct 
level to beat him,” said Mr. McKown. 

The “Floridpuss Story,” headlined as 
“The Odyssey of a Fire Executive in 
Casualty,” also rated front page space. 
It depicted the difficulties of J. F. 
Floridpuss, president of the Fearless 
Fire and of Floundering Fidelity & In- 
demnity, in this multiple line underwrit- 
ing era. As Mr. Floridpuss expressed 
it to “The Under-rater”: 

“Our executives are being asked forth- 
with to devote one-half of their sitting 
potential to fire and one-half to casu- 
alty.” 

Mr. Floridpuss found the going so 
rough that he had to submit to psychi- 
atric treatment at Sun Valley, and finally 
was supplanted as president of his com- 
panies. Thereupon he took a brief trip 
by horseback to California and will 
spend his retirement days in Florida. 
Spotlight 

\ ruling on club memberships by 
Superintendent of Insurance Alfred J. 
Bohlinger of New York received special 
attention in this issue. His patience ap- 
parently exhausted, the Superintendent 
decided that insurance company execu- 
tives cannot hold memberships in more 
than five downtown New York clubs in 
the future. “It raises hell with uniform 
accounting” he snapped. The ruling will 
stand regardless of how vital it is to 
have a “hideout” where company execu- 
tives can take guests to lunch without 
being watched by their competitors. 

Mr. Bohlinger also figured in another 


Superintendent Bohlinger in 
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“Under-rater” article, headlined “Com- 
missioners Ram Profits Down Throats 
of Casualty Insurance Company Execu- 
tives.” It concerned a “momentous con- 
ference” at the Insurance Department's 
office in New York to which William 
Leslie. general manager, National Bu- 
reau of Casualty Underwriters, and out- 
of-town Insurance Commissioners were 
called by Bohlinger. 

; Much to Mr. Leslie’s surprise, the New 
York Superintendent, in an affable mood, 
extended to him an apology for the 
NAIC decision at its annual meeting last 
June to reject the National Bureau's 
proposal for the 5% profit and contin- 
gencies factor in casualty insurance rates, 
In a pipe-of-peace move Mr. Bohlinger 
offered to recommend to the Commis- 
sioners at their coming December mid- 
vear meeting an underwriting factor of 
1254%, retroactive to July 1, 1952. He 
also said he had reconciled his differ- 
ences on the profit factor with Commis- 
sioner Ellery Allyn of Connecticut. 

The “Under-rater” story then related 
how Mr. Leslie, for certain good reasons, 
was compelled to turn down the Boh- 
linger offer. His counter proposal was 
for a profit factor of 624% plus an addi- 
tional 244% loading in the rates for 
acquisition cost because, he said, “the 
producers sorely need more commission.” 
The Superintendent, surprised, said this 
offer would be submitted to the Com- 
missioners and that he would be guided 
by their judgment. 

Mr. Leslie was further put to the test 
by an unexpected proposal in the form 
of resolution, presented to him by Frank 
Sullivan, Kansas Commissioner and 
NAIC past president, which ordered the 
bureau to file immediately for a country- 
wide 10% emergency rate increase in 
both private passenger and commercial 
car B.I. and P.D. rates. The resolution 
assured him of “quick and sympathetic 
approval” when this increase was filed. 

As the bureau’s general manager was 
trying to find the right words to express 
his appreciation, several lights flashed 
before his eyes and a voice commanded: 
“Hey, Bill, wake up.” He found it was 
all a dream! 


Other Articles in the Tabloid 


Continuing its fun-poking mood _ the 
“Under-rater” told the story of a new 
all-inclusive policy, “affording full pro- 
tection to man and beast at home an 
abroad,” as announced by the “Multi- 
farious Rating Bureau.” This policy was 
appropriately designated “the Full Poke 
Policy” and contained 15 coverages. 

A reporter’s difficult interview with a 
prominent insurance lawyer, J. B. Sniff, 
senior partner of Sniff, Pecksniff, Peck- 
sniff & Pecksniff of 40 Bawl Street, New 
York, was also related. Without much 
urging Mr. Sniff told how he got to be 
a top-flight insurance attorney. a 

Rounding out the issue, the “personals 
and the “sports department” items fe 
veal some little known facts about the 
hobbies and interests of personalities at- 
tending this convention. And an editorial 
gives the real low-down on holding ¢as- 
ualty meetings at White Sulphur Springs 
in the future. 
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Knowledge, equipment and_ prestige 
are three invaluable assets acquired by 
attending the Aetna Casualty & Surety 
Sales Course, Louis A. Follis, Jr. a 
representative of the Aetna C. & S. at 
New Haven, told graduates of the 130th 
session of the school at the graduation 
banquet, September 25, at the Hartford 
Canoe Club. 

Mr. Follis, invited to address the grad- 
yates because of his outstanding record 
in the general insurance field since his 
graduation from the Aetna course four 
years ago, is a partner with his father, 


ce 





LOUIS A. FOLLIS, JR. 


Louis Follis, in the Follis Insurance 
agency, one of New Haven’s largest. 
The speaker stressed the “tremendous 
assistance offered to Aetna agents by 
the company’s field representatives in 
specialized insurance fields” and pointed 
to the enviable reputation which Aetna’s 
claim service has earned among protes- 
sional people. 

Mr. Follis urged the graduates to con- 





Three Conference Groups 


Call Chicago Meetings 
Chairmen of three committees of the 
Health & Accident Underwriters Con- 
ference have called meetings of their 
committees for October in Chicago. The 
disability insurance coordinating com- 
mittee is meeting today, October 10. 
Members representing both the confer- 
ence and the International Association 
of Accident & Health Underwriters are 
in attendance. 

D. R. Hodder, chairman of the newly 
formed joint hospital and medical insur- 
ance committee has called a meeting of 
his committee for October 22. The com- 
mittee will formulate plans for the hos- 
pital-medical forum to be held at the 
Drake Hotel, Chicago, February 2, 1953. 
As chairman of the conference group in- 
surance committee, R. C. Knoblock also 
called a meeting of this group for 
October 22, when the main item of the 
agenda will be to map out the program 
for the annual group meeting to be held 
at Chicago’s Drake Hotel, February 3-4. 


Dorsett to Address 


Minnesota Federation 
i Dewey Dorsett, general manager, 
Association of Casualty & Surety Com- 
panies, New York City, will address a 
jont luncheon meeting of the Insur- 
ance Federation of Minnesota and the 
Nsurance Club of Minneapolis October 
13. This will be the 38th annual meeting 
ot the federation. Herman Dammann of 
Norwood is president. 


Follis Addresses Aetna Graduates 


centrate at first on personal forms of 
insurance, promoting always accident in- 
surance, burglary coverages, and the 
less well known lines in which they 
have been schooled at the Aetna course. 

Follow the fundamentals learned in 
the classroom, Mr. Follis declared, and 
describe insurance coverages in simple 
terms, using real-life situations to show 
people the protection afforded by the 
policy. Set a definite goal for each year’s 
production, he added, and join enthusias- 
tically in the company’s campaigns, 
which he termed one of the best stimu- 
lants for new business. 


Lewis Leads Class 


The class was led by James Lewis of 
Beverly Hills, Cal. Blue ribbons for high 
scholastic standing also went to H. Lee 
Wilts, Centerville, lowa; Wayne C. Rees- 
man, Milwaukee; Anees Mogabgab, Jr., 
New Orleans, and Jacob F. Scherer of 
Ironton, Ohio. 

Gold ribbon awards for demonstrating 
outstanding skill in soliciting techniques 
were won by Mr. Reesman, FE. Owen 
Billington of Murray, Ky., Mr. Mogabgab 
and William G. Scarborough of Shreve- 
port, ica, 
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SURETY OPPORTUNITY IN CALIFORNIA 


A Casualty and Surety Company with substantial operations 
throughout the country is looking for men to expand its staff on the 
Pacific Coast. Knowledge of the Pacific Coast conditions is not re- 
quired, but the men must be thoroughly experienced in underwriting or 
producing bonds. Your inquiry will be held strictly confidential. 


Address reply to Box 2126, The Eastern Underwriter, 93-99 Nassau 















American F. & C. Hit Its 
Production High in August 


August, 1952, was the biggest produc- 
tion month to date for American Fire 
& Casualty of Orlando, Fla. In that 
month premiums totaled $552,715, a gain 
of 48% over August of 1951. Agents of 
the company who were the leaders in 
achieving this all-time high were in the 
order named: Darnold & Dorsey, A. E. 
& R. F. Raidle agency, Bray Insurance 
agency. Daugherty Insurance Agency, 
Dismuke Insurance Service and Sam A. 
Stephens, Inc. 
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Ask about HUNTERS 
Accident Insurance 














today for details and rates. 
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We're only kidding! Sports minded wives are not the real reason 
why hunters need accident insurance. Every man who shoulders 
his rifle and applies for a hunting license is a prime prospect for 
a Hunter’s TRIPMASTER Policy. Covers hunting, travel (includ- 
ing plane passengers) and all other accidents, 24 hours a day. 
Medical Expense plus Death & Dismemberment of $250/$5,000 
up to $1,250/$25,000. Written for periods of 3 days to 6 months. 
If you’re not now selling this volume-producing policy, write 
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TO REVISE VA. AUTO FILING 
National and Mutual Bureaus to Seek 
Smaller B. I. Increases but Stick to 
Original Request for P. D. 
Insurance underwriters will amend 
their petition for higher automobile lia- 
bility insurance rates when the matter 
comes before the Virginia State Corpo- 
ration Commission this month for a 





a 





The National Bureau of Casualty Un- 

derwriters and the Mutual Insurance 
Rating Bureau notified the state regu- 
latory body last week that the increases 
proposed originally would not be re- 
quired, 
_A 104% average increase in bodily 
injury insurance rates for private pas- 
automobiles will be requested, 
the 19.3% set out at first. 
© increase in bodily rates for 
commercial vehicles will be asked, in- 
tead of 14.1% requested in the first 
etl The 40% increase asked for 
yhysical damage liability rates for both 
vassenger and commercial cars will re- 
nain the same. 

Corporation Commission Counsel Nor- 
man S. Elliott said he was told the un- 
derwriters failed to take certain technical 
f consideration in computing 
‘Ir proposed increases. 

The companies will also be seeking a 
special rate on automobiles that are 
driven by persons under 25 years of age. 
They are expected to introduce evidence 
to prove that this age group is more 
accident-prone than others and, there- 
fore, should be assessed at a_ higher 
rate. Such a plan has been turned down 
previously by the Corporation Commis- 
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Lumbermens Mutual Passes 
Billion Mark in Premiums 


James S. Kemper, chairman of Lum- 
bermens Mutual Casualty Co., on Octo- 
ber 7 told directors and advisory board 
members that on the eve of its 40th 
anniversary Lumbermens has recorded 
its billionth dollar of premiums written 
since organization. The directors and 
advisory board members were holding 
their semi-annual combined meeting at 
the home office in the Mutual Insurance 
Building in Chicago. Lumbermens was 
organized November 25, 1912. 


ENTERS D. OF C. 

American Fire & Casualty of Orlando, 
Fla., has entered the District of Colum- 
bia. This makes a total of 13 states and 
D. of C. in which the company now oper- 
ates, 


Harrington Reports 


(Continued from Page 40) 


of state laws and the wishes of our 
membership in several states. We have 
made considerable progress. Work of 
assembling information submitted is 
time-consuming and laborious. Counter- 
signature facilities are increasing. How- 
ever, such facilities are not available for 
all companies and all states. Those in- 
terested in advancement of this program 
with regard to a particular company in a 
particular state can assist by inviting a 
representative agent of that company to 
join our association.” 
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Lang Talks on Research 
In Field of Management 


ADDRESSES NEW ‘JERSEY CPCU 


Savs Decisions of Cost Reduction and 
Control Workshops May Mean Dif- 
ference Between Profit and Loss 
general management 
the 


Research in the 


field constitutes one of most impor- 


tant tools of cost reduction and control 


available to insurance companies today, 
department of re- 
& Surety 
be- 


So- 


Frank Lang, manager, 
Association of Casualty 


October 1, 


search, 
speaking 
Jersey Chapter of the 
& Casualty 
Mr. L: 


pointed out that research can provide a 


Companies, said, 
the New 


ciety of Chartered Property 


lore 
ing 


Underwriters at Newark. 


decisions 
and 


factual basis for management 
affecting both company organization 
day-to-day problems of procedures. 

Among the important questions facing 
all management today, including insur 
companies, he said, is the extent 
the individual company should 
general trend toward decen- 
tralization of operations. Here, he said, 
insurance must take into account 
special factors which can best be evalu- 
ated by 


aAlce 
to which 
follow the 


some 


research. 
Watch Electronics Development 


In particular, he noted, insurance com- 
panies are watching with 
velopments in electronics, which may 
make it possible to < a deg 
mechanization unprecedented in the past. 
Since the machines will be very expen- 

» he said, it may be practical to pur- 

1ase them only for the home office, 
which could mean that all clerical pro- 
cedures might have to be centralized 
near them. 

A big problem facing many insurance 
companies, Mr. Lang continued, is the 
matter of company organization under 
multiple line underwriting. Many com- 
panies believe that their fire and casu- 
alty procedures, which have traditionally 
developed along different lines, should 
be integrated now that multiple line un 
derwriting is widely permitted, he said. 
This mean that basic decisions should 
be made on the following questions: 


interest de- 


ichieve ree oO! 


You'll sell more, 
when you sell four; 
especially ... 





INTER-OCEAN INSURANCE COMPANY e 


FRANK LANG 
Should fire procedures be adapted to 
casualty procedures or vice versa? Or 
should some combination of the two dif- 
ferent types of organization be the goal? 
Company representatives are explor- 
ing these questions at present, Mr. Lang 
said, not only through individual re- 
but by joint efforts through 
workshops on reduction and con- 
trol conducted by the association’s re- 
search department. The aim is to pool 
experience, to analyze the advantages 
and disadvantages of each plan, and 
present, not recommendations, but facts 
on which each company can base its own 
decision. 


search, 
cost 


Part of Research Program 


The workshops, which are part of the 
department’s long-term research on cost 
reduction and control, are also studying 
questions of methods and procedures 
with a view to uncovering methods of 
reducing Reports presented indi- 
cate that a number of companies already 
have made considerable strides in elim- 
inating paper work and streamlining 
their procedures. For example : 

While the preparation of an 


costs. 


“abstract” 


.keep 


NAMES RUNZ, TRANSFERS ROSE 


The Phoenix-Connecticut Group an- 
nounces the appointment of Robert L. 
Runz as casualty and bond special agent 
in northern New Jersey to repl: ice Spe- 
cial Agent Pierce J. Rose who is being 
transferred to the Chicago service office 
as casualty and bonding superintendent. 
Mr. Runz will be stationed with State 
Agent Roger S. Henry at Newark. 





of the policy by means of a separate 
typing was formerly standard casualty 
company practice, many companies have 
devised means of producing the abstract 
and the policy through a single typing 
operation. In some cases, no abstract 
at all is prepared, and key punching is 
done directly from the dailies. 

Because companies generally file their 
policies by number, rather than alpha- 
betically by the names of the insureds, 
it was formerly thought necessary to 
an alphabetical index in both the 
home office and the branches. Research 
has shown, however, that it is entirely 
possible to do away with this duplica- 
tion, and in at least two cases both 
branch and home office indices have been 
eliminated. 

Amount of Typing Reduced 

Reduction of the amount of 
needed has been achieved by 
design of forms, particularly 
forms, in a number of cases. One 
pany, for example, has even the limits 
printed on the form so that the typist 
need only type single letters referring 
to printed paragraphs to indicate the 
coverages provided. 

Other topics brought up include such 
things as: How can the processing of 
endorsements be speeded up? (In some 
cases the cost of recording the transac- 
tion exceeds the premium charged for 
the extra coverage.) What is the most 
economical way of recording commis- 
sions on multiple line policies where dif- 
ferent commission rates apply? Is it 
necessary to supply agents with renewal 
lists ? 

“Small 


typing 
the re- 
policy 
com- 


questions, all of 
Lang said, “and so are hundreds of 
others of similar character which come 
up for discussion in our workshop groups. 
But the sum total of the decisions made 
on points like these may spell the dif- 
ference between underwriting profit and 


loss.” 


them,” Mr. 





North! East! South! West! It takes 4 
directions on a compass to help you get 
where you're going .. . just as it takes 

4 types of coverage to help an agent get 
where he’s going, with today’s ever- 


increasing demands for personal protection. 


INTER-OCEAN has the 4! Life... Disability 
... Hospital . . . Medical Expense. And all 4 
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RESERVES ASSESSOR 


Opportunity for junior 
executive-level position for 
man with actual field experi- 
ence as adjuster of compen- 
sation claims and home office 
experience as examiner or 
reviewer. Should have strong 
academic background in 
mathematics, statistics, or 
business administration; ad- 
ministrative talents. Individ. 
ual selected will be trained 
to head up unit. Salary com- 
mensurate with experience. 
All negotiations confidential, 

BOX 2122 
THE EASTERN UNDERWRITER 
93-99 Nassau St., New York 388 











HAS REVISED PACKAGE PLANS 
Pacific Mutual Life Releases Plans to 
Fill Group Medical Expense Needs 
for Small Company Employes 


Pacific Mutual Life 
leased newly revised “packaged plans” 
designed to fill the group medical ex- 
pense needs of employes and dependents 
in companies with only 10 to 49 em- 
ployes, according to announcement by 
Vice President Ralph J. Walker. 

Called “Pacific Mutual’s prepaid medi- 
cal insurance plans,” three plans are of- 
fered in all areas except California, 
where two plans are provided, both 
integrated with the California unemploy- 
ment compensation disability law. While 
not designed to pay for the entire cost 
of every illness, they will materially off- 
set the of medical care. 

The plans feature streamlined admin- 
istration, competitive monthly rates and 
immediate coverage for employes and 
dependents with no medical examination 
required. 

A maternity benefit is now included in 
“packages” in addition to liberal hos- 

surgical and medical care benefits, 
X-ray and laboratory examinations, am- 
bulance service, poliomyelitis care and 
additional accident expense benefits. 

Descriptive literature has been distrib- 
uted to all Pacific Mutual general agents 
and regional group offices. Complete 
kits, which include a manual of 
instructions explaining the procedure for 
making a sale, are available from the 
regional group offices. 
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NAMES WILLIAMS AT SEATTLE 
Fireman’s Fund ‘Gute Appoints Him 
Assistant Manager, Pacific North- 
west Auto-Casualty Department 


The appointment of Roland Williams 
as assistant manager of the Pacific 
northwest automobile-casualiv  depart- 
ment in Seattle, is announced by Fire- 
man’s Fund Group. 

Mr. Williams has been with Fireman's 
Fund Group since 1948. He has been 
engaged in underwriting and production 
work. 

His insurance experience also includes 
agency work. He has been active im 
insurance educational work in the Pacific 
Northwest and he received his CPCU 
designation in 1951. 

Mr. Williams was graduated with hon- 
ors from the University of Washington 
and served in the U. S. Air Corps during 


World War II. 


Mississippi oO. L. & T. 
Rates Revised by Bureau 


Revised bodily injury liability rates for 
a number of owners’, landlords’ and 
tenants’ classifications effective October 
13 in Mississippi are announced by the 
National Bureau of Casualty U nder- 
writers on behalf of its members and 
subscribers. The rates for all classifica- 
tions affected by the revision are i 
creased on an average of 33.3% 
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OPENS NEW SERVICE OFFICE 


General Accident Appoints Harper 
Manager of Kansas City Office, Oper- 
ating in Missouri and Kansas 
The General Accident Fire & Life 
Assurance Corp., Ltd., announces that 
|. Craige Harper has joined its organiza- 
tion as Manager of the newly established 
Kansas City, Mo., service office. This 
office will develop business in Missouri 
(exclusive of St. Louis County) and in 
Kansas, and will also house the com- 

pany s Kansas City claim department. 
Mr. Harper entered the insurance busi- 
ness in 1938 and served with the United 
States Army Air Corps from 1942 to 
1945. Thereafter he was chief under- 
writer and special agent for the Manu- 
facturers Casualty Insurance Co., and 
later superintendent of the casualty de- 
partment of the Massachusetts Bonding 
& Insurance Co., both posts being held 
in Kansas City. 

The new Kansas City 
will operate under the 
the company’s midwest 
Chicago. 


service office 
supervision of 
department in 


REVISES RATES IN ARKANSAS 
The Mutual Insurance Rating Bureau 
announces a revision of bodily injury 
liability rates for owners’, landlords’ and 
tenants’ liability, effective October 6, in 
Arkansas. The revision results in an 
average statewide percentage increase of 
17.1% for the classifications affected. 
With the inclusion of Arkansas, 1952 rate 
revisions for owners’, landlords’ and 
tenants’ liability insurance are now ef- 
fective in 29 states and the District of 
Columbia. 


Combs on Auto Accidents 


(Continued from Page 33) 


matically exhibited before the jury; 
shiny surgical instruments are displayed 
before the view of the jury. The essen- 
tial appeal to the jury is emotional 
rather than factual. As a result, verdicts 
of $100,000, $200,000, and $300,000 are not 
uncommon today. Claim men are, per- 
force, influenced in determining the 
amount to be paid in settlement of cases 
by their knowledge of the effect this 
emotional appeal might have on juries.” 
Mr. Combs said that when a manu- 
facturer of an article is losing money 
on that article he either increases the 
price or quits making it but insur- 
ance companies are not in this happy 
position; they cannot stop selling auto- 


mobile insurance because they are 
charged with a duty to the public 
and their existence and that of their 


agents depends upon furnishing adequate 
insurance protection. He continued: 


Must Have Commissioners’ Approval 

“They cannot increase the price of 
their product without the consent of the 
Insurance Commissioners of the various 
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states. Insurance rates are based on 
loss experience, and in the case of insur- 
ance, experience is indeed a dear teacher 
because a great deal of money has been 
lost before adequate rate increases are 
put into effect. Many states have been 
most cooper rative in granting the needed 
rate increases to insurance companies. 
Some states have gone only part way in 
granting relief, while other states, up 
to the present time, have refused rate 
increases entirely. Over-all, there has 
been an increase of between 35% and 
40% over prewar rates. But consumer 
prices of goods and services, according 
to the United States Bureau of Labor 
Statistics, have advanced almost 91%. 

“There was a time, when, as a meas- 
ure of economy, under pressure, people 
gave up expensive luxuries. But, today, 
casualty insurance is not only an eco- 
nomic necessity but it is an economical 
one. Nothing in the line of necessities 
has increased less in cost, prorata-wise, 
except telephones and electricity. 

‘But, of course, rate increases are not 
the answer to the problem. They are 
mustard plasters which bring relief but 
do not cure the disease. 

“If we are to have improvement we 
must correct the underlying causes. We 
must strive to educate the public to a 
better understanding of the basic prin- 
ciples essential to a proper mode of life 
in a crowded and growing democracy. 
We must have education in religion, edu- 
cation in the importance of respect for 
law and law enforcement, as well as edu- 
cation in what might be called the 
mechanical factors involved, such as safe 
driving. 

Must Make People Understand 

“We must strive to make people un- 
derstand that the other fellow’s accident, 
as well as their own, costs them money 
since automobile rates are fixed by the 
cost of settling cases in their own com- 
munities. They should understand that 
when unreasonable verdicts are given as 
the result of emotional appeal, the ex- 
cessive award is, in effect, an assessment 
to be paid by themselv es and their neigh- 
bors in the form of increased rates for 


automobile insurance. They should re- 
member that awards, in personal injury 
cases, are free of all taxes. Of course, 
every fair-minded individual wants to 
see that a person, injured through no 
fault of his own, gets all that is properly 
coming to him, but awards should be 
fairly based on facts and not on emo- 
tional impulse. 

“The question is often asked: ‘What 
are the insurance companies doing about 
this problem?’ Well, the answer is that 
they are trying in every way they know, 
sparing no expense in the effort. They 
have been responsible for teaching more 
than one million high school children 
how to drive safely. They have pro- 
moted many radio and television shows 
with dramatic pleas for safe driving. 
They have been instrumental in seeking 
stricter enforcement of traffic laws and 
penalties as a deterrent to recklessness. 
When someone thinks of additional 
measures which may be taken by the 
insurance companies to help curb this 
disease, the stock insuramce companies 
assuredly will consider all suggestions. 

Problem Is of Vital Concern 

“What are you doing 
what else can you do? This problem is 
one for all of us, and we can all help 
by the power of example. It is of vital 
concern to every insurance agent in the 
country. Agents can aid by distributing 
the educational circulars which are sup- 
plied to them without charge. They can 
assist by giving talks on the subject be- 
fore the clubs of which they are mem- 
bers, and they can give personal advice 
and a word of warning to their insureds 
on driving and driving habits. 

“Agents can tell insureds it usually 
takes two drivers and two cars to make 
an accident. It is difficult to get ad- 
missions of responsibility for accidents. 
Your claim man will tell you—just don’t 
have the accident—give the other fellow 
the right-of-way. 

Among remedial measures suggested 
by Mr. Combs was that recently adopted 
by the Motor Vehicle Commissioner of 
New York—distribution of leaflets warn- 
ing against careless driving practices to 


about it and 
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You Name It...We've Got It... 


Years ago Mutual of Omaha was convinced that no single plan of in- 
surance could meet the needs of all people under all conditions. Today 
there’s a wide and flexible variety of low-cost plans in the Mutual of 
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Income Replacement? Hospital Insurance? Surgical? 
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bination of plans he wants, at a price he can afford to pay. More than 
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renewal license applications. In states 
where drivers’ licenses are renewed an- 
nually, Mr. Combs said, educational work 
of this kind is bound to produce good 
results. 

Keep Eyes on Speed Limit Signs 

“If you and I keep our eyes on the 
speed limit signs and comply with them 
instead of on the rear-view mirror to 
see whether a cop is following us,” he 
said, “we will be making an important 
contribution to safety.” 

Mr. Combs said there should be more 
policemen on the highways and citizens 
should cooperate with them to enforce 
observance of the law. The man who 
has a ticket “fixed,” he said, “is con- 
tributing his mite to the fix in which 
we all find ourselves and he is not be- 
having like a good citizen. 

“You can work for law enforcement 
in your community. Some day, when 
the situation gets bad enough, the citi- 
zenry of your community will be aroused. 
Why wait for that day to come?” 

Mr. Combs said that same “souped-up” 
automobiles, known as “hot rods,” can 
be driven at speeds up to 200 miles an 
hour and that while the hotrodders will 
say that they do not use illegal speeds 
on the public highways, claim files can 
readily disprove this assertion. “Hotrods 
and cars from which the mufflers have 
been removed should not be permitted 
on public highways,” Mr. Combs. said. 
“Crowded highways are no place for 
the showoff.” 

Saying that a Maryland coroner re- 
cently said that 80% of the automobile 
accident cases coming to his attention 
involved persons under the influence of 
alcohol, Mr. Combs stated: 

Can Remedy Situation 

“You can help remedy this situation if 
you will use the same courtesy when 
you are back of the wheel that you use 
in every other daily pursuit. bt can 
help if you will be more mindful of the 
rights of others. 

“If there be no complacency or cessa- 
tion of effort in the fight against the 
automobile holocaust, the threat to the 
insurance company and the agent can be 
cured or curbed. The public has been 
made conscious of the situation through 
the threat to its pock wee nage n the form 
of increased rates. People ask questions, 
and the insurance companies have an 
answer for them—‘Don’t have accidents 
and your insurance rates will be lower.’ 

“There is a trend on the part of magis- 
trates to make penalties for traffic viola- 
tions more severe. The police are more 
alert, and are installing up-to-date meth- 
detection. Radar at intervals 
along the highway will convict you as a 
speeder, and excuses concerning your 
speedometer will not be accepted. Edu- 
cation will pay off.” 
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MUTUALS REVISE AUTO RATES 


Changes Made in Florida, Georgia, Ken- 
tucky and Nebraska; Principal In- 
creases in Property Damage 
Bureau 


The Rating 


announces a revision of automobile lia- 


Mutual Insurance 


bility rates which became effective Octo- 
states of Florida Georgia, 
Nebraska. The 


revisions are 


ber 6, in the 
Kentucky and 
that 
upon the broadest spread of experience 


bureau 


these based 


states 


available to the bureau for ratemaking 
purposes. 


bodily 


liability 


The changes involve revised 


injury and property damage 
rates for private passenger and commer- 
cial cars. The changes in rate level re- 
sulting from the introduction of the new 
rates are as follows: 
Private Passenger 
State 3.1 
Florida 130.0% 
Georgia No Change 
+ 12.7% 
No Change 
Commercial Cars 
B.1 
No Change 
No Change 
+-1.4% 
No Change No Change 
With the inclusion of these states, 1952 
automobile liability rates are 
20 states and the Dis- 


revisions of 
now effective in 
trict of Columbia. 


BEST PRINTS A. & H. GUIDE 


New Publication Gives Data on 50 Lines 
Written by Companies Sharing 95% 
of A. & H. Business 
The Alfred M. 
elease of a new 
Health Guide. 
lines of 


Best Co., Inc., an- 
nounces the r publication, 
Offer 


coverage 


Best’s Accident & 
ing data on the 50 
ea by ics tee sharing 95% of 
all A. & H. business, the Guide is valu 
able to agents seeking to develop new 
prospects for their regular lines. 

Of the 400 companies represented in 
the book, most write less than half the 
available. The guide 
shows just what service facilities the 
various companies offer . who days 
best when the agent seeks to place 
a contract not written by his company. 

The Guide includes information on the 
range of brokerage commissions offered 
by ops ompanies, the which 

ie ensed to oper ite, the age and 

sti ‘bility of the poe It gives indi 

vidual, group and total A. & H. figures, 

ith two-year conliesier yee of results by 

classes; it reports current experience 

figures for the major individual A. & H. 
coverages written 

\t a cost of $4.50, copies may be or- 
dered from the New York home office 
of the Alfred M. Best Co., Inc., or from 
any of its branch offices in Atlanta, 
; Chattanooga, Chicago, Cincin 


,oston, 
Dallas or Los Angeles 


lines of coverage 


states in 


PRATT JOINS SAVAL GROUP 


Will Head Kiely Cranial Miscellaneous 
Liability Department; Was With 
Employers’ Group 23 Years 


Maurice H. 
tion he Saval 


formerly 


Saval announces the addi- 
Organization of 
Howar resident vice 
American Casualty Co. 

Aviation & 
New 


president of the 


and the American General 


nce Co. for England. 
Pratt’s experience includes 23 

ears with Employers’ Group and since 
1943 operated the New England branch 
of the Accident & Casualty Co. which 
merged with the American Casualty in 
1950 

He will head the newly created miscel- 
laneous lia bility department of the Saval 
interests which include Maurice H. Sa- 
val, Inc., in Boston, the American Uni- 
versal Insurance Co. of Providence, and 
Newfoundland American Insurance Co., 
Ltd., in Montreal. 

Mr. Pratt’s war record includes 
years overseas in World War I. 


two 


Home Indemnity Transfers 
Lawhorn to Oklahoma City 


underwriter and 


Tenn., 


Robert B. Lawhorn, 
office manager in the Memphis, 
office of the Home Indemnity Co., has 
been transferred to the Oklahoma City 
office of that company as a_ special 
agent, effective immediately. 

Mr. Lawhorn, a graduate of Middle 
Tennessee State College, was employed 
by the Home Indemnity in March, 1951. 
He will serve in Oklahoma City under 
the direct supervision of Special Agent 
Grover R. Jenks. 


Governor Stevenson Accepts 


State Driver Course Award 
Adlai E. took 
time out from his busy Presidential cam- 
schedule October 2 to 


Governor Stevenson 


receive a 
which for the 


paign 
new honor for Illinois, 
first time has enrolled every eligible 
high school student in its safe driver 
education courses. 

At a brief ceremony at the Governor’s 
mansion attended by state safety and 
educational officials, Mr. Stevenson ac- 
cepted for Illinois the award of honor 
of the fifth annual driver education 
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1952 


is the National Surety agent whose 


stock-in-trade is INVISIBLE ARMOR, 
that unseen but ever-present shield 
which wards off losses and affords 


complete insurable protection. 


NATIONAL SURETY 
CORPORATION 


4 Albany Street, New York 


Fashioned protective 
coverings worn to repel 
physical thrusts. 








award program sponsored by the Aggo- 
ciation of Casualty & Surety Companies, 
Thomas N. Boate, man: iger of the asso- 
ciation’s accident prevention department, 
which pioneered in high school driver 
education in 1932, flew to Springfield 
from New York to present the bronze 
plaque to Governor Stevenson. 


John Collins Promoted 
By the Car & General 


The Car & General Insurance Corp., 
Ltd., announces the adv ancement of 
John F. Collins to the position of assis- 
tant superintendent of claims. 

Mr. Collins has been with the Car & 
General since August, 1929. He started 
with the company as an_ investigator 
and was later advanced to the position 
of compensation and casualty claims 
examiner for the countrywide business 
of the Car & General. Previous to his 
coming with the Car & General Mr. 
Collins was associated with the law firm 
of Hawkins, Delafield & Longfellow, 
where he was engaged in trial prepara- 
tion and defense litigation work for sey- 
eral years. 


Minn. Labor Convention 
Studies Comp. Measures 


Increased compensation insurance 
benefits for workers injured on _ the 
job will be a major objective of the 
Minnesota State Federation of Labor 
which opened its state convention Octo- 
ber 6 in Minneapolis. Several resolu- 
tions dealing with compensation insur- 
ance were up for consideration. 

One calls for raising the maximum 
weekly payments from the present $32 
to $38. Another asks benefits amount 
to 70% of the disabled worker's weekly 
pay check. Still another wants the in- 
jured worker to get full pay during 
the period he is disabled, the emplover 
to make up the difference between full 
pay and insurance benefits. 


Mengelberg Back on Job 


After Year’s Absence Leave 
W. R. 


of Lumbermens 
American Motorists, 
office from a year’s leave of 
assumed direction of the 
health, boiler and machinery, 
and burglary departments. 

M. F. Gruhn, vice president, has left 
that post for San Francisco to assume 
supervision of the Kemper companies 
Pacific Coast operation. 


Mengelberg, vice president 
Mutual Casualty and 
has returned to the 
absence and 
accident and 
and bond 


NAMED TO N. Y. STATE FUND 

Governor Thomas E. Dewey of New 
York has appointed Clellan S. Forsythe, 
of Syracuse, a member of the State In- 
surance Fund. Mr. Forsythe succeeds 
Dr. E. Walter Woodbury, of Bath, N.Y, 
whose term expired. The term of Mr. 
Forsythe will run until December 3}, 
1954. Mr. Forsythe is president of Clell 
Forsythe Motors Corp., an automobile 
distribution and service agency in Syra- 
cuse. 





Allen on Safety Groups 


(Continued from Page 33) 


others, “are yours for the asking in un- 
derscoring safety. 

Mr. Allen’s talk was the second of a 
series he will give at regional meetings 
of agents as part of the current cam- 
paign for rigid traffic law enforcement 
sponsored by the New York State Asso- 
ciation of Insurance Agents. Mr. Allen 
will speak to other regional meetings of 
agents as follows: October 106, Monti- 
cello; October 20, Albany; October 27, 
Buffalo, and November 13, Garden City. 
Price E. Clark, educational director of 
the Association of Casualty & Surety 
Companies, spoke at a regional meeting 
of the state agents’ association recently 
at Ogdensburg, and Mr. Allen addressed 
a group at Olean on September 29. 
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Jackson Makes Address 


(Continued from Page 36) 


she time has now arrived with particu- 
lar reference to traffic safety when 
stronger laws, sternly enforced, must be 
vied against motorists who drink and 
jrive, irresponsible teen-agers, accident 
repeaters, and those whose physical im- 
jairments preclude safe driving. A part- 
nership of really efficient official admin- 

‘tration and enforcement and organized 
oublic support can finally control, I be- 
jeve, the 20% more or less of the na- 
jion’s drivers who constitute the real 
wafic accident problem. This is not an 
ynrealistic appraisal—gratifying results 
are actually being attained in many of 
ur cities today—what we need is an in- 
gired crusade to make it nationwide 
und a severity of punishment of offend- 
ers vastly exceeding anything at present 
envisaged. 

Must Insist Upon Enforcement 
“I suggest that (first) we insist upon 
the strict enforcement by governmental 
withority, at all levels, of all laws and 
rdinances pertaining any way to safety; 
(fecond) that we demand a price for 
insurance protection commensurate with 
the hazard it covers; and (third) that 
ve tell the people why. 

“Consider also, even more briefly, our 
second challenge. It is simply that we 
must find a common formula for living, 
with reasonable profit, under governmen- 
al regulation which goes far enough to 
protect both the public and the industry, 
without depriving management of the 
tight to remain competitive and properly 
individualistic. I suggest that public edu- 
cation, the solution to the third chal- 
lenge, will come close to solving this one, 
too. It is understandable that the su- 
pervisory authorities should be con- 
erned, as we are, about public reaction 
to rising rates without adequate explana- 
tion why. 

“When Mr. Reid said 30 years ago 
that ‘our companies are now regarded as 
juasi-public or public utility companies,’ 
truer words were never spoken. I ask 
you to name a single publicly regulated 
industry that does not keep the public, 
its customers, regularly and comprehen- 
sively informed about the reasons for 
rising prices, the extent and compara- 
tively low cost of service, and other 
facts that the people, if you please, have 
aright to know. I am sure you will 
find none. Many years ago other regu- 
lated industries—and some that are not 
regulated—learned that it was profitable 
to keep the people informed, which is 
what Mr. Reid meant when he pointed 
so strongly to the need of educating the 
public. 

Can Make Future Brighter 

“The fact that we have problems does 
not mean that our future is either 
gloomy or forbidding, On the contrary, 
we can make our future brighter than 
any our business has ever known. I 
venture to suggest, however, that we 
shall not be able to do it if we remain 
timid about using modern methods that 
have proved both successful and _ profit- 
able to other industries that were in a 
similar situation some vears ago. We 
must constantly re-sell ourselves to the 
public we serve. 

“In the past several years, we have 
made some strides in that direction and 
the results certainly have been sufficient 
‘0 encourage us to do a complete job. 
Both our efforts and the results, how- 
ever, have been inadequate and insuffi- 
cent. Again, I shall not presume to pro- 
Pose a detailed program; but the path, 
it seems to me, is clearly marked. It 
leads to the aggressive and continuous 
use of all effective means of public 
education, rather than our present lim- 
ited and occasional use of one or two. 

‘In conclusion, need I remind you that 
the accomplishment of these things calls 
or united purpose—companies and 
agents standing together, working to- 
gether, and profiting together. Now, as 
never before, our industry needs  or- 
fanizations like the National Associa- 
ton of Casualty & Surety Executives 
and the National Association of Casu- 
alty & Surety Agents. I find no reason 
'0 believe that we are likely to get in 





each other’s way. On the contrary, I 
believe we are capable of assisting one 
another far more than we do now. 


Contemplation and Introspection 


“The implementation of ideas and proj- 
ects is no longer within the scope of 
this organization as it was in former 
vears. These functions on the company 
side now rests chiefly with the Associa- 
tion of Casualty & Surety Companies 
and the National Bureau of Casualty 
Underwriters, but in gathering here as 
representatives of top level manage- 
ment, primarily for ‘pleasant social rela- 
tions, we nevertheless are presented 


with a most valuable opportunity in 
the informal exchange of views and ‘to 
indulge’ in what Mr. Reid referred to 
in 1922 as ‘the arts of contemplation and 
introspection’ and, as the membership 
committee recommended in 1915, ‘engen- 
der a spirit of friendship and coopera- 
tion’ so desirable among those engaged 
in a highly competitive business. 

“Mr. Burns said 27 years ago at the 
joint convention here, ‘although I realize 
the significance of the general move- 
ment toward the formation of special 
underwriting bureaus, yet I am fully con- 
vinced that these organizations have 
neither supplanted nor usurped the es- 


sential functions of this association.’ 

“Let us all then, companies and agents 
alike, take up the challenges that are 
so clearly before us. Let us, together, 
go from this meeting armed with com- 
plete faith in the opportunities that 
await us and a determination to work 
ceaselessly to meet the demands of the 
public for sound and complete insurance 
protection and service—to intensify our 
loss prevention activities—to resist gov- 
ernmental encroachment and strive dili- 
gently for the permanent elimination of 
nublic misunderstandings which are so 
contradictory to our real purposes and 
aims.” 





ZEIT ays 








The amount you pay 








for Automobile Insurance 


is determined by: 


1. HOW YOU and your neighbors drive! 


Automobile insurance rates are based on experience in EACH com- 


munity ... not a national average. The number of accidents, local 
court and jury decisions, the cost of claims in YOUR OWN COM- 
MUNITY help determine how much or how little you pay. 


2. HOW MUCH you drive your car! 


When a car is used for business, mileage is greater, exposure is greater 


—hence the rate is higher. 


3. HOW OLD you are! 


Drivers under 25 years old have an accident record higher than aver- 
age. Insurance companies have to charge more if you or others who 


drive your car are under 25. 


How you drive, how much you drive and how old you are help to deter- 


mine how much your insurance must cost . . . based on actual experience. 





S.F.& G. me 


Your local agent is constantly ready to serve you. Consult him as you 
would your doctor or lawyer. For U. S. F. & G. claim service in 
emergency, call Western Union by number and ask for Operator 25. 


CASUALTY 
FIDELITY-SURETY 


United States Fidelity & Guaranty Company, Baltimore 3, Md. 
Fidelity Insurance Company of Canada, Toronto 
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Sullivan and Schwarz 
Before A. & H. Bureau 


PRESENT COMMITTEE REPORTS 
Former Heads Lashes and Insurance 
Department Group; Latter Is Statis- 
tical Committee Chairman 


Two features of the meeting of the 
Bureau of Accident & Health Underwrit- 
ers at Asheville, N. C., last week were 
presentations of the reports of the legis- 
a and Insurance Departments com- 
mitte Robert J. Sullivan, Travelers 
Sadia Co., chairman. and of the sta- 
tistical committee, of which Theodore O. 
Schwarz, Standard Accident Insurance 
Co., is chairman. The two committees 
have worked together on problems sur- 
rounding the language of the accident 
and health regulatory law. 

Mr. Sullivan said that his committee 
held only one formal meeting during the 
year and that its normal mode of func- 
tioning is by correspondence because of 
the nature and multiplicity of the prob- 
lems which it is called upon to consider. 
He said that the members are called 
mon to devote a tremendous amount 
of time to the work of the committee; 
it is seldom that a week passes without 
some communication from the bureau 
offices and often two or more diverse 
and complex issues are referred to the 








committee in a week. 

During the past year, Mr. Sullivan 
said, the committee had to devote itself 
to the following problems among many 
others: 


Bills Require Committee’s Attention 


“Analyzing the impact of various legis- 
lative proposals on which the bureau 
staff may desire an opinion. In_ the 
course of the past year (which was an 
‘off’ legislative year) more than a dozen 
bills required the attention of the com- 
mittee. In addition a meeting was held 
on the morning of June 30, 1952, at the 
bureau offices in New York to discuss 
str 1 lative to the uniform individ 
and sickness policy pro- 
in 1953. Later in the same 
lay the committee participated in a 
joint industry meeting with representa- 
associations and non- 
*s to outline industry 








tives of other 
affliated comp: 
action on this same law in legislative 
1953. Forty-four legislatures will 
be in session next year and it is 
hoped that the remarkable record of 
ies vear 1951 can be duplicated, 
nd if so only a few states will remain 
outstanding in 1954 and enactment of the 

aw in these should not then be 











“The problem of the treatment which 
should be accorded cancellation and re- 
newability provisions in policies drafted 
under the new law has occupied much 
of the committee’s time in the past year 
The problem was r aised successively by 
‘alifornia and New York Insurance 
Departments and is now before the ac 
cident and_ heal committee of the 
National Association of Insurance Com 








missioners 
Works With Statistical Committee 


“The committee has also been worl 
ing, in conjunction with the statistical 
committee, on the problems surrounding 
such language of the accident and health 
regulatory law which provides, among 
other standards, that the Commissioner 
may disapprove a form ‘if the 2p 
provid led therein are unreasonab le n re- 
premium charged.’ 
still other matters coming 
his com mittee, Mr. Sulliv: in said, 
are the following: 








South Carolina—licensing regulation 
agents;  Maryland—application forms; 
Maryland and lowa—riders—1912 stand 
ard provisions law type policies; New 
York—rules for individual accident and 





ing relative to the 1950 policy provisions 


Schwarz in Statistical Exhibits 
Schwarz said that the experience 


was oad at a meeting of the satis- 
tical committee in July but due to delays 


mitten: anhliead ef the statistical division 
f i Bureau of Casualty U 
the personal accident statis- 
tical exhibits are being processed more 
slowly than had been anticipated. 
, he said, it is hoped that these ex- 
with a gener ral summa- 


to ie e: avy 
As | of September 1 


> accidental statistical divi- 
had plans to contribute 
12 were still giving con- 
subject and 10 do 


health statistical plan, 
Schwarz said that as of Septembe ray 


their “experience to the hie alth statistic: i 
21 had plar ins to i hak peg at 


Discusses apie on Functions 


said that replies 


was ee vag by 


he ving m: rade sug rgestions re euaiitinar ai fi. 
comments pertaining 
oO ‘the present statistic al collections rez ead 


individual insurance 
requested to consider the 


commercial accident policies. 
vidual insurance 


would be to have a paper presented at 
the individuc il insurance forum of the an- 
which _paper would cover 
> chairman of the 


the requested paper presentation.” 
- Schwarz’s report on 
was reviewed in last ‘ 
> Eastern Underwriter). 
“It is recognized that the 





Socialized Medicine Not 
On Shelf, O’Connor Asserts 


Edward H. O’Connor, managing di- 
rector, Insurance Economics Society of 
America, was the luncheon speaker at 
the recent annual meeting of the Penn- 
sylvania Medical Society in Bellevue- 
Stratford Hotel, Philadelphia. Mr. O’Con- 
nor dealt specifically with Federal and 
state legislative trends in the direction 
of compulsory cash sickness laws and 
socialized medicine. 

At one point in his address Mr. O’Con- 
nor declared that he did not agree with 
the American Medical Association’s pub- 
lic statement that the socialized medicine 
issue is “on the shelf” as far as the 
threat of governmental health insurance 
is concerned. “We should not relax in 
our vigilance” was the speaker’s frank 
opinion. 

Mr. O’Connor also expressed concern 
over the thinking of some Republicans 
on the Flanders-Ives-Javits proposal 
which provides for Federal subsidies to 
the states so that the rank and file of 
the American people can be given pro- 
tection against medical expenses. Term- 
ing this proposal “a backdoor approach 
to socialized medicine” the speaker 
urged his audience to be on their guard 
against it. 

In Mr. O’Connor’s opinion, if a sys- 
tem of Federal subsidies were ever set 
up by Congressional action it would 
mean control of the spending of money 
for medical expense and delivery of 
medical services, and would eventually 
bring about regimentation of the medical 
profession. 








base of exposure, the more valuable 
grouped statistical data become. Added 
expense to produce this broad exposure 
is a requisite. Your committee strongly 
urges that all companies not now sup- 
plying experience to the bureau collec- 
tions because of the expense angle re- 
consider this extra cost in the light of 
future value to be received from ex- 
perience derived from a greater spread 
of business. Your committee further 
recognizes that some carriers may have 
problems of a mechanical nature. To 
these companies, we gladly offer any 
assistance that we may be able to ren- 
der.” 

The last part of Mr. Schwarz’s report 
was on the National Association of In- 
surance Commissioners’ subcommittee on 
accident and health benefits in relation 
to premiums. He outlined the several 
steps which have been taken to reach 
agreement on this subject, and said: 

“Inasmuch as the members of this sub- 
committee could not reach unanimity of 
thought on specific minimum loss ratios, 
they recommended at the June, 1952, 
NAIC meeting that they be discharged. 
The committee request was granted and 
a new committee will undoubtedly be ap- 
pointed. Inasmuch as certain states feel 
very strongly on this subject, continued 
activity may be anticipated irrespective 
of what states may be the new ap- 
pantees. ‘i 








E} REQUIRED BY THE ACT OF 
/ T 24. 1912, AS AMENDED BY THE 
ACTS OF MARCH 3, 1933, AND JULY Ron 
1946 (Title 39, United States Code. Sect an 
233) SHOWING THE OW NERSHIP, MA 


AGEMENT, AND CIRCULATION 
Of The Eastern Underwriter, published | weekly 
at New York, N. Y., for October 1, 1952 

1. The names and addresses of the i 
— managing editor, and business managers 


"ibiilies: Eastern Underw riter , Inc., 93-99 
Nassau Street, New York 38, N. 

Editor, Clarence Axman, 399° West 12th 
Street, New York 14, 

Managing Editor, L. Sects Philp, 25 Rocky 
Road, Larchmont, N. Y. 

Business Manager, ‘a ae Hadley, 1111 Put- 
nam Avenue, Plainfield, 

2. The owner is: ur poo by a corpora- 
tion, its name and address must be stated and 
also immediately thereunder the names and ad- 
dresses of stockholders owning or_ holding 1 
percent or more of total amount of stock. If 
not owned by a corporation, the names and 
addresses of the individual owners must be 
given. If owned by a partnership or other un- 
incorporated firm, its name and address, as well 
as that of each individual member, must be 
viven.) 

Eastern Underwriter Co., Tne., 93-99 Nassau 
Street, New York 38, N. Y. 

Clarence Axman, 299 West 12th Street, New 
York 14, N. Y 

W. L. Hadley, 1111 Putnam Avenue, Plain- 
field, N. J. 





Murphy Cautions Buyers 
Of A. & H. Insurance 


MANY FALSIFY STATEMENTs 


Delaware Supervisor Says Applicant |; 
as Responsible for Honesty as Com- 
pany Is for Keeping Contract 


Delaware State Insurance Commis- 
sioner William R. Murphy issued a 
statement September 29 cautioning buy- 
ers of accident, health and hospitaliza- 
tion insurance to be thoroughly accurate 
in making out their applications for 
policies. 

Noting that an unusual number of 
complaints have been brought to the at- 
tention of his Department involving 
hospitalization insurance and_ similar 
a Mr. Murphy said: 

“The Department has reached the con- 
Pia that much of this could be 
avoided if there were a better under- 
standing on the part of the insured and 
prospective purchasers of this type of 
insurance. 

“When an insured’s claim for bene- 
fits has been rejected by a_ company 
invariably the accusing finger is pointed 
at the insurance company. 


Insured Says He Is “Gypped” 


“Immediately the insured says he has 
been ‘gypped,’ although we have found 
that in nine cases out of 10 he has 
‘gypped’ himself out of the benefits by 
having made false statements when ap- 
plying for the insurance, or having 
withheld the full facts in connection with 
his health history. 

“Every person should endeavor to 
realize that when he signs an application 
for insurance he is just as responsible 
for the honesty of his statements as an 
insurance company is in living up to the 
policy contract. Policies of this type 
cover only such illnesses which had their 
inception after the effective date of the 
policy (or waiting period of such is 
c alled for in the contract). 

“Tf you purchase by mail or if you 
purchase through an agent, furnish full 
facts and check your answers to the 
questions on the application before you 
sign. Proper caution in this respect 
may avoid disappointment at some later 
date.” 


Levine Elected Head of 
N. J. A. & H. Association 


Henry Levine has been elected presi- 
dent of the New Jersey Accident & 
Health Association. 

Other officers elected are: Execu- 
tive vice president, Elias Cohen; vice 
president, Joseph Fran secretary, 
Richard L. Plasschaert; treasurer, Rich- 
ard Caldwell; board of directors, How- 
ard Rhodes, chairman; George Leh- 
man, James Bolinger, Joseph Sears and 
Peter G. Keller, Jr. 


3. The known bondholders, mortgagees, and 


other security holders owning or_ holding 1 


percent or more of total amount of bonds, mort 
gages, or other securities are: None. 

4. Paragraphs 2 and 3 include, in_ cases 
where the stockholder or security holder ap- 
pears upon the books of the company as trustee 
or in any other fiduciary relation, the name 
of the person or corporation for ‘whom suc 
trustee is acting; also the statements in the two 
paragraphs show the affiant’s full knowledge and 
belief as to the circumstances and conditions un- 
der which stockholders and security holders who 
do not appear upon the books of the company 
as trustees, hold stock and securities in a Ca 
pacity other than that of a bona fide owner. 

5. The average number of copies of. each 
issue of this publication sold or distributed, 
through the mails or otherwise, to paid sub- 
scribers during the 12 months preceding the 
date shown above was 3,632. (This information 
is required from daily, weekly, semiweekly, and 
triweekly newspapers only. 

we ag Underwriter Co., Inc., 
. L. Hadley, Business Manager. 

Sworn to an subscribed before me this 25th 

day of September, 1952 


(Seal) 
FRED T. VOLKWEIN 
Notary ee State of New York 
. 03-9479900 
Qualified in Bronx County 
Certificates filed with Bronx and 
New York County Clerks, Bronx and 
New York Register’s Offices 
Commission Expires March 30, 1954 
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Have you saved 
many savings accounts lately? 


You have if you've been selling Travelers Comprehensive Personal Liability insurance. 
And if you haven't, vow is a good time to begin. 


Without CPL, your clients face the loss of their savings through costly Bodily Injury or 
Property Damage claims. And potential law-suits are always lurking in unexpected places. You 
will be doing a real job of counseling and service if you tell your clients about the many 
advantages of Travelers Comprehensive Personal Liability insurance. 


For an amazingly small amount, they can get $10,000 worth of protection. 
For many people, CPL has saved their savings accounts from being wiped out. 
Make sure your clients have this vital protection. 


And remember . . . CPL is good business. It stays on your books. 


You can get full information on Travelers Comprehensive Personal Liability 
Insurance from the nearest Travelers Branch Office. They'll be glad to give you a 
complete supply of colorful leaflets and sales aids. 




























































THE TRAVELERS INDEMNITY COMPANY 


HARTFORD 


CONNECTICUT 













































REINSURANCE is the bedrock 
of safety underlying the insurance industry’s 
contribution to the affairs of men. 


GENERAL REINSURANCE GROUP 


Largest American multiple line market 
dealing exclusively in Reinsurance 


GENERAL REINSURANCE NORTH STAR REINSURANCE 
CORPORATION CORPORATION 
Casualty + Fidelity Fire + Inland Marine 
Surety Ocean Marine 





90 JOHN ST... NEW YORK 38 
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